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Portable Electric J 
Tools! 








stribution 100% Through Jobber 


THE VAN DORN ELECTRIC TOOL CO., TOWSON, MD. 

















“Bi 
phe E. L. Gilbert 
can testily. When a tough threading job crops up, 
stomers send for “Gil” hecause he 
“knows his stuff” and they know he 
knows it.  Gil’s headquarters are Chi 
cago. 


Lead Error 
Tolerance 


.0005” 


> 


Prevents 
Thread 
Assembly 
Troubles 


_ 
High Speed 
tee 
> 


For Class 2 
Fits 






MHOUNCING 


A NEW fois MONEY-MAKER 


aa 


Tru-Lede Taps are ideal for dealers 


‘ , . 
to handle. They are six times a Make Your Next Catalog 
t anne } as thre crave cut P 

accurate wal \ i : ; 

De dis. Wes, ee Maciel | More Attractive 

what 1s 1 ( \ 2 Tits ‘ by 

Cre aly th ened ae ee ee ee Supply houses planning a new cata 

- teu Ol employed it ; 
al i ee a log are urged to take advantage of 

eee ee ee earn ; Greenfield's catalog service The 

of their superior accuracy in lead, trade demand for Greenfield tools has 

they save tapping expense (less power been carefully analyzed and our serv 


used. less tap breakage, faster opera ice covers detailed recommendations 


tion) thev save assembly costs (fewer regarding the actual demand for vari 
forced fits, fewer rejections) and they z 

cost no more than ordinary high 

speed cut thread taps 


By stocking Tru i | Taps, the 
dealer is ina position to solicit: suc 
cessfully much 

business that of late has been going 
direct. We will help you in every 
way. 











ites. of Taps ssa Dic 














Ben Munyan 
Ever since 1919 Ben has represented 
Greenfield in’ Detroit Few men know 
the small tool problems of the automotive 


business as well as he does. 


ous items. Use it and assure your 
self of listing only those tools in 
greatest demand. 


GREE ELD’S 
TOC if MINES 


1. Serew Plates 
2. Taps 

3. Dies 

1. Twist Drills 
5. Reamers 

6. Gages 

7. Pipe Tools 


8. Machine Tools 

















Simplify 
Your Selling 


Demand for ‘*Little Giaut”’ 
Screw Extractors Grows 
Never have we known such a de- 
mand fora new Greenfield tool. It 
has been difficult to keep up with 
orders. The number of repeaters ts 
even more gratifving. It proves that 
this new extractor is moving. It 
“sells on sight.” Try it and be con 

vineed, 
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Mill Supplies 


Believes— 


1. More selective 
selling is necessary. 


2. Industrial distrib- 
utors should sell in- 
dustry on their eco- 
nomic necessity. 


3. Local group meet- 
ings should be held 
frequently for they 
are helpful in com- 
bating price-cutting, 
territory - jumping 
and other evils. 


4. Suggested resale 
prices should be set 
up and lived up to 
wherever possible. 


5. Manufacturers 
should establish defi- 
nite, national sales 
policies. 

ewe 


A. M. MORRIS 
General Manager 


ews 


E. J. McOSKER 
Sales Promotion Manager 


eno 


H. W. BARCLAY 
Director of Marketing 
ewe 
E. N. GRANTVEDT 
Sales Manager 
D. R. EGBERT 
Business Manager, 
Construction Equipment 
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Tried Tractors and Trailers... 


American Trucks and Truk-paks Most Eeonomieal 


TRUCK WHEELS 


The American Pulley Company is 
equipped to supply superior, Alemite- 
lubricated Hand Truck Wheels for any 
standard make of trucks, in semi-steel 
or of specially durable American 
pressed steel construction, and with 


plain or Hyatt roller bearings. 


MERIC 


Rue STEEL 


__ TRU 


CAN 


T. F. Quinn Co., Inc., of Boston, writes: “We have tried a variety of equip- 
ment for unloading cars of produce at the Boston Market Terminal, 
including Tractors and Trailers. We have found in your Hand Trucks and 
Truk-paks the best article of the kind we have yet seen. They stand up 
under severe service with a minimum of repairs, and our men have been 
able to increase the loads carried, thus reducing car unloading time. In 
our opinion the ‘American’ equipment is the first choice and results in the 
greatest efficiency, providing the most economical method of unloading 
from 100 to 200 cars a night.” 


What are your handling problems? Have you considered this improved 
method of handling that makes lift trucks out of hand trucks, and brings 
with it all the attending economies in time and labor ? 


Today, 92% of representative manufacturing concerns use hand trucks at 
some point in their production system.* Many leading railways, steamship 
companies, warehouses, cotton compresses and other industrial and mer- 
cantile establishments are now using “American” Trucks, Truk-paks, or 
both. Ask your dealer, or write for special money-back trial offer. 


THE AMERICAN PULLEY COMPANY 
4200 Wissahickon Avenue Philadelphia, Pa. 










*Recent survey by R. O. Eastman, Inc. 
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RANCHLESS 
BUSINES 


EPUBLIC closed its last branch in December, 
1924. It was done to keep faith with Distribu- 
tors and carry out to the letter the fourth point 
of Republic's 5-point sales policy. 


























Republic was not unaware of the alluring selling 
arguments of the “handy branch stock”—but 
Republic was sure that the real Distributor—the 
live one—the progressive one—the fighting kind 
—would know his functions as well as did 
Republic, and would appreciate Republic's efforts 
in behalf of the industry. 


THE 5-POINT POLICY 
* * * * * 


1. A line of rubber items sufficiently complete to permit effectively supply- 
ing the requirements of the trade solicited. 

2. A quality of products uniformly good and capable of delivering service 
results that should be reasonably expected. 

3. A price basis inducing and making possible aggressive competition with 
reasonable profit return. 











4. Freedom from competition from the source of supply, either direct or 
indirect, among the trade covered by his day-to-day solicitation. 

5. Selling helps of reasonable amounts so that his sales force may be 

given the advantage of specialized training and a knowledge of the 

product sold. 






THE REPUBLIC RUBBER CO. 


YOUNGSTOWN, OHIO 





BUY IT FROM THE DI7ZTRIBUTOR »» 
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NATIONAL 


Copper-Steel Pipe 





HE extra durability 
of NATIONAL 
Copper-Steel Pipe has tho- 
roughly demonstrated this the logical 
and economical choice for piping exposed 
to atmospheric corrosion or wherever alter- 
nate wet and dry conditions prevail. Nearly 
twenty years of actual tests and service records 
prove the saving made due to minimized cor- 
rosion is proportionately far greater chan 
the small additional investment. Ask for 
Bulletin 11—describing NATIONAL 
Copper-Steel Pipe— 


The Original Copper-Steel Pipe 


NATIONAL TUBE COMPANY 


Frick Building, Pittshurgh, Pa. 





Compsny. 30 | iar ag? a a id Me ol ‘i 
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“ASK RB& W-THEY KNOW 


BOURKE-WHITE PHOTO 


complete information 


on bolting 
material from our 
Engineering 
Service 


Wi AT should be the physical 
characteristics and the allowable 
working stresses of the bolts used in 
our product?” Requests such as that 
come to R B & W from manufactur- 
ers all over the world. Users of bolt- 
ing material have come to know that, 
no matter what technical or scien- 
tific questions they have, they can 
get the information from R B & W. 

In a recent request for counsel, a 
maker of forgings used on pressure 


vessels stated he had sought advice 


from three other sources that might 


be expected to know the answers to 
his questions, but they went un- 
answered until he wrote R B & W. 

Foreign users of bolting material, 


acknowledging the superior- 





ity of the American product as 
made by R B &W, frequently 


visit or write us for guidance. 


Miro tN 


EMPIRE 
aap 





Write to headquarters for bolting 

material information when you 

need assistance in planning or re- 

designing your bolts—make use of 

the vast fund of information col- 

lected by the RB & W Engi- 

% neering Service from actual 
experience in all branches of 


world industry. 


RUSSELL, BURDSALL & WARD BOLT & NUT CO. 


ROCK FALLS, ILL. 


PORT CHESTER, N. Y. 


Sales offices at Philadelphia, Detroit, Chicago, San Francisco, 


CORAOPOLIS, PA 


Los Angeles, Seattle, Portland, Ore 
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woop’s TWO-POINT POLICY » 


1. Concentration of Manufacture 
exclusively on one Quality Line. 
Power Transmission Machinery. 
2. Effective Support for our Dis- 











————_—_ ie 
Uy” iT FROM THE DI7T 





has concentrated on the 
manufacture of power 
transmission machinery. 
That’s the reason for the 
efficiency, the economy and 
the up-to-dateness of 
Wood’s products. That’s 
why hundreds of industrial 
engineers insist on plant 
standardization on Wood’s 
equipment. 


Distributors who handle 
Wood’s complete line of 
Power Transmission Ma- 
chinery are ideally situated 
to profit by the present day 
trend toward plant modern- 
ization. Wood’s products 
fill the industrial user’s most 
exacting requirements. 
Wood’s sales policy is a con- 
crete recognition of the im- 
portance of the distributor 
and his right to a satisfac- 
tory profit and effective 
sales cooperation from the 
manufacturer. 


F' 74 years the T. 
B. Wood’s Sons Co. 


tributors in their 
selling activities 





T. B. WOOD’S SONS CO. 








Chambersburg As a fE | YE, 


New England Branch: 
Cambridge, Mass. 








Pennsylvania 














4, 


Southern Branch: 
Greenville, S. C. 
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OPEN LETTER 
No. 


By F, W. KNOTT 


In former letters I have endeavored to 
re-establish the idea with the mill sup- 


plies distributors of actually selling 


goods. I have pointed out the necessity 
that exists for the distributors and their 
salesmen to know something of the 
products which they have chosen to sell. 


It seems now that it is up to the manu- 
facturer to put into the hands of the 
distributors and their salesmen, the 
salient points of their products as con- 
cisely as possible. 


As far as our own product is concerned, 
we ask simply that the distributors’ 
salesmen mention the following out- 
standing features: 


Detroit Belt Lacing perforates the 
belt much less on a given line than 
any other similar type—leaving 
the belt stronger. 


Detroit Belt Lacing is joined with 
a bakelite pin which has a wearing 
quality from 3 to 7 times greater 
than any other pin. 


Detroit Bakelite Pins withdraw 
easily, when it is necessary to take 
up slack or to disengage the belt 
for any other purpose. This makes 
it necessary to cut off only one end 
of the belt when shortening it. 
Consequently, 50% of the material 
is saved—as compared with other 
methods. 


Detroit Belt Lacing costs less than 
le an inch on the average. Com- 
pare this with the cost of joining 
belts in any other manner. 


A joint can be made with Detroit 
Belt Lacer in less time than with 
any other method. 


I ask simply that the salesmen mention these 
salient points—the product will do the rest. 


F. W. Kworrt, 
DETROIT BELT LACER 
COMPANY, 
Detroit, Michigan 
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THE SUCCES§ 
of the House 

of Aikenhead 
for 101 years 
has been main- 
tained through 
business integ- 
rity and quality 
merchandise. 
Their catalogue, 
compiled by Don- 
nelley’s, keeps 
their goods con- 
stantly before 


the buyers. 








Estublished 1650 
Cssnasrsrsss 


- 
CANADAS, LEADING 
TOOL wouse 


TELEPHONE ADELAIDE O11 


— ‘our new catalogue has been the princi- ~ March 24, 1051. 


pal factor that has resulted in our company Mr. C.F. Beoaley, Irs, 
Mesers. R. R. Donnelley & Sons Company, 
CHICAGO, ILL. 


maintaining its sales in mill supplies Deer itr. Beesley: 


} } . . 1 ] . 2° I em interested in your letter of March 2lst indicating 

rhe > your belief that the business decline is over and that the beginning 
l woug out € ntire pervoc of c epresston. of the upward trend in industrial business is in evidence. I thought 
you would be interested in knowing our company's experience over the 
past couple of years, during which time most businesses have suffered 
@ substantial decrease in their Mill Supply business. 





Our new Mill Supply Catalogue, which you published for us, 
was distributed just about six months prior to the time that the general 
depression was beginning to make iteelf mown. We believe that the 


2 — r ' distribution of our new catalogue has been the principal factor that has 
WHAT WOULD IT MEAN TO YOUR pe a A 
accident that we happened to strike just at the time when we were about 


- > air ahd to enter upon a period of depression, but the extra effort which was put 
PROFITS TO HAVE SUCH A STRONG seurtvemate during tee bant-to-arets tayins poriea com t0 hove Gono Go. 
trick, Our mill supply men maintained their sales throughout all of last 


year at almost exactly the 1929 level. Their budgeted sales for this year 
5 / > / AS if q 30 and all but t for the past two 
SALES AID AS THIS AT WORK FOR are o inthe baghee thn 2060 out ak we can of ow san Ser > pes 
rT I thought you might be interested in knowing our experience, 
NY? ulation of Mill Supply 
YOUR COMPANY: pertucstarty on we tatters Set he ctonaaneen of ow sme Stn SW 
found ourselves. 
= With kindest regards, 
Your 1931-1932 profits are now in the making. ead adlinsiati 
— AIKENHEAD HARDWARE LIMITED, 
Wouldn’t you like to talk this over with a . 
¢ Ge Manager. 





Donnelley man? No obligation, of course. 





PO LAA RA EL Lt LD AER MELT ELE LOGAN SE IP AES 





R. R. DONNELLEY & SONS COMPANY - Chicagé 








Lion Water Hose, a 
standard construction 
of braided Water Hose 
for pressures up to 125 
pounds. Tough. flexible, 
moderatein price. Stock 
sizes 1”, 194”, 144”. 


Defiance Water Hose, a 
special super-quality 
combination construc- 
tion for pressures up to 
175 pounds. For paper 
millservice, paving con- 
tractors, and other 
severe conditions. Sizes 


144” to 24”. 


Star Garden Hose, a 2- 

braid construction 

standard for lawns and 

gardens. Excellent for 

automobile service 

stations. The 5s” size 
is standard. 


Defiance Rotary Drill- 
ing Hose, a super-hose, 
flexible and = tremen- 
dously strong. Success- 
fully used in drilling 
the deepest oil wells. In 
great demand because 
of its superior rugged- 
ness and strength. 


Carden Hose Package. 
This convenient garden 
hose package makes it 
possible for distributors 
to stock garden hose 
and to supply retail 
dealers of all sorts. w ith 
minimum handling 


expense. 


Clipper Suction Hose, 
standard rough bore 
construction for gen- 
eral use by contractors 
and engineers. Rugged 

ddurable. Stock sizes 
ne 2” te. 3. os Mm 
15 and 20 ft. lengths: 
ends straight or en- 

larged. 


Titan Sand Suction 

Hose, for sand suckers 

and dredges. Tremen- 

dously strong. Tough 

inner tube withst: 

abrasive action of sand 
and gravel. 





ARRON 
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A 
FOURTH GREAT 
OPPORTUNITY 


for 


Distributor Profits 


Diamond Hose for 


Conducting Cold Water 


VERY industry uses water and 

conducts it through hose. For 
cleaning, sprinkling, watering down 
and mixing concrete. In- radiators, 
boilers and railroad engines. To pre- 
vent fire losses. To make things grow 
in gardens and greenhouses. To strip 
the overburden from = valuable de- 
posits. To conduct solids suspended 
in water. And again whenever water 
must he disposed of, hose also does 
the job. 


This means a widespread and va- 
ried market for Water Hose. Garden 
Hose, Deck Hose, Street Flushing 
Hose, Rotary Drilling Hose. Hydraulic 
Stripping Hose, Suction Hose, Dredg- 
ing Sleeves, Fire and Mill Hose. 

It is the purpose of these four pages 
to give the mill supply salesman some 
idea of the immensity of this market, 
where it is to be found, and what con- 
structions should be offered for the 
varied needs of his customers. 


The Diamond Rubber Co., Inc., Akron, O., supplies 
the country from these cleven service centers: Akron, 
Atlanta, Kansas City, New York, Philadelphia, Boston, 
Dallas, Chicago, Los Angeles, Seattle, San Francisco. 
















Large quantities of Sand Suction Hose and Dredging 
Sleeves are used in dredging. Suction Hose draws the 

sand and gravel from the bottom. Dredging sleeves 
YY convey it from dredge to shore. These items 
q result in many repeat orders. 


Suction Hose is used constantly in street and sewer repairs, wits 
and in contracting work. For several years our Clipper 
Rough Bore Suction Hose has been standard equip- 

ment on many large utility companies’ pumps. 













Hose 
for many 

cold water 
uses 











a The rotary drilling process requires many thousands 
of dollars’ worth of Rotary Drillers Hose. Diamond Dis 
tributors are securing profitable business with our new construction 


Another important and widespread use of Water Hose, for fire The landscaped suburban home demands Garden Hose. This demand 
protection. Purchased t nicipalities everywhere, and by every increased the footage purchased in the United States last year by 
2 


dy 
industrial plant of any size. A large, profitable volume 9%. The increase in sales of our Star Garden Hose was 46.6%. 


FOR DETAILED INFORMATION ON DIAMOND PRODUCTS 











SEE 


How to capitalize on 
the demand for water hose 


NVESTIGATE the demand in your immediate ter- 

ritory to ascertain the types of service required 
and the sizes used with present equipment. This is 
necessary before deciding which grades and sizes 
should be stocked in your own warehouse as well 
as those which may be supplied from the manufac- 
turer’s stock. It insures proper turnover and a 
sufficient margin of profit. 

We manufacture hose for each type of service 
mentioned in this advertisement — not: ordinary 
hose, but a product designed with the greatest care 
to mateh service conditions with constructions 
that are practical, and a quality that is both service- 
able and economical. This is especially important 
at the present time, when customers scrutinize 
values so closely. 

Do not overlook the tremendous market for 
Municipal Fire Hose and Industrial Mill Hose, for 
fire protection. We do not have space in this adver- 
tisement to give details, but will be glad to do so upon 
request. Ask for our Fire and Mill Hose pamphlets. 

Diamond Hose can be depended upon to give a 
good account of itself. Its economical service will 
satisfy the customer, and at the same time net an 
adequate profit for the distributor. 

Diamond grades of hose listed in this advertise- 
ment are of better than average quality. We make 
other grades, more competitive in price, but for 
profitable, permanent business, we strongly ree- 
ommend that distributors and users standardize on 


the most serviceable values. 





Sales of hose for the services 
listed in’ this advertisement 
amount to more than $18,- 
000 000 annually. 


To support distributors, The 
Diamond Rubber Company 
stocks Garden Hose in four 
constructions; in 'o". 50" and 
1)” sizes; and with covers red, 
biack and green corrugated, 
and black smooth. Suction 
Hose is stocked by us in 2” 


“~s 
21," 
@'? s 


3° and &” sizess Water 


Hose in 15°, 34°. 244”. and 
1!” sizes. Fire and Mill Hose 
im sizes 1” to 2's” inclusive. 





OUR 10 PAGES IN THE MILL SUPPLIES” CATALOG 





Here is the distributor’s market 


for Water Hose ———— 


1931 





SERVICE INDUSTRIES MANUFACTURING INDUSTRIES 





Transportation Process Industries 
Steam Railroads...... : s. boil | 1. oe Chemicals, Drugs, -| Water Hose for general use, boiler cleaning, 
l flushing 


Ceranuics, Brick & Til Water Hose for cleaning, sprinkling and wetting 


Coke & Mfg. Gas .... Water Hose for general use, boiler cleaning 
Coke Hose for quenching coke. 


Fertilizers......... Water Hose for general use. Hydraulic Strip- 
ping Hose for phosphate mining. Suction Hose 
and Dredging Sleeves for pumping matrix. 


Glass..... y: Water Hose for general use on hand presses and 
blowers, fire and flusher hose, covering on rods, 

Water Hose for © n k for sand discharge in grinding department 

: ~ ete " ‘ Tanneries... aease Water Hose for boiler cleaning, cooling, wash- 

ing down, filling vats, and wash reels. 

Public Utilities | 

Paper & Pulp Mills Water Hose for boiler cleaning, on suction 

Hose { ger I use . > on boxes, wetting and washing down, cutting 

wagons, for 7 n do down stock, conducting liquor solutions, 

Hose washing screens, rolls and floors. 





Hose © flushing and clean > : Food Industries 
r hy + 1 
we n macnin t outs i “J } > 1 
S ; 'D t, . c a Sugar Mills. Water Hose for washing down floors and tanks, 
oan ISCHAEES ON SANG Separator conducting juice, fire protection. Suction Hose 
1 for water and juice. 

Canning & Preserving. Water Hose for washing down floors and 
equipment, for washing and filling cans and 
bottles. 

Works 2 . , 

: Dairies & Ice Crean Water Hose for washing down floors. Garden 
Hose for draining water from melted ice. 
Water Hose for wetting coal and filling tanks 


Suction Hose for sucking out cores 





Metal Refining 
Industries 
Smelting & R ling. Garden Hose for general use and for employees 
Suction Hose at mines, for pumping, unloading 
tank cars. 
sic Industries 
Blast Furnaces ‘ Water Hose for circulation to valves on blast 


> ¥% Gravel Pl ° sof : : 
, furnaces. Coke Hose for coke sprinkling. 


Metal Working 


Industries 





mines. , Foundries... : Water Hose for boiler cleaning, for sprinkling 
chains il sand and boxes. 


Mech. Machinery — Water Hose, Suction Hose and Dredging 
Sleeves furnished as parts of pumping and 
lredging equipment, portable engines and 
tanks, boiler flue and tube cleaners, hydraulic 

Drillers Hose for id or slush. Water and locomotive type cranes, Suction Hose for 

general use, also on tankers and fire engines, mining machinery, hydraulix 
presses, sprayer tanks, wagon and _ tank 
sprinklers, washing machines. 


“watering mines. Water 
washing, flushing, and for 


Contractors Automotive....... | Water Hose for boiler cleaning, and for general 
General Cor Wate Hose for air lrills, concrete mixers, use. 
paving machines, sprinkling concrete forms and — 
ing water to steam shovels and Textile Mills 
p needs, compacting 
trenches, making earth Cotton Gins & Oil Mills Garden Hose and Water Hose for general use, 
sub-grades. Hydraul wetting down, fire protection, boiler cleaning. 
pile driving. Suction 
and de\ y Textile Ind Garden Hose and Water Hose as above and for 
Hose and = , filling vats and tanks 
ravel for filling caissons 
1 ms. 
Dredging - { Su Hose and Dredging Sleeves for Wood Industries 
1 lredges used in deepening waterways Logging Camps & Saw Wetting down, fighting fires, on steam shovels, 
| Water Hose for general use, — filling tanks and tenders, sand discharge on 
Road Construction .| Water Hose for p zy machines, temporary engines. Tender Hose for locomotives. Suction 
I 











paving | 
pe lines. Sand Suction Hose for securing | Hose for pumps. 
gravel. | 
Other Wood Industries | Water Hose for boiler cleaning, general cleaning 
and sprinkling. 
Miscellaneous 





Hospital Garden Hose for maintaining grounds - 
i , B& Misc. Industries 
Steam Laundrie i Water Hose for eaning floors and trucks. 


Concrete Products Water Hose for mixing ard wetting, boiler 


i pumr 
pumps, port cleaning, general use. 


Agr It l Suction » for threshers, he 


an 

se for greenhouses Other Misc. Industries} Garden Hose for maintaining grounds. Water 
Hose for boiler cleaning and general use. 

ators. Water Hose All Municipalities and 

Industries..... - Fire and Mill Hose for fire protection. 

















THE DIAMOND RUBBER CO. ING... AKRON, OHIO 
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“WHO can’t get 


uniform soldering results?” 




















« 
I YOUR soldering crew isn’t turning out 100% Write now for a free sample! 

satisfactory work on every job—ten to one the fault lies 

in the solder they're using. With Kester, they can’t help Here’s the Complete Kester Line 

but do good work.” Kester Acid-Core Solder—for general repair and con- 
structional use. Small Metal Mender package, 1, 5, or 

There isn’t a soldering problem anywhere that Kester 20 Ib. spools. 

can’t lick in a minute! For Kester does away with the Koster ResieCore Seiten —aned peincigeity for elec 
trical and radio work. Small Radio Solder package, and 

separate fluxes that caused most of the trouble. Kester 1, 5, or 20 Ib. spools. 

carries its own scientifically designed flux like a pencil Also Kester Paste-Core Solder, Body Solder, Bar Solder 


and Solid Wire Solder for home and industrial uses. 
All Kester Solder exceeds Class A purity specifications of the A. S. T. M. 
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carries lead. All the workman has to do is apply heat, then 
solder. Results are uniformly good when Kester’s used. 
And every job is done faster, more profitably. 

















As for Mill Supply Houses — they're cashing in heavy 
on the demand that quality and a big advertising 


campaign has made for Kester Solder. Get in on this! FLU X- Cc O RE 


KESTER SOLDER COMPANY, 4215 Wrightwood Avenue ay © x. D> EE. R 


Chicago, Illinois. Incorporated 1899 Aeid-Core + Paste-Core . Rosin-Core 
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Fig. 326, Jenkins Standard Iron Body Gate Valve. Every Jenkins Iron Body Gate Valve is individually tested, 
identified and certified for the recommended pressures in steam, oil, water, and gas. The valve catalogues itself, 
a feature which many valve users find a worthwhile convenience. 


More than ever before 
he is interested in valve quality 





Now: more than ever before, valve 
4 N buyers want the true economy 
which Jenkins Valves afford . . . the 
economy of long, efficient service which 
contributes to low building and plant 
maintenance, and to smooth, trouble-free 
operation. 

Jenkins Certified Iron Body Gate Valves 
provide this kind of service: Jenkins ad- 
vertising in scores of leading trade papers 
regularly tells a story of gate valve qual- 
ity and dependability to some 800,000 


valve buyers to architects, en- 
gineers, contractors, executives, building 
and plant managers, superintendents and 
others. 


As a result of this advertising and the 
personal calls of Jenkins representatives, 
valve buyers are asking for Jenkins “Cer- 
tified” Iron Body Gates, and the many 
Jenkins distributors are realizing a profit- 
able turnover in Jenkins Iron Body 
Valves. 


JENKINS BROS. 


133 No. Seventh St. §24 Atlantic Ave. 646 Washington Blvd. 1121 No. San Jacinto 
Philadelphia, Pa. Boston, Mass. Yhicago, Ill. Houston, Texas 


JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn., Elizabeth, N. J.; Montreal, Canada 


enkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 


80 White Street 
See the complete Jenkins New York, N. Y. 
BOOK OF VALVES 
Catalogue No. 22A on 
pages 819 to 866 in the 
1931 edition Sweet's Engi- 
neering Catalogues 
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Further Progress Demands 
Leadership 


the Mill Supply Business has reason to 

be proud of the results achieved at the 
Washington Triple Convention. No longer 
is there any doubt as to the committee’s au- 
thority to go ahead with its activities. No 
longer is there any question as to the sincere 
desire of the industry, as represented at 
Washington, to get started on a nation-wide 
campaign in the interest of economical indus- 
trial distribution. 


Te Joint Merchandising Committee of 


The three Associations, by action at Wash- 
ington, have not only put their unqualified 
stamp of approval on the efforts of the Com- 
mittee to date, but also have given it full 
authority to carry on. 


However, the job of carrying on is not so 
easy as it may appear. The next step to be 
taken by the committee will be a vital one— 
one which likely will result in the success or 
failure of the entire program. For the time 
has arrived when leadership and organization 
are absolutely essential to further progress. 


A tremendous fund of experience data has 
been compiled, proving the economic impor- 
tance of the distributor. These data are avail- 
able for use in a nation-wide educational 


campaign, which should result in greater 
profits for the distributor, more efficient dis- 
tributing outlets for the manufacturer, and 
lowered production and maintenance costs 
for the user. But it takes money, organiza- 
tion, and leadership to launch the kind of 
campaign that’s needed. 


Getting the money would not be particu- 
larly difficult if a strong organization repre- 
sentative of the entire distributing industry, 
headed by a capable, full-time director, were 
available. But such an organization is not at 
present in existence. 


The Merchandising Committee, therefore, 
is faced with the difficult task of providing 
the proper set-up to secure results. Whether 
that means the establishing of a new central 
office, or the coordinating of existing organ- 
izations within the industry, is for the Com- 
mittee to decide. 


NE thing, however, is certain. A leader 

must be found—a Judge Landis or Will 
Hays—who has the organizing and sales abil- 
ity, plus a broad enough perspective, to plan 
the program, get the money, set up the neces- 
sary machinery and start the ball rolling. 
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H. W. Barclay, who made the key address 
at this year’s Triple Convention. 


HAT are the facts concerning the distributor 
\ so far as the distribution of industrial supplies 
and equipment are concerned? Are there a suf- 
ficient number of dis- 
tributors, and are they 
strategically located 
take care of the buying 
needs of industrial users 
and the selling needs of 
manufacturers? What 
does the user think of 
the distributor? What 
are the manufacturer’s 
views? 

These are some of the | 
more important questions 
answered by the informa- 
tion secured by the Re- 
search Committee of 
the Joint Merchandising 
Committee as a result of 
its recent investigations 
among manufacturers, 
users, and distributors. 

The industrial distrib- 
utor is a distribution spe- 
cialist. His primary 
function is to provide the 
capital to finance distri- 
bution. Through the dis- 
tributor, a manufacturer 
can thoroughly cover the 
entire industrial market, 
for the location of dis- 


to — 


DISTRIBUTION COSTS CAN 
NOT BE ELIMINATED 
WHEN THEY ARE NOT CARRIED LY DIS - 


TRIBUTORS, THEY MUST BE ASSUMED | 
BY UISERS OR MANUFACTURERS OR GOTH _ || 











PROVES te 


By H. W. BARCLAY 


Director of Research, Joint Merchandising 
Committee of the Mill Supply Business, 
Director of Marketing, Mill Supplies 


A brief summary of the facts concern- 
ing industrial distribution presented to 
the recent Triple Convention 


tributors throughout the country follows industrial buy- 
ing power very closely. By the same token, users have 
easy and immediate access to all their requirements. 

According to data just secured, there are 1799 dis- 
tributors who are factors in the sale of industrial sup- 
plies and equipment. Of these, 871 are strictly industrial 
distributors, while 928 are other types of distributors 
operating industrial supply departments. These 1799 
distributors operate warehouses, travel salesmen, main- 
tain diversified stocks, provide warehouse, delivery, cred- 
it, and all the other services so necessary in the moving 
of goods from the manufacturing source to the ultimate 
user. 

That the function of distribution is absolutely essen- 
tial, no one can deny. As 
to the best method of 
performing that function, 
| there may be honest dif- 
| ferences of opinion. For 
| example, a manufacturer 
may believe that he can 
get his merchandise into 
| the user’s hands cheaper 
| direct. Also, users may 
think it more economical 
iI] to buy direct from the 
manufacturers than to 
patronize the distributor. 
There are, of course, in- 
stances where selling and 
buying direct are advis- 
able and in such cases 
direct selling and buying 
practices should prevail. 
| In by far the majority of 
instances, however, it is 
cheaper and more eco- 
nomical for manufactur- 
ers and users to take ad- 
vantage of the distribu- 
tor’s services. When they 
do not, it is usually the 
result of misunderstand- 
ing, which, in turn, is a 
reflection upon the job 
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ECONOMIC IMPORTANCE 
of the DISTRIBUTOR 


done by distributors in making known their economic 
importance. 

Many industrial users do recognize the necessity of 
the distributors, as is evidenced in the amount of pur- 
chases made from them. Coal mines, for example, buy 
89.4% of their supply requirements from distributors; 
clay products plants, 80%; beverage plants, 87% ; and 
milk products plants, 78%. Other industries, however, 
are less appreciative of the distributor’s services. Rail- 
roads, for instance, buy but 6.7% of their needs from 
distributors; machine shops and foundries, 42% ; lime 
and cement mills, 36% ; petroleum refineries, 39%. 


& a matter of fact the average percentage of supply 
purchases from distributors of all industries is 
34.34%. Surely, the fact that 65.66% of the industrial 
supply purchases are secured through channels other than 
the distributor is evidence enough of the necessity of a 
uniform campaign of facts directed to industry as to 
why the distributor deserves support. 

Research has established the fact that the distribu- 
tor’s greatest competition is from direct-selling manu- 
facturers, many of whom depend upon distributors for 
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WHAT COSTS SHOULD 
BE COMPARED IN BUYING 
INDUSTRIAL SUPPLIES? 


SUPPLIES BOUGHT DIRECT FROM MFG.| SUPPLIES BOUGHT FROM DISTRIBUTOR 


Fl ACTUAL COST OF 








ACTUAL COST OF 
PRODUCTS BOUGHT 
DIRECT FROM MFG. 


PRODUCTS BOUGHT \| 
FROM DISTRIBUTOR 

















TRANSPORTATION SUPPLIES DELIVERED = | 
cOosTSs TO PLANT 
HI 
INCREASED COSTS IN PURCHASING, AND III 
I] 


PURCHASING AND 
WAREHOUSING EXPENSE 
OUE TO BUYING DIRECT 


-, WAREHOUSING EXPENSE | 
Es reouceo TOA || 
MINIMUM | 





TOTAL COST OF | \| 
PURCHASING INDUS~- | 
TRIAL SUPPLIES FROM 

DISTRIBUTORS 


TOTAL COST OF 
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part of their distribution. Through long years of con- 
sistent advertising and sales efforts, direct-sellers have 
succeeded in educating users to believe there are de- 
cided economies in buying from them rather than the 
distributor. The obvious result is a loss in business for 
the distributor. 

Distributors, as an industry, must recognize the situa- 
tion and take steps to remedy it. There are now avail- 
able, as a result of our research, indisputable facts which, 
if properly used, will help tremendously in securing a 
considerable portion of that 65.66% of business which 
is at present being directed through channels other than 
the distributor. 


| me illustrate. Distributors create place utility, 
time utility, form utility, extend credit, guarantee 
products, and act as an educational force. These six 
functions are the basis of 12 definite reasons given by 
industrial users to justify their policy of buying from 
the distributor. 

1. Diversified local stocks are carried. 

2. Emergency deliveries, which prevent costly shut- 
downs, are made available. 

3. Store-door deliveries are given, thus saving one item 
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of expense—transporta- 
tion costs. 

4. Consolidation of 
many items on one order 
saves users’ time and 
money ‘in their purchas- 
ing and accounting de- 
partments. 




















WHAT ARE THE DISADVANTAGES 


OF BUYING SUPPLIES DIRECT ? 
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nated, regardless of what 
distributing method the 
manufacturer utilizes. 
A manufacturer may 
elect to eliminate the 
distributor by selling di- 
rect, but in so doing he 
is merely performing the 




















5. Immediate price and — to anes ne to x a Ss function of distribution 
catalog information is deta herent handling adjust ing because of himself, and either he or 
i ue lie. meats, return cory if : 
available. = bead pow bee A red, aiaterven. the user, or both, must 
6. Buying in smaller and the expense of| |" complacats nee mal foot the bill. 
quantities is possible, “e paring quoted prices We have established 
thus reducing waste, Tends movanethe | (A \\ {fees db nenlier dca! further, the fact that dis- 
which results when needs cays the ach of. i> fo restrict Citic tributors have a direct 
vi 
must be anticipated far eens ts ad “\Y TEN ee the responsibility so far as 
in advance. , about products HAZ ARDS pa se pin costs of 
7. Repair parts trom ; foe industrial goods are con- 
local ae a be se- xt & DIRECT LES z cerned. By reducing the 
Tends toincrease the Tends toincrease 
cured. pense Of expediti UYING/ | the production number of small orders 
8. Valuable personal yoments because dolays due to Cine received by manufactur- 
. . . /. . . 
service is er by the card amee 4 ae a cut -" 
istri ‘ esmen, 7 AW\ KY roduction costs. 
7 ue "s Soveeed 4 yy )) As) iatiae pai ag sik 
° Tends to increase the es Tends to increase : : 
knowledge of mainte- expense f accounting Tends tocncrease |\\ losses due 0 ucts to special applica- 
nance needs. number ob accounts a egae _ Saaaiarden tions the number of spe- 
9. Adjustments and payable, and time Express carryin large cial orders received by 
ee required to check in- Parcel Post Stocks . 
complaints are handled creased number of Cartage manufacturers is re- 
with a minimum of ex- patduel veces 











pense. , ne ee 
10. Goods purchased 


carry a double guarantee, 
that of both the manufacturer and the distributor. 

11. Machine-shop facilities are offered, where special 
lengths of staple products can be cut. 

12. Credit can be secured with a minimum of delay. 

Manufacturers give these reasons for selling through 
distributors : 

1. Distribution costs are lower. 

2. More customers are contacted more frequently. 

3. Sales and price information is more widely dis- 
tributed. 

4. Local prestige of distributors breaks down sales 
resistance. 

5. Many men in each plant influence product specifi- 
cations and distributors’ salesmen contact more often 
than manufacturers can hope to. 

6. Distributors know where buyers are located and 
are familiar with their buying habits. 

7. Distributors’ salesmen have a superior knowledge 
of service conditions inside individual plants. 

8. Credit losses are cut to a minimum. 

9. Superior delivery services are made available. 

10. Expenses for local service and repairs are reduced. 

11. Expenses of handling adjustments are minimized. 

12. Number of orders for non-standard or special 
products are reduced. 


HESE are but a few of the many sound reasons 

advanced by industrial users and manufacturers as 

to why there is a definite place for the distributor in our 
present-day distribution system. 

Many important facts have been definitely established 

by our nation-wide survey. Most important of all, per- 

haps, is the fact that distribution costs cannot be elimi- 
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duced. By absorbing 
periodic fluctuations in 
demand, distributors help 
manufacturers _ stabilize 
production periods. By taking care of users’ emergency 
requirements, distributors minimize the number of un- 
usual production demands placed upon manufacturers. 

From the user’s standpoint, distributors perform a 
valuable service in establishing market prices for sup- 
plies. Further, they set up competition in new markets; 
maintain competition within established markets; intro- 
duce new products, and stabilize demand for staple com- 
modities within established markets. 





SUMMARY of all the general findings of the sur- 

vey, representing the combined views of all con- 

tributors—manufacturers, users, distributors—follows: 

1. Supply distribution functions are essential to in- 
dustry. 

2. On products of general application, efficient dis- 
tributors perform distributing functions more economi- 
cally than any other agency provided manufacturers and 
users cooperate with them. 

3. As the distributor performs his functions more ef- 
ficiently, his economic value to industry increases. 

4. Distributors and manufacturers have common prob- 
lems, such as: developing control over costs, sales and 
profit; educating salesmen; improving methods of ac- 
quiring and using merchandising information; improv- 
ing trade relations; and simplifying types and sizes of 
products. These problems are complicated by known 
practices of detriment to the entire industry, such as 
price-cutting, territory-jumping, and cut-throat direct- 
selling competition. Economic progress is therefore 
predicated upon a solution of these problems through a 
combined effort of manufacturers and distributors. 

5. A lack of appreciation of the (Turn to page 49) 
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A Review of the 


COMMITTEE'S 
ACTIVITIES 


Reports of the sub-committees of the Joint 
Merchandising Committee, which were 


N introducing the program 
|: the Joint Merchandising 

Committee to the Triple 
Convention, L. G. Puchta, 
general chairman, traced the 
history of the movement, point- 
ing out the progress already 
made and urging more wide- 
spread support from the in- 
dustry. He said in part: 

“So far the committee has 
had a most difficult sales job 
and unless there is more in- 
terest taken in the movement 
it will continue to be difficult. 
Delay in supporting the plan 
simply puts off its ultimate 
success. 

“The cost of participating is 
very small to each individual. 
Collectively, however, a con- 
siderable fund can be raised, 
which, in turn, can be used to 
enhance the prestige of the in- 
dustrial distributor. 

“A workable, beneficial plan 
has been devised. Yet the 
financial support obtained so 
far is inadequate to put it into 
operation. We must have the 


submitted to Triple Convention 





NEW SUBSCRIPTIONS SECURED AT 


CONVENTION 


James Clark Jr. Electric Co. 
Columbia Supply Co. 

Columbus Bolt Works Co. 

R. and J. Dick Co. Inc. 

Dillon Supply Co. 

Dodge Mfg. Corp.* 

R. R. Donnelley and Sons Co. 
Ferry Cap and Set Screw Co. 
Flexible Steel Lacing Co. 

The Galigher Co. 

Gastonia Mill Supply Co. 
Hewitt-Gutta Percha Rubber Corp. 


Indianapolis Brush and Broom Mfg. Co. 


Jenkins Bros. 

Milton Mfg. Co. 

Wm. H. Ottemiller Co. 
Positive Lock Washer Co.* 
John T. Potts 

George Puchta 

Pulmosan Safety Equip. Corp. 
Pyrene Mfg. Co. 

Quigley Co. Inc. 

E. S. Stacy Supply Co. 

Henry G. Thompson and Son Co. 
Upson- Walton Co. 

Vulcan Copper and Supply Co. 
*Additional Subscriptions. 





Money taken in up to the 
convention amounted to $14,- 
833.11 and disbursements were 
$10,470.33. The books of the 
committee were audited by 
W. F. Kilborn, of the Ameri- 
can Association, E. P. Welles 
of the National, and W. W. 
Taylor, of the Southern. 

F. M. Archer, chairman of 
the research committee, spoke 
briefly as to the research ac- 
complishments, in introducing 
H. W. Barclay, director of re- 
search. 

R. M. Gattshall, chairman 
of the advertising committee, 
outlined the work of his com- 
mittee, 

The advertising activities 
have been as follows, reported 
Mr. Gattshall: 

1. A direct-mail campaign, 
consisting of four two-color 
pieces, to potential subscribers, 

2. The preparation of letters 
for the associations to mail to 
their memberships. 

3. Full-page space in Mitt 
Suppiies and Mill and Fac- 





cooperation of every distributor and manufacturer in our 
industry if the program of the committee is to be suc- 
cessful.” . 

Reporting for the finance committee, C. A. Channon, 
chairman, said 206 subscriptions amounting to $66,621.23 
had been received from July 1, 1930, to April 24, 1931, 
an average of $107.80 per subscription. Of the sub- 
scriptions received, 63% were from distributors and 
37% from manufacturers. 

In spite of business conditions, collections have been 
good, 90% of the subscriptions due having been paid. 
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tory Illustrated during the months of February, March 
and April to increase interest in the Committee’s work 
and stimulate subscriptions. 

4. A double-page advertisement in the May issue of 
MILL SuppPLiEgs. 

5. A banner hung in the convention headquarters to 
increase interest in the Committee’s work. 

The advertising of the Committee was handled by the 
Reed G. Landis Company, Chicago, the organization 
which also prepared the report: “Your Committee Rec- 
ommends.” 
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How to Make an 


INDUSTRY 


PROG 


PROFITABLE 


An abridged report of the address 
presented by R. M. Gattshall be- 
fore the Washington Convention. 


HE research committee 

has prepared a resumé 

of months of concen- 
trated labor. Those facts and 
figures so laboriously sought 
and carefully compiled indi- 
cate the great possibilities that 
lie ahead of us if we give 
them to those who are most 
interested. 

Right now, we may be 
standing closer to the com- 
mon understanding we have 
been trying to reach than we 
realize. For years, first one 
movement and then another 
has been started, which, if 
pushed to a conclusion would 
have placed us all in a happier 
frame of mind. But the mere 
fact that these various move- 
ments were abandoned doesn’t 
mean they failed. The objec- 
tive was probably too am- 
pitious, but each one wiped 
away certain obstacles so that the next movement could 
proceed a little farther. Now we see a movement which 
is two years old, and instead of getting weaker, it’s 
gaining strength day by day. It was conceived on the 
dattle-ground of political differences; born on the eve 
of the severest depression we have seen in years; nour- 
ished on contributions inveigled from bread lines and 
drought relief, and yet it emerges a strong, healthy 
youngster. Two years old right now, this youngster 
demands only common sense attention to make a full 
grown adult of which we can all be proud. 

There has been and is some hanging back on the part 
of individuals. This causes delays, heart breaks, re- 
vamping of plans and additional expensive selling. 
However, let’s not forget all that is the result of the 
unusual character of the procedure suggested. 

Let us not overlook the fact that the unusual fails 
in popular support until it has advanced out of the haze 
of experiment to practical use. Then it seems sensible 
enough. Let us also remember that it takes fearless 
pioneers to force anything from its experimental stage 
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R. M. Gattshall 


to that of proven usefulness. 

The Joint Merchandising 
Committee has given gener- 
ously in time, money, and 
strength. It won’t hurt you 
to know that during the past 
year the men on that commit- 
tee have traveled more than 
50,000 miles; and spent more 
than 3,000 hours—or 125 days 
of 24 hours each or 4 months 
and 5 days—away from home. 

No man on that committee 
can expect to wipe out his 
share of that expense unless 
the industry he _ represents 
profits. The committee indi- 
vidually and collectively real- 
izes that the job undertaken 
is one of pioneering and has 
in it every element of failure 
allotted to new and untried 
plans. The committee relies 
upon its presentation of facts 
and figures gathered together 
in a limited way and in a limited time to increase your 
interest so that a common sense and needed movement 
can go on for the benefit of you and our industry. 
The work will win because if the principle were wrong, 
the movement would die. Some of the 200 who have 
subscribed would have searched out its defects and 
who will dub that many subscribers as silly enough 
to toss their money away foolishly? 


this committee, as a committee, could hope to 

profit as a result of the work it is doing, then I’d 
neither blame you for not subscribing nor would | 
blame you for entertaining a suspicion of motives. But 
when it’s so self-evident that no good can come to any- 
one except as it improves the general industry, then | 
sav that any man who doesn’t investigate to the point 
where he is completely satisfied, regarding the rightness 
or the wrongness of the proposition is derelict to his 
duty. I maintain if any man has good and sufficient 
reasons to believe this movement is wrong and doesn’t 
give them to his business associates, he is a subscriber 


MILL SUPPLIES 











to the wrong. On the other hand, I maintain that any 
one understanding this movement and believing it good 
for the industry yet not subscribing to its advancement, 
is selfishly subscribing to the same backward conditions 
that we are trying to correct. 

We want help to get the facts and figures our research 
committee has secured into the hands of distributors 
and their salesmen, manufacturers, and industrial buy- 
ers, where they will produce results. Right now we are 
armed with sales data, the 
most of which is new to the 
whole industry. What are 
we going to do with them? 

We want to enhance the 
industrial supply distribu- 
tor’s importance to users of 
industrial supplies. We feel 
that if this is done properly 
it will bring distributors 
added volume and profit. 
Manufacturers will also 
profit as a result, as will 
the ultimate user. 

There might have been 
some speculation a year ago 
as to the quantity and qual- 
ity of sales data that could be gathered to make the 
industrial supply distributor stand out as necessary and 
economical. That question, however, stands answered 
and another of prime importance takes its place. Now 
that we have the data, what will we do with them? 


est of the industry; 


tive organization; 


dustry. 


S they stand, they are simply interesting sales data, 

no more efficiently compiled than they were before. 
If they become efficient tools of commerce—ringers of 
the cash register—it will only be as the result of our 
proper handling of them. 

My subject is “What Other Industries Have Done 
Successfully.” 

What I bring is verbatim statements from a man who 
is experienced in working with industry movements. 
The question I asked of this man which brought forth 
the information I have is this: 

“Do properly-planned group organization, and group- 
organization advertising, pay an industry so organized 
as a whole; and do they pay the individual members of 
the industry ?” 

Here is the answer: 

“Properly-planned group organization, with accom- 
panying group-organization advertising do pay the in- 
dustry so organized, as a whole; as well as the individual 
members of the industry who support the organization 
effort, and make real use of the organization advertising. 
At the same time they place a definite burden on those 
individuals who do not support the efforts. 

“One always draws the best examples from one’s own 
experience and I personally made all the contacts, the 
results of which I shall enumerate. 

“Here is what happened to a single industry—lithog- 
raphy—as a result of four years of group organization 
and group-organization advertising. Into the effort were 
combined members of seven lithographic-trade associa- 
tions. A joint committee was appointed to handle the 
advertising, and in September, 1926, the first of that 
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Essential Steps in An Industry Campaign 


1. Select a man who has at heart the real inter- 


2. Equip that man with a nucleus of supporters 
who believe as he does; 


3. Give to him the authority to put into opera- 
tion a plan of introductory advertising, followed 
by personal contact with every concern in the 
industry, to expand that nucleus into a vital, ac- 


4. Proceed with that organization to conduct a 
campaign of national advertising for the in- 


advertising was actually ready for publication. 

“During the next four years, under the spur of this 
effort, the total volume of lithographed products used 
in this country rose from $85,000,000 a year to $124,- 
000,000, an increase of 47%. Of course, that increase 
did not follow a straight line; it was not at a uniform 
rate of 12% a year. Advertising does not work that 
way. 

“The first year, the industry as a whole showed an 
increase of 8.2%; the sec- 
ond year, an increase of 
10.6% above the first year, 
or 18.8% above the start- 
ing-mark; the third year, 
an increase of 11.8% above 
the second year, or 30.6% 
above the starting mark; 
and the fourth year, 16.4% 
above the third year, or 
47% above the 
mark. 

The results that came to 
the group which supported 
the effort and used the 
material is interesting. The 
first year, it gained only a 

fraction of a per cent more than the gain shown by 
the entire industry—9% against a general gain of 8.2%. 
The second year, the supporters gained a slightly greater 
margin—11% over the previous year, as against the 
general gain of 10.6% made by the entire industry. 
But in the third year, old “cumulative effect” got in 
harder licks. The supporters-group made a gain of 
16.3% over the previous year, while the entire industry 
was gaining only 11.8%. 

And last year—the fourth of the program—the sup- 
porters-group making real use of the effort gained 
31.7% over the previous year, while the gain of the 
entire industry was but 16.4%. 

“Naturally, during these four years, the lithographers 
who did not support the effort and made no use of the 
advertising material did not fare so well. The real effect 
can only be fully appreciated, by studying the record of 
the group of non-supporters. 

“The first year, this group showed an increase of but 
2.1% which was distinctly less than the 8.2% gain for 
that year shown by the entire industry. 

“The second year, the non-supporters group made 
another gain, but it was only 2.8% over the previous 
year, in comparison with the general industry’s gain 
of 10.6% for the year. 


starting 


HE third year, the mnon-supporters group— 

which was being reduced in numbers right along 
as more lithographers swung into support of the organ- 
ization—made a gain of only % of 1% over the pre- 
vious year; this, in comparison with the general gain of 
11.8% in the entire industry. 

“And last year—the fourth of the program—the group 
of non-supporters lost 3.8% from the previous year 
while the entire industry gained 16.4%. 

“ ‘But,’ you will say, ‘Those figures are only for one 
isolated industry. In some other case—or in many cases 
—the results may be different.’ (Continued on page 102) 
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Continued Cooperation 1s Essential 


D. C. JONES 


ree American Supply and Machinery 


Manufacturers’ Association 


‘We must continue to work hand in hand with 

the two distributor Associations to bring about | 

better understandings; eliminate unsound prac- | 

tices; adopt policies which will stabilize the in- | 

dustry as a whole, and develop a nation-wide | 

appreciation of the economic importance of the 
distributor.” 











The Washington 


While the report of the Joint Merchandising 
Committee was the keynote of the conven- 
tion, there were many other interesting and 


constructive discussions. 


Here is a brief of 


what went on, grouped by topics 


The Distributor Is Here to Stay 
N speaking of the problems of in- 


dustrial distribution, Theodore N. 


Beckman, professor of marketing, 
Ohio State University and Consult- 
ing Expert in Charge of Wholesale 
Distribution, Bureau of Census, 
Washington, commented as follows: 

“We are medieval in our think- 
ing on distribution. There is still a 
general feeling that the distributor 
is a parasite. As a result, there has 
been a lot of loose talk about dis- 
tributors passing out of the picture. 
Yet the distributor is still with us in 
large numbers and his business runs 
into many millions a year. 

“The chief reason for the perse- 
verance of the distributor 


in our 
system of distribution lies in the 
economy of specialization. Industry, 


from the standpoint of production, 
has long realized the importance of 
specialization. It must be remem- 
bered, however, that production has 
no monopoly on specialization. Just 
as many advantages may be gained 
from specialization in distribution. 
The distributor, so long as he oper- 
ates with reasonable economy and 
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efficiency offers distinct advantages 

and performs essential functions. 
“The distributor renders exceed- 

ingly important services to users: 

“1, He acts as a purchasing agent 
for the user, buying goods from 
many manufacturers in all parts of 
the country. If there were no dis- 
tributors, the user would have to 
select from the thousands of manu- 


facturers producing industrial sup- 
plies the relatively small number who 
could supply him with goods in the 
most efficient manner. This task 
would be tremendous. According to 
the 1927 Census of Manufacturers, 
for example, there were 173 manu- 
facturers of leather belting alone, 82 
manufacturers of cast-iron pipe, 205 
manufacturers of screw machine 
products, 77 manufacturers of saws 
and 512 manufacturers of iron work. 
It would be ridiculous for a user to 
attempt direct buying unless he oper- 
ates on a very large scale and can 
have a very efficient buying organ- 
ization. With the distributor on the 
job, the user can reach most of these 
manufacturers with a two-cent stamp 
or a telephone. He interviews one 
salesman instead of a horde of manu- 


facturers’ salesmen. 
“2. The distributor buys judi- 
ciously in large quantities, thereby 


securing better prices and lower 
freight rates. The user benefits from 
these economies. 

“3. The distributor’s warehouses 
are conveniently located so that ship- 
ments can be made without delay. 
Thus users can get along with a 
small inventory. 

“4. The distributor contacts users 
more frequently than any manufac- 
turer could hope to and thus he 
knows more about their requirements. 

“From the standpoint of the manu- 
facturer, the distributor is equally 
important. 
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| Profit Pays the Bills 


H. H. KUHN 


| President, The National Supply and Machinery 
| Distributors’ Association 

| “Tf all distributors would cooperate with each 

| other as they should; if all would learn their 
costs of doing business, they would not be so 
willing to give away part of their legitimate 
profit to increase volume. All of us must come 
to realize that profit, not volume, pays the oper- 








ating expenses.” 


























Convention dy 
Pen and Camera 


“1. The distributor establishes 
connections with a large number of 
users. Without the distributor, man- 
ufacturers would have to maintain 
a tremendous sales force to contact 
even a small group of the 200,000 
manufacturing plants now in exist- 
ence. 

“2. The distributor gives the man- 
ufacturer better coverage. He calls 
on users in every locality, small ones 
as well as large. 

“3. The distributor affords constant 
representation. He’s always on the 
job, which is very important to users, 
who often need products in a hurry. 

“4. Many manufacturers work on 
a small capital. The distributor aids 
this class by offering a means of turn- 
ing their goods into cash before the 
ultimate user is ready for them. 

“After an un- 
biased examina- 
tion of facts, one 
is forced to the 
conclusion that 
the distributor 
occupies a real 
economic p 0 Si- 
tion in the field 
of distribution. 
The distributor 
is here to stay— 
that is, the for- 
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ward-looking, alert, intelligent, mer- 
chandising distributor. There will 
be no place in the future for the old- 
fashioned backward looking, indolent, 
self-satisfied distributor. 

“There is a general restlessness 
throughout the field of distribution. 
Experiments are being attempted on 
all hands. Manufacturers are trying 
to sell direct. Users are attempting 
to buy direct. Manufacturers’ sales 
branches are being established. Man- 
ufacturers are going into distribution 
and distributors into manufacturing, 
instead of each one adhering to his 
line and performing the functions for 
which he is best suited. Many of 
these experiments have proved un- 
successful, but so long as this gen- 
eral scramble for business continues 
and the restlessness grows, chaos is 





This group of association officers reading from left to right includes: G. T. 
Bailey, A. M. Smith, G. A. Fernley, R. K. Hanson, H. E. Ruhf, H. H. Kuhn, 
and D. C. Jones. 


bound to come as a natural result. 
“The best way out of the present 
situation is to make a scientific ap- 
proach to distribution problems, such 
as is now being done in the indus- 
try. Study the situation with care, 
set distribution policies and then have 
the courage to adhere to them at all 
times, depression or no depression. 
“Not only is it important to find 
the facts, but also to make them 
known to all factors in the industry. 
Susiness in the future must be built 
on facts. You cannot violate market- 
ing principles any more than you can 
repeal the law of supply and demand. 
“It is time to bury your old ideas 
concerning the distributor and view 
him from the proper angle. Cooper- 
ate with him and you will find him 
the most economical, efficient method 
of distributing 
mill supplies. 
What I am 
pleading for is 
that the busi- 
ness program 
and the business 
policies of our 
industry be 
based on science 
and not on 
hunches or 
guesswork.” 
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Maintaining Inventory Control 
by a Mechanical System 


sé HE problem of inventory con- 


trol, so far as our own com- 
pany is concerned, has long been a 
perplexing one,” says C, A. Channon, 
vice-president, Great Lakes Supply 
Company. “Due to our rather iso- 
lated location, some 15 miles from 
Chicago’s loop, it has always been 
necessary for us to carry a very com- 
plete stock. To maintain a control 
over some 24,000 separate items has 
been a real task. 

“From 1923 to 1930 we used a per- 
petual card inventory record. At the 
start of 1930 we began using a tab- 
ulating system for sales with satis- 
factory results. 

“In the fall of 1930, we decided to 
extend this mechanical service to em- 
brace that of inventory control. Our 
first step was that of dividing our 
inventory into 31 key or major 
classes. 

“At the close of our fiscal year, 
December 31, in taking our physical 
inventory, we divided the inventory 
in total monetary values into three 
respective classes. As only numer- 
ical symbols can be used in mechan- 
ical tabulating, it was necessary to 
assign a number to each item carried 
in stock. This was done by putting 
items into their major class listings. 
Next, the items were sorted into sub- 
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classes, and finally assigned a unit 
number. 

“When this dividing was com- 
pieted, we were prepared to start the 
system of a perpetual inventory by 
mechanical tabulation. 

“The receipts, which are punched 
from a receiving ticket, contain the 
following information: date received, 
order number, merchandise classifica- 
tion number, and quantity. 

“The disbursements are punched 
from a stock copy of sale sheets, 
which come up from the various 
stock departments as soon as orders 
are filled, and contain the following 
information: date, register number 
of sale sheet, commodity number and 
unit amount. It is necessary to have 
the receipt, disbursement and balance 
cards together, and they are carried 
in drawers indexed numerically. 

“The inventory control is arrived at 
by two separate operations, the daily 
mechanical control of units without 
monetary values and the daily com- 
putation of sales and purchases. The 
mechanical operation of accounting 
for the merchandise has been ex- 
plained. The monetary control is 
arrived at in the following manner: 


Top to bottom, left to right: F. J. Hofacker, 

R. M. Gattshall, R. J. Lally, H. J. Casper, 

W. T. Todd, James Clark, B. H. Ackles, 

H. W. Hultgren, Charles Bond, H. C. Ells- 

worth, W. A. Purtell, Guy Donahue, anc 
K. J. Weinberg 
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\ll purchases for stock are tabulated 
from the incoming invoices into their 
respective major classifications and 
are posted into a record with a 
weekly total. 

“After the sale sheet has been 
priced for sales and costs, it is 
turned over to the tabulating depart- 
ment, where the following informa- 
tion is marked up: class of customer, 
salesman, character of order—per- 
sonal, mail or telephone—and_ the 
commodity number. 

“All this work is done by a man and 
girl. The cost of the department for 
the first quarter of 1931 amounted to 
'2 of 1% of the quarter sales. How- 
ever, under normal business condi- 
tions, this cost will drop to about 
3 of 1%. 

“In summing up, we believe that 
the results already obtained from our 
mechanical tabulating system, which 
include figures on inventory control, 
perpetual inventory and purchase rec- 
ord, sales records by classes, sales- 
men and character of customers, are 
worth the expenditure. We have not 
exhausted the applications to which 
this tabulating installation can be 
put either. Later, we intend adding 


Top to bottom, left to right: A. M. Smith, 

Frank Wilson, L. G. Puchta, George Puchta, 

Percy Maddock, R. K. Hanson, Pete 

Thayer, L. D. Broadhead, Wendell Clark, 
and Frank Shurts 
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the accounts payable for the account- 
ing department and a mailing list 
control for the sales promotion de- 
partment. 

“The outstanding advantages of this 
mechanical tabulating system are: 

“1. It provides a control which 
should keep merchandise inventory 
at a minimum; 2. It cuts down the 
cost of the statistical department ; 
3. It makes available speedy and regu- 
lar periodical analyses of operations 
during a given period; and, 4. It 
permits complete analyses of sales, 
turnover and profit.” 

a2 
Beating Direct-Selling Competi- 
tion Through Specialization 

66 HE distributor,” pointed out 

R. W. Chamberlain, The Stan- 
ley Electric ‘Tool Company, “has def- 
inite advantages over the direct-sell 
ing manufacturer by virtue of his 
local prestige, local stock, knowledge 
of his trade, flexibility so far as 
credit is concerned, and comparable 
prices. 

“When the distributor does lose 
out to the direct-selling manufac- 
turer, it is due either to cut prices or 
a better knowledge of the products 
sold. 

“The direct-selling manufacturer’s 
salesmen usually handle relatively 
few items and, therefore, can study 
them more thor- (Turn to page 42.) 
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Eliminating Waste 
through 
Market Determination 


Mill Supplies’ plan for determin- 

ing markets enables distributors to 

check accurately what, where and 
how to sell 


WE of the basic 
causes of the pres- 
‘ ent business depres- 


sion was the by-product of 
what seemed a desirable de- 
velopment of the last few 
years of prosperity. This de- 
velopment was the amazing 
growth of distribution as a 
business —a growth which 
was caused by the fact that 
manufacturers in almost 
every line of business in- 
creased their own produc- 
tion capacities without due 
regard for possible markets 
for their products and the 
already existing production 
capacity in their particular 
industry. The undesirable 
by-product of this over- 
expansion, of course, was 
waste. Because production 
activities are controlled 
largely by engineers or en- 
gineering-minded persons, 
the production departments 
did not take full advantage of prosperous times, but 
rather, showed a growing tendency toward wastefulness 
particularly in regard to distribution problems. 

Naturally, one of the most important steps to take in 
remedying unsatisfactory conditions is to eliminate this 
waste in distribution. It is an encouraging fact that, dur- 
ing recent months, there has been a decided trend in this 
direction. 

In our opinion, there are four words which tell the 
whole story of the distributor’s present-day opportunity 
for restoring prosperity—economize, localize, specialize, 
and advertise. 

The first step in economizing, or carrying out this 
waste-elimination trend, is to cut out duplicate lines, for 
naturally no manufacturer will give a distributor the 








This booklet, thoroughly explaining Mill 
Supplies’ plan tor determining markets, is 
available on request. 


attention he needs if the 
distributor is handling com- 
petitive lines in addition to 
his own. Next, obsolete 
numbers in all lines should 
be discontinued, which 
means that a proper stock- 
control system must be in- 
augurated. Another oppor- 
tunity for economy is in the 
adoption of a stricter credit 
policy. A revision of policy 
respecting deliveries would 
be a fourth step toward 
economy. Charging for de- 
liveries of less than $5.00 or 
some stipulated amount re- 
fusing deliveries to custom- 
ers located beyond an effec- 
tive distributing area, and 
investigating some of the 
opportunities for coopera- 
tive or exchange deliveries 
are points to be considered. 

Determination of the ef- 
fective area of service is the 
basic requirement in local- 
This determination should be predicated on a 
thorough examination of the potential business and com- 
petition in the territory and a survey of a definite area in 
which service can be effectively and economically per- 
formed. When this determination is once made, the pub- 
lication of maps, charts or some other means for graph- 
ically visualizing the territory not only to the distributor’s 
own organization, but to his suppliers as well, is import- 
ant. In other words, the distributor should not only know 
exactly what his effective area constitutes, but should be 
able to justify his territory to his manufacturers. 

It is for the distributor’s help in following the sug- 











izing. 


gestion implied in the third word suggested—specialize— 


This manuscript was to have been presented to the Triple 
Convention but changes in the program prevented it. 
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that Mitt Suppties’ Market Determination Plan has 
been devised. Specializing means the departmentalizing 
of the distributor’s internal organization in terms of his 
market and specific lines. In general, two types of spe- 
cialization are desirable: 1. By groups of markets; and 
2. By specific lines. 

The last word, “advertise”? needs no amplification. 
When a distributor has met his responsibilities by econ- 
omizing, localizing and specializing, then he has some- 
thing to advertise and should do so regularly and wisely. 

The generally increasing demand on the part of indus- 
try for increased plant efficiency—improved production 
methods and decreased operating expenses—places new 
responsibilities on the mill supply distributor. To keep 
step with industrial modernization, which is sweeping 
industry today, the distributor must do the following: 
1. Obtain a knowledge of the requirements of industrial 
plants in his territory; 2. Maintain stocks of new and 
improved products to meet the requirements of custom- 
ers; 3. Determine how to apply these new and improved 
products to each buyer’s particular problem; 4. Sell these 
products on the basis of performance, not price, which 
of course, calls for a specialized knowledge of them as 
well as the facts concerning specific applications. 

In short, if the distributor is to make progress nowa- 
days, he must know what, how, where, and whom to sell. 


BVIOUSLY, the manufacturer has a definite re- 

sponsibility in assisting distributors to reach a prof- 
itable goal. The manufacturer should know where and 
how his products can be sold. If manufacturers were 
thoroughly alive to this responsibility and if distributors 
would insist on their living up to it, distributors’ sales- 
men would soon have a specialized understanding of the 
problems facing each industrial user and would be pre- 
pared to assist in solving them. 


Mitt Suppvies’ Market Determination Plan has been 
built on the fundamental idea that industrial moderniza- 
tion has placed new responsibilities upon the industrial 
distributor, which can only be met by a close working 
relationship between the distributor and manufacturer. 
Today only those distributors and manufacturers who 
appreciate the importance of selling new and improved 
products on the basis of the specialized requirements of 
the user can expect to survive present-day competition. 


ANUFACTURERS are coming to realize that dis- 

tribution is a problem of equal, if not greater, im- 
portance than the problem of production. In planning dis- 
tribution, the manufacturer has two alternatives. Either he 
can sell direct and provide his own capital for financing 
distribution, including branch offices, branch stocks, sales- 
men, warehouses, credits, delivery and service; or he can 
sell through the distributor, a specialist in distribution. 

The plan is not a cure-all nor a standardized, made- 
to-order program. It does, however, set forth definite 
principles to govern the activities of distributors and 
manufacturers. Around these principles must be built 
individual programs to fit individual requirements. 

The application of the plan calls for the use of four 
basic charts: 

1. Distributors’ Market Analysis Chart, which enables 
the keeping of an accurate record of customers and 
prospects, sales and potential sales. 

2. Product Application Chart for Manufacturers, 
which, when properly filled in by the manufacturer will 
give distributors definite sales information, showing ex- 
actly what the market is in various types of plants for 
individual items. 

3. Product Application Chart. for Users enables the 
distributor to check with individual users as to their 
specific product requirements (Continued on page 49) 





The four basic charts which are suggested for use in putting the Market Determination Plan into operation. 
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WHo's WHO 


W. W. TAYLOR 


President, Arkansas Mill Supply Company, Pine Bluff, Arkansas 


MAN was walking down a 





newly --constructed railroad 

track. The day was hot, and 
he carried heavy sample cases. Mile 
after mile he trudged over the rough 
roadbed until after several hours’ hard 
walking he arrived at a lumber mill 
under construction. 

To other mill supply salesmen this 
feat of endurance would have seemed 
impossible or out of the question but 
to W. W. Taylor it was a job to be 
-done for his company and he did it. 
There were no wagon roads running 
to this site and trains were not yet 
in operation, so he walked, and that 
was all there was to it. Being first 
to arrive on the job he gained the 
initial order placed by this saw mill. 
Not only that, but this trip furnished 
unquestioned proof to ‘the new cus- 


Doinc just a little bit 


more than is expected of him; selling in the face 
of strong resistance when he has goods needed by 
the customer; and actually cutting orders when 
it 1s forthe customer’s best interests, are three of 
the reasons for Mr. Taylor’s success in the mill 
supply business. 
reasons why his employees think of him not as the 
‘*boss’’ but rather as one of themselves, who be- 
cause of superior knowledge and experience ts 
able to guide them. 


Perhaps these are also the 





tomer that here was a man who was 

willing to render more and better serv- 

ice than competitors. Such service is characteristic of 
Mr. Taylor. 

At the age of 16, he secured employment with the 
Simmons Hardware Company in St. Louis. The work 
there was that of office boy, and his duties consisted of 
answering the telephone, running errands, ete. His 
ambition was to become a salesman. For that reason 
he took upon himself the duties of “greeter.” He made 
it a point to know when out-of-town customers would 
arrive, and when they did he would hold conversation 
with them until the salesman was ready. 

During the talks he would learn as much as possible 
about the type of goods the customer had come to buy, 
and also about goods in which the customer was inter- 
ested. Mr. Taylor would then tell the salesman about 
every item for which the customer was a prospect. This 
enabled the salesman to secure orders for many addi- 
tional items that he would not have otherwise, for the 
customer ordinarily mentioned to the salesman only 
those items which he intended to buy at the present mo- 
ment. However, with leading questions, the office boy 
was able to uncover items for which the prospect might 
be in the market at a later date. 

In this position Mr. Taylor learned a great deal about 
the efficient conduct of business, about business ethics, 
and about cooperation among employees. He held this 
job long enough to secure a good basis of business prac- 
tice, and then took a job with the New York Belting 
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and Packing Company at St. Louis as a bill clerk. 
rom this he was promoted to city salesman at which 
work he was unusually successful. One of his most 
pleasant recollections of this period was a time when he 
was called in by the sales manager and congratulated 
for having made more sales over a given period of time 
than any other man on the force. 

Having made good as a city salesman Mr. Taylor 
looked around for a road job. He found one with the 
Graton and Knight Company, selling belting. Here 
he had the honor of selling the largest single belt ever 
turned out by that company. This belt was 221 feet 
long, 52 inches wide, and three-ply. The hides of 
17,000 steers were used in its production. The Arkansas 
Lumber Company, Warren, Arkansas, was the cus- 
tomer. Of course, there was plenty of competition for 
this order. Mr. Taylor sold it as he sold other items, 
on a basis of the service he could render and the quality 
of the belt. Mr. Taylor attributes his ability to sell 
belting to his own sincere belief in the product. 

The routine of the traveling salesman at that time 
was considerably different than it is today. Instead of 
covering several towns in one day by the use of an auto- 
mobile it was necessary to use railroads exclusively. 
Usually there was only one train a day into the town. 
One advantageous feature of these infrequent trains was 
that the extra time enabled the salesman to make a more 
thorough study of the customer’s (Turn to page 96) 
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DEMONSTRATION LANDS A 
NEW ACCOUNT 
Placing our file, as well as the one he 
was using at the time, under a magni- 
fying glass enabled the prospect to 
draw his own conclusions as to which 
was the superior tool. A further test 
the filings weight test—provided ad- 
ditional convincing evidence as to the 
advisability of replacing inferior files 
with a better grade. 


How I Sold Him 


By TOM OXENHAM 


Salesman, James McGraw, Incorporated 
Richmond, Virginia. 





narative test would definitely prove their superiority 
lwo tests were used. lirst. the two files—the one | 
\KING a practical demonstration, [ have Ws selling and the one in use—were placed under a 


found, is the best wav to land a new account. "™agnifying glass. The sharp even ridges of our file 
Developing that account after tt has been put in contrast to the uneven ridges of the inferior file pro 
on the books is largely a matter of applying intelligently vided very convineing evidence as to the superiority of 
the “Sell Him Something More” principle. “To illus our tool, 
trate, let me follow through on an actual case. In the second test, the filings weight test, a worker 


\fter frequent contacts with a particular user, T was takes 100 strokes with each of the files being tested 
are saved and weighed. Thus, a definite 


given the opportunity to make a file demonstration. — | The filings 
was thoroughly convinced that our files were far better 
than those in-use at the plant and knew also that a com 


SELLING A SHAPER 
After further study of the cus- 
tomer’s requirements, I sensed 
the need for a shaper. By point- 
ing out the uses to which this 
machine could be put, I was able 

to land the order. 


i} 
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TAKING CARE OF THE BELTING 
REQUIREMENTS 
One important item used in connection 
with the shaper is belting and I wasted 
no time sewing up that business. 





omethine More 


e 
a 


check is obtained as to the amount of cutting secured 
from each file. 
to land an initial 


the beginning of 


By these practical tests, | was able 


order, one which later proved to be 
a steady flow of business. 


| have always made it a point to study a customer's 


plant operations with a view to assisting him in cutting 


down maintenance costs or speeding up production. In 
the case of this customer [ saw the need for a shaper 
By bringing the proposition to the attention of the man 
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The fifth of a series of articles > 


in charge and making clear to him the work to which 
the 
\fter having sold the shaper, | emphasized the need 
that be 


a shaper could be put) profitably, [closed ordet 


for a set of dividing heads so gears could 


cut on tt. 

The shaper sale also Tead to belting business and this 
in turn to belt hooks and a belt lacing machine 
to that the “sell 
principle ts (one should 


experience has) proven me him 


something more” sound sale 


and will lead to another provided the individual salesman 


follows through properly 


/ 


A BELT LACING MACHINE 
ORDER FOLLOWED 

In a plant where considerable 

belting is used, a belt lacing ma- 

chine is practical. After having 


sold the items mentioned pre- 


viously, it was a comparatively 
easy job to secure an order for 


a belt lacing machine. 


WY 
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AN ATTACHMENT FOR 
THE SHAPER 


Following through the shaper 


sale, I emphasized the need for 


a set of dividing heads so that 


gears could be cut on the 


machine 


/] 





How I Sold Him Something More 





GETTING THE BELT HOOK 
BUSINESS 
Obviously, where belting is used, 
belt hooks or lacing are also 
needed. While the buyer was 
thinking of belting, I closed an 
order for belt hooks. 


Il 
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A Message to Osborn 


“Brush Conscious” Distributors 


ACK in 1930, Osborn went into action on a greater 
plan of team work with Osborn Distributors. You 
men were quick to recognize an opportunity to do bigger 
things with your brush business. You were aware of the 
broad market for Osborn Brushes surrounding you. You 
took advantage of Osborn’s efforts to help you develop 


your potential brush business. 


Your results have been most gratifying. In the face of 
unfavorable business conditions, many of you have built 
up worthwhile brush volume. If you can do this in slow 


times think of the job you can do when times are normal! 


You have spurred us on to develop increasing help for you. 
Right now, we have important plans under way that will 


go far to assist your salesmen in building more brush volume. 


Together we are going to make Osborn Brushes a leading 


Vice President, The Oshorn Manufacturing Company 


factor in your business. 
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Building Bigger 











Specially mixed Bass Fibre is accurately 
weighed to assure correct combination for correct 
Hexibility and strength. 





The one-piece seamless steel cap is formed on 
special dies by a press with a tremendous 
pressure of 170 tons. 





The Bass Fibre is inserted in the cap which is then 
filled through the handle hole with a spectalcement, 


gidity. 








Six rivets are driven 
through the cap to give 
great st 
double-rivete (to the cap. 
A serving machine sews 
heavy txvine through 
and across 


, | SHIS MONTH, the Osborn Bass 


Broom is held up for the inspection 
of “brush conscious” salesmen. 


Important operations in its manufacture 
are illustrated and described. At the left 
is the first operation followed by others in 
sequence below. 


No other broom is like the Osborn Bass 
Broom. Its one-piece steel cap adds great 
strength but makes it unusually light in 
weight. It is an outstanding broom—in 
fact, a symbol of the quality that is built 
into the entire Osborn line. 


Think of what the Osborn line offers a 
distributor and his salesmen: a quality- 
built brush for practically every industrial 
brush need and a workable and helpful 
plan of co-operation that has brought 
Osborn and Osborn Distributors together 
on a constructive basis of sales action to 
build bigger brush business. 


LOSBOR® 





Cut-azway wier of the Osborn Bass Broom. 

Note the wedye-ltke formation of the cap which 

is filled with bonding cement and riveted, locking 
the fibres ina wise-like grip. 


rength and ri- 
The handle is 


the fibre. 
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brush Business 
The Osborn Bass Broom 


1. Genuine Bass Fibre 











Carefully selected and specially blended 
for correct flexibility and long wear. 
The great durability and efficiency of this fibre can be 


further prolonged by occasionally soaking the broom in 
water and hanging it up to dry. 





See Chart of Uses 


on next page 












2. One-piece, Seamless, Steel Cap 
Wedge-like formation, obtained by exert- 
ing tremendous pressure on the sides of the 
cap, together with six rivets and bonding 
cement, hold the fibre in a vise-like grip. 


3. Handle 
Straight grained, smooth finished, white 


maple, double-riveted to cap. 


4. Correct flare and trim for wide sweep 
and clean work. 


5. Lightest possible weight in an 
industrial broom at no sacrifice in 
strength and sweeping efficiency. 


OSBOR®> 





The completed Osborn Bass Broom —ready for 

a lone life of usefulness as fine a pice of 

workmanship and as efficient a worker as the 
brushmaker’s art has to offer. 
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OSBORN UPRIGHT BASS BROOMS 


= 





FINE 
SWEEPING 


No. 1821 
Osborn Upright Bass Broom 


Recommended for light and 
clean sweeping where the 
sweepings are of light 
weight substances. Also 
recommended for workers 
to whom a heavier type 


would be tiresome. 


WHERE IS IT USED? 


No. 1821 is an ideal 
broom for use in 
cotton, silk, rayon, 
woolen and other types 
of textile mills. Also 
in demand for various 
types of industrial and 
institutional sweeping 
such as factories, rail- 
wdy stations, cars, 
boats, public buildings, 
offices, sidewalks and 


basements 


SPECIFICATIONS 


. 1821. Bass Fibre, 
n 9-34”; Flare 13”. 
Handle 1” 
Diameter, 42” 
long. Length 


” 





over all 55-% 


Fibre is sewed 
with two rows 
of cable-laid 
twine easily re- 
moved wher 
the 

wedis 








MEDIUM 
SWEEPING 


No. 1820 
Osborn Upright Bass Broom 


Recommended for general in- 
dustrial sweeping requiring a 
broom with the ability to push 
comparatively heavy sweep- 
ings and at the same time 
sweep clean. Ideal for wet 


or dry sweeping conditions. 


WHERE |S IT USED? 
No. 1820 is most 


popular for general 
industrial sweeping 
such as: Automobile 
Factories; Packing 
Plants; Dairies; Base- 
ments; Boiler Rooms; 
Concrete Yards; 
Warehouses; Ship- 
ping and Receiving 
Platforms; Gasoline 
Stations; Oil Pits, etc. 


SPECIFICATIONS 
No. 1820. Bass Fibre. 
Trim 10-%”; Flare 
14”; Handle 
- Diameter, 
42” long. Length 
over all 56”. 








Fibre is sewed 
with two rows of 
cable-laidtwine 
easily removed 
whenthe broom 
wears down, in- 
creasing length 


of service 








COARSE 
SWEEPING 


No. 1819 
Osborn Upright Bass Broom 


Recommended primarily for 
snow and track sweeping and 
allsimilar conditions requiring 
a broom built to withstand 
the hardest kind of usage. 
Furnished either with or with- 
out chisel end as specified. 


(Also an ideal scrubbing 

broom for various types of 

vat cleaning, including dairy 
cleaning.) 


WHERE IS IT USED? 


No.1819isinde- 
mand by steam 
and electric 
railroadsandall 
industrial plants 
having inside or 
Outside track- 
age. The chisel 
end of tough 
steel is necessa- 
ry for breaking 
up iceand snow 
and removing 
hard dirt which 
clogs tracks 
and switches. 


SPECIFICATIONS 


No. 1819. Extra 
stiff Bass Fibre. Trim 
8”. Flare 12"; Han- 
dle 1-%” Diam, 
42” long. Length 


r ” 
over all 53-%. 








Fibre is rigidly held 

by a wire band 

easily removed 

when the broom 

wears down, in- 

creasing length 
of service. 
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erchandising Committee 


Plans for Future 
PROGRESS 


Reappointed by the unanimous vote of the Triple Con- 
vention, the Joint Merchandising Committee prepares 
for an active, constructive campaign 


HE Joint Merchandising Committee of the Mill 
Supply Business has lost no time in renewing its 
activities in the interest of industrial distribution, 
since its reappointment at the Washington convention. 

Immediately following the close of the Convention, 
an organization meeting was held, at which time L. G. 
Puchta was reelected general chairman; J. L. Pitts, 
vice-chairman ; C. A. Channon, chairman of the finance 
committee; R. M. Gattshall, chairman of the advertis- 
ing committee; I. M. Archer, chairman of the re- 
search committee; R. K. Hanson, secretary, and A. E. 
Paxton, advisory member. 

A second meeting of the committee, since the con- 
vention, was held in Cleveland, May 14. At this meet- 
ing, the results accomplished at Washington were dis- 
cussed and plans laid for starting an active program. 

It was the concensus of opinion that the committee’s 
program had to be sold to members of the industry 
immediately through local group meetings. In order 
that the work might progress as rapidly as possible, 
the following plan was submitted and approved: 

1. A central office be established. 

2. A capable man be hired to run the central office. 

3. The purpose of this office shall be the handling 


of all details necessary in promoting the Committee’s 
plan, including the selling of the idea to potential sub- 
scribers ; breaking down data already available for dis- 
semination to distributors and their salesmen, manu- 
facturers and their salesmen and users, as well as for 
promotional and publicity purposes. 

4+. The expenses of this central office shall be kept 
within a budget of $25,000, covering a 12 
pericd from the date of its establishment. 


months’ 


5. The central office shall carry on a promotional 
campaign; supervise a speakers’ bureau; do such ad 
vertising as is deemed advisable; keep up the interest 
of present subscribers; increase the interest of 
subscribers; and compile further research data. 

6. The man to be hired to run the central office shall 
submit a written outline of his proposed procedure 
covering a year’s work, with a detailed statement of 
proposed expenditures. 

A sub-committee consisting of C. A. Channon, L. G. 
Puchta, and H. W. Barclay was appointed to work 
out a plan of operation and recommend a man to head 
up the suggested central office. This sub-committee 
is to make its report to the Joint Merchandising Com- 
mittee as near to June | as possible. (Turn to page 49) 


non 


x : 


The Joint Merchandising Committee, which was reappointed at Washington to carry on for another year. Front row, 
left to right: H. W. Barclay, D. S. Brisbin, R. M. Gattshall, C. A. Channon, H. R. Ireland, J. L. Pitts. Back row: 
A. E. Paxton, D. W. McAllen, R. K. Hanson, L. G. Puchta, F. M. Archer, F. J. Hofacker. 
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A Real Potential for Distributors 
to Shoot At 


CCORDING to the “Survey of Indus- 

A trial Distribution” just completed by 

The Joint Merchandising Committee, 

but 34.34% of all industrial supply purchases 

are made from the distributor. That leaves 

quite a sizeable potential for distributors to 
shoot at. 


There are several reasons why distributors 
aren't getting a greater portion of the avail- 
able business. First of all, direct-selling manu- 
facturers and other sales outlets have been 
good enough salesmen to convince users that 
it pays to buy from them. Second, many 


‘distributors and their salesmen have not done 


a good job of selling industry on their im- 
portance, either because they haven't had the 
proper ammunition or didn’t know how to 
apply what they had. 


Third, too many users have been looking 
at the initial price of merchandise, rather 
than its ultimate cost. Services, such as 
every worthwhile distributor renders and 
every user needs at some time or other, and 
which incidentally cost the industrial distrib- 
utor money to provide, are frequently over- 
looked entirely by the user in his quest for 
low price. 


Other users—large purchasers of industrial 
supplies and equipment, too—are not even 
aware of what the industrial distributor sells. 
We had the opportunity of talking with an 
important buyer recently who fits into this 





MU 


classification. He, by the way, was recom- 
mended as a “P.A.” who was extremely 
friendly to the distributor. 


In the course of our conversation, it came 
out that this important buyer knew the in- 
dustrial distributor simply as a small tool 
house. When it comes to power transmis- 
sion equipment, power plant and pumping 
equipment, shop supplies and the many other 
important lines sold by distributors, it had 
never occurred to him that his logical source 
of supply is the distributor. 


Surely this is an indictment of the sales job 
being performed by distributors in the terri- 
tory in which this buyer is located. At the 
same time, it is a strong argument for the in- 
dustry campaign, which is being worked out 
under the direction of the Merchandising 
Committee. 


If the facts which the committee has ob- 
tained through its research work are properly 
disseminated to every one concerned, it won't 
be long until users and manufacturers will see 
the distributor in his true light. And when 
that time arrives, you can rest assured that 
the 34.34% of the total supply purchases 
which distributors now get, will have been 
added to appreciably. 


Salesmanship is on Trial 


‘¢$ HE future of business is in the hands 
of its salesmen,” says a recent adver- 
tisement of N. W. Ayer and Son. 

“It’s an axiom of business that hard sledding 

breeds better salesmanship. Leaner and 

keener, the salesmen pack their sample boxes 
and go out and sell because they must.” 


Those are broad convincing statements 
and they apply to every industry. Particu- 
larly do they fit the mill supply business. 
Often, it takes times like these to separate 
the real producers from the hangers on. 
When the going is toughest, the real sales- 
man stands out like a beacon. 














UMONQUEUNA NTT 


Business today needs real, intelligent sales- 
manship as it never has before. Order-taking 
won't get you by now. It’s going to take 
intelligent sales planning, facts on who, what, 
where, and how to sell, and a lot of hard 
work to put business back on its feet. 


Now’s not the time to sit and grumble 
about conditions. Now’s the time to work 
harder and sell better than you ever have 
before. 


ewe 


Let’s Get Going 


HERE was a notice in one of the 
Chicago newspapers the other day say- 
ing that the National Coffee Roasters’ 
Association was going to spend $1,000,000 
in a cooperative advertising and promo- 
tional campaign. The florists have long been 
spending millions of dollars in the interest of 
their industry. So have the cast-iron pipe 
people, laundrymen, face brick, common 
brick, lumber, and a score or more other 
industries. 


And now the mill supply industry contem- 
plates a constructive, cooperative campaign, 
one which, if properly supported, is bound 
to bring worthwhile results. But so far the 
necessary support has been conspicuous by 
its absence. As Westbrook Pegler would 
say, the customers have been staying away 
in large numbers. The most recent estimate, 
conservative to be sure, places the amount 
of money available for the next year with 
which to launch a campaign at $25,000. 
With that amount of money it is ridiculous 
even to think of launching a program, such 
as the mill supply industry needs so badly. 


The Joint Merchandising Committee rec- 
ognizes this fact, of course, and wisely plans 
to use that $25,000 in an effort to stimulate 
interest in the proposed cooperative effort. 


It seems strange, indeed, that industrial 
distributors and manufacturers are so short- 
sighted as not to get behind the work of the 
Committee in a big enough way to permit 
the launching of a nation-wide, business- 
building program. 


Other industries, many of them small in 
comparison with our industry, have kicked 
in to a common pool to the extent of a mil- 
lion and more a year, so that a worthwhile 
campaign could be carried on. That those 
who contributed have profited is evident, for 
several of the movements have been in oper 
ation many years, and surely no individual is 
silly enough to keep digging down in his 
pocket unless the results warrant it. 


Yet the mill supply industry, with an an- 
nual business of some two billion dollars and 
a potential of a few billion more, so far has 
made available but $25,000 a year with 
which to promote a campaign. That amount 
of money won't make a dent in a billion dol- 
lar market. 


Isn't it about time this industry awakened 
to its opportunity and invested sufficient 
funds really to do a job? 


end 


The ‘‘Report-of-Convention’’ Issue 


HIS is the “Report-of-Convention” 

issue of Mitt Suppuizs. To those 

who attended the Washington meeting, 
it will afford an opportunity to review what 
went on. To others, not fortunate enough 
to have been present, it provides a complete 
picture of important activities. 


The Joint Merchandising Committee's Re- 
port, of course, was the highlight of this 
year’s meeting and it is thoroughly discussed. 
This includes a brief summary of H. W. 
Barclay’s research presentation, R. M. Gatt- 
shall’s findings on “What Other Industries 
Have Done” and reports of the sub-com- 
mittees. 


In addition, other subjects which came up 
for discussion are reviewed, grouped by topic 
for your convenience. 


Of course, the many regular features of 
the magazine remain intact, so this issue 
should prove doubly interesting. 
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How to Speed 
BUSINESS RECOVERY 


‘*Forget expansion for the present, 
practise greater cooperation and sell 
only at a profit,’’ 


Says 


RODUCTION is 


now 
running about 50% of 
capacity in steel mills 


and other plants generally in 
our industry. During the war, 
almost all industries were in- 
creased and operated at ab- 
normal capacity to meet ab- 
normal demand. After the 
war, the abnormal demand 
ceased, but the abnormal 
capacity for production re- 
mained. For some time, many 
manufacturers continued their 
abnormal production despite 
the reduced demand, in the 
hope of finding a market for 
their output. This brought on 
fierce competition resulting in 
the elimination of prof- 
its. 

The law of supply and de- 

mand was ignored, with the 
usual results. After bitter ex 
periences many manufacturers 
reduced their production, and 
were thereby enabled to 
change their losses to profits. 
The bolt, nut and rivet in 
dustry is an example. For sev- 
eral years, it suffered losses 
of millions operating at 100% 
capacity. Then, by cutting 
production to about 45% of 
capacity, the industry made 
fair profits. Other industries have had the same ex- 
perience. 

Distributors are the salesmen of manufacturers. They 
render their services without salaries, carry large stocks 
subject to depreciation, and depend upon the profits on 
sales for their compensation. 


Distributors are indispensable to the manufacturer 


and, in times like the present, assume almost the entire 
cost of selling for him, with little or no returns. 
Distributors, like manufacturers, have increased their 
capacity greatly. In addition, outside competition has 
been increased from direct-selling manufacturers and 
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George Puchta has been in the industrial dis- 
tributing business for 50 years. He is one of 
the founders of the National Association and 
its oldest living president. 

given at the recent triple convention. 


(GEORGE PUCHTA 


President, The Queen City Supply Company, 
Cincinnati 


manufacturers’ agents selling 
direct to users, often at cut 
prices. 

If only 50% of manufac 
turers’ capacity is needed at 
the present time, does this not 
also apply with equal force to 
distributors’ capacity? There- 
fore, is it not plain, that dis 
tributors’ capacity is double 
what is needed? Is it feasible 
that this surplus 50% distribu- 
tion capacity can continue in 
definitely ? 

Most keen competition, lit- 
tle or no profits, often, losses 
are the distributors’ answers 
at this time. No doubt busi 
ness will slowly improve, but 
it seems far in the future be 
fore there will be enough busi- 
ness to be profitable for all 
the supply houses now in ex- 
istence. 

The answer may be found 
in the economic law known as 
the “Survival of the Fittest.’ 
But, how many can survive un 
til conditions right themselves 
and be solvent at the survival ? 

Would it not, therefore, be 
wise to face present-day con 
ditions squarely. For the pres 
ent, let us not figure on more 
expansion but let us practice 
greater cooperation and sell only at a profit. Then, after 
a reasonable time, it would be better for those who can- 
not come out whole at least to liquidate and conserve 
what they have, rather than continue to waste their 
efforts and suffer financial losses besides. 

The situation today presents serious problems both to 
industrial manufacturers and distributors. These prob- 
lems must be met. There never was a time in the history 
of industrial distribution when it was so necessary to 
give our respective concerns a thorough survey and 
“Get our houses in order.” 
before it is too late. 


This message was 


Let us be up and doing 
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| gree Penberthy Products are used , — 


pee eer 
throughout industry and are consist- e 7 oey\\\\ 
ently recommended by operating men Ge 
who have long been familiar with the i i: 


Penberthy record for dependable service. 


Penberthy Products are sold exclusively 
through the jobbing trade and assure the 
supply house that stocks them a steady and 
profitable flow of business. 



























PENBE INJECTOR COMPANY 


CANADIAN PLANT 
IN 1886 D E T i O | T WINDSOR, ONT. 
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(Continued from page 25) 
oughly than can a distributor’s sales- 
man with hundreds of lines to sell. 

“But today we hear a great deal 
about specialization, and here actu- 
ally is the distributor’s answer to 
direct-selling competition. 

“Specialization calls for education 
and, while the distributor can do a 
lot toward educating himself by 
studying catalogs and samples, it is 
up to the manufacturer to assist in 
this work. 

“Manufacturers should provide 

the distributor with detailed instruc- 
tion on the composition, manufactur- 
ing processes, construction, repair 
and service hints by bulletins. Sales- 
men should be furnished with charts 
showing the product application in 
specific industries. Group meetings 
should be had with factory oper- 
ators and salesmen to show by ac- 
tual demonstration how the product 
can be used and how sold. 
_ “The question may be asked,” 
continued Mr. Chamberlain, “as to 
what happens to the line which be- 
comes a step child in the distrib- 
utor’s specialized sales plan. No 
manufacturer’s line will long con- 
tinue a step child when it is accom- 
panied by a definite sales plan. The 
distributor is seeking just such lines 
to include in his specialization pro- 
gram. 

“The need of manufacturers for 
educating distributors’ salesmen is 
more essential today than ever be- 
fore to help the distributor combat 
direct-selling competition and put his 
line on the distributor’s preferred list 
for specialization.” 

Harry W. Hultgren, The Cushman 
Chuck Company, also emphasized the 
need for manufacturers to supply 
distributors with practical sales in- 
formation. He said: 

“T often liken the distributor to the 
old family doctor. He’s always on 
hand, ready to serve on any emer- 
gency. He doesn’t profess to know 
everything but is well informed and 
covers a selected territory. He studies 
his patients and knows their needs. 
However, when an unusual condition 
arises, he calls in a specialist. 

“T like to think of the manufac- 
turer as the specialist. He should 
cooperate with the distributor by 
informing him of the uses of his 
product and how it is best applied, 
making clear all necessary engineer- 
ing data.” 














Top to bottom, left to right, are: 
Floyd Dewey; M. T. Brean; A. M. 
Jones; T. B. Maloney; W. M. Reid; 
O. C. Kapke; Mr. and Mrs. H. M. 
Pritchard; Frank Hill; W. J. Radcliff; 
G. T. Bailey; N. A. Gladding; T. F. 
Clark; O. W. Wagner; Miss Margaret 
Lester; H. A. Hall and H. D. North. 


Protect the Cooperating 
Distributor 

HERE are two kinds of distrib- 

utors, pointed out H. F. Sey- 
mour, Columbian Vise and Manufac- 
turing Company, Cleveland, those 
who operate warehouses and accept 
orders which come to them and 
others who in addition to maintain- 
ing warehouse stocks, and_ offering 
the usual services of credit, delivery 
and the like, provide a sales service 
for the manufacturers they represent. 

These latter distributors, whom 
Mr. Seymour classes as cooperating 
distributors, carry adequate stocks, 
are well posted on their lines, re- 
spect manufacturers’ resale policies, 
cover their territories thoroughly, 
and do not carry duplicate lines to 
be used for price-cutting purposes. 
When a manufacturer ties up 
with a cooperating distributor, Mr. 
Seymour goes on, he may be sure of 
receiving his full share of business. 
Therefore, the manufacturer must 
protect the cooperating distributor’s 
interests in every way. Particularly 
must he guard against selling the de- 
structive or price-cutting distributor 
and direct to the utimate user in com- 
petition with his cooperating distrib- 
utor. 
* * * 


The Manufacturer’s Responsibil- 
ity to Distributors 

i on policy of many manufac- 

turers of selling too many dis- 

tributors in a territory is umneco- 

nomic, pointed out W. T. Todd, 

Jr., Somers, Fitler and Todd Com- 
pany, Pittsburgh. He said: 

“One of the fundamentals of dis- 
tribution is placing stocks in com- 
munities so that they are available 
for immediate delivery to the user. 
Obviously, these stocks must be suf- 
ficient to take care of the needs of 
the community. But for a manufac- 
turer to be properly represented in 
a territory, the stocks carried must 
be complete. Selling too many dis- 
tributors in a territory may give 
manufacturers quantity representa- 
tion measured in dollars and cents 
value, but not necessarily complete 
representative stocks of their lines.” 

In Mr. Todd’s opinion, manufac- 
turers who provide unnecessary out- 
lets for their merchandise are sub- 
ject to severe criticism. 

Another important problem dis- 
cussed by Mr. Todd was that of the 
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UIGLEY POLICY /nsures 


Quality, Low-cost Distribution, Service 


Quigley Company, Inc., distributes and services its products exclusively through the 
best supply houses. It has representatives who carry stocks in more than 100 in- 


dustrial centers throughout the United States and Canada alone—and in 27 foreign 
countries. 





This insures quick service at all times for the consumer, through the local Quigley distributor, 
at the lowest possible cost. 


Upon this policy Quigley Company, Inc., has built its world-wide reputation for service, qual- 
ity of products and square dealing. 



















QUIGLEY | 
PRODUCTS 


HYTEMPITE 

HIGH TEMPERATURE 
CEMENT 

MONO-BOND 

BONDING MATERIAL FOR 
MONOLITHIC REFRACTORY 
LININGS 


MONO-LINE 
PLASTIC FIRE BRICK 
-CHROME " : 
ae BASE vee Oe com P OT cet ee amenities 
REFRACTORY CEMENT Fest —_s 
ACID PROOF CEMENT 
FOR ACID-RESISTING 
MASONRY 
GANISAND 
GRANULAR 
REFRACTORY 
QUIGLEY GUN 
SHOOTS REFRACTORY AND 
CONCRETE MIXTURES 
TRIPLE-A 
PROTECTIVE COATINGS 


FOR METAL, CONCRETE, 
STUCCO, WOOD, ETC. 
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COLLOIDAL DETERGENT ve YUF Coping TE years 
AN ALL-PURPOSE , as pprect™ ang alt var wee yours 
CLEANING COMPOUND and aieltd rants 
yery oop bt col 
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preside 


pioker® , 


Dear Mr. Quigley:- 






I think you will be interested in knowing that frequently 
during the sales conference which we have had this week, I have 
had this expression from our Sales Manager and several of our 
salesmen: "We want to push Quigley Products. The Quigley Company 
are a fine, clean bunch, and their products are all high-class." 








The writer believes that you would rather hear something 
like that about your organization and its products than have us 
just say "Merry Christmas and Happy New Year.® 


Cable Address 


Saictnee™ QUIGLEY COMPANYae. on 


Quigley =. of 
5 Lee Oote INDUSTRIAL SPECIALTIES Baa Ragin 
Second Fhease 56 West 45th Street, New York 


Factory: 
Iachine, P. Q. 
Distributors with Stock and Service in every Industrial Center 
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division of sales cost between manu- 
facturer and distributor in getting 
products into the user’s hands. 

“Under normal conditions,” said 
Mr. Todd, “there is a limit beyond 
which no distributor can afford to 
go in selling. If the distributor is 
forced to bear more than his share 
of sales cost, he must assume a loss. 
The manufacturer has two alterna- 
tives in cases where such conditions 
prevail. Either he can give the dis- 
tributor a spread sufficient to com- 
pensate him for his efforts, or else 
provide him with increased sales as- 
sistance.” 


, 


* ££ * 


The Russian Situation 

HE Honorable James W. Ger- 
ard, former Ambassador to Ger- 
many, sounded a note of warning in 
regard to the seriousness of the Rus- 


sian situation, so far as American 
business is concerned. In part, he 
said: 

“We do not realize what strides 


Russian competition has made or 
how it is affecting the American busi- 
ness man. Recently, 40,000 gallons 
from Russia was un- 
loaded in Baltimore at less than the 
cost of production in this country. 

“Our markets in China and Cuba 
are being taken from us by Russia. 
Russian cotton is offered in Liver- 
pool at one cent a pound less than 
American cotton. Russia will soon 
begin to take the cotton market from 
the south. The Soviets recently sold 
lumber to Germany, forcing many 
German peasants out of work. Next 
year, the Soviet government will 
have a surplus of grain to dump or 
the market. 


of gasoline 


Russia is sending man- 
ganese here at prices American pro- 
ducers cannot meet. 

“Russia is able to undersell other 
countries and is breaking down their 
economic systems because cost means 
nothing to the Soviet government. 


There are no taxes to pay, wages 
are small, and transportation charges 
nil. 


“Russia is already two years ahead 
on its five-year plan. 
“Some say that Russia cannot pro- 


duce manufactured goods. That’s = 
not true. A whole generation is 


being trained and as 
Russia can become a real factor in 
the production of manufactured 
goods. Business men, therefore, must 
take steps to face this growing com- 
petition.” 


time goes on 


Top to bottom, left to 
Messrs. 
ring; Boylan; Bouly; Blair; Seymour; 
Smith; Pierce; Toole; Johnson; Gay- 
lord, Jr.; Lyons; Slack; Ridings; Tor- 
ell; Steretter; Paull, and Walda. 


right, are: 
Ferguson; Sizer; Moir; Ost- 











Adopting a Policy and Sticking 
to it Pays 

HE Clemson Plan of selling, 

which recognizes the distributor 
as the logical channel of distribution 
in getting goods into the user’s hands, 
has been the crystallization of con- 
victions developed through many 
years of actual experience, pointed 
out W. E, Cross, Victor Saw Works. 
In addition to affording the distrib- 
utor recognition, the plan calls for 
the setting up of resale prices which 
yield just profits to the distributor, 
expresses the belief that manufac- 
turers should lend full co-operation 
to the distributor in solving distribu- 
tion problems, and urges that con- 
structive activities be employed to 
assure the maintenance of a stabil- 
ized market. 

Mr. Cross enumerated the follow- 
ing reasons as to why his company 
adopted a rigid sales policy: 

1. To assist in stabilizing the mar- 
ket; 2. To assure distributors that 
no one is receiving any advantage 
over them; 3. To provide clear sail- 
ing for the distributor in the user 
market; 4. To insure against direct- 
selling competition; 5. To help keep 
control of the market in our own 
hands and those of our distributors ; 
6. To establish confidence, respect 
and a full realization of the joint 
responsibilities of manufacturer and 
distributor; and 7, To set up and 
make known a definite program that 
is fair to all concerned. 

The subject of sales policy was 
also stressed by Mr. Todd. “Some 
manufacturers,” he said, “have def- 
inite policies and stick to them. 
Others’ policies drift about with the 
winds. In these troublesome times, 
we must not only put forth every 
effort to obtain our share of the 
business, but also must fight for our 
rights with many manufacturers who 
depend on us to distribute a large 
portion of their output. 


66F OLICIES which have en- 

abled many manufacturers to 
reach their present positions are be- 
ing discarded in these days of lean 
orders with the hopes that additional 
business can be secured to keep ex- 
panded plants running. This natur- 
ally works a hardship on the dis- 
tributor and at the same time tends 
to break down existing good will 
towards manufacturers which has 


been built up over a long period of 
(Continued on page 66.) 


time.” 





















ANOTHER PORTABLE ELECTRIC TOOL 
To HELP BuiLD SALES FoR 

THE DistRiBUTOR WHO 
SPECIALIZES ON THE 
BLACK & DECKER LINE 








BLACK & DECKER 
PORTABLE ELECTRIC GRINDERS 


See following pages for 


Sales Guide Chart of Applications 





THE BLACK & DECKER Mra. Co. 
TOWSON, MD., U.S. A. 
World's Largest Manufacturer of Portable Electric Tools 








Shown below are a few of the 
items that make up the complete 
Black & Decker Line of Portable 
Electric Tools—the Line that 
leads the way to more business. 


Electric Screwdrivers 


aw 


— 


Electric Saws 







Electric Valve 
Refacers 


Electric Bench 
Grinders 


Electric Tool 
Chests 





Portable Electric 
Grinders 


y 


i u 


et 





Electric Polishers and 


} | Supplies 


Electric Glue Pots 


Electric Fender 
Straightener 





ae 











Theos’ No Use 


Fighting for Business Unless 
You Have a Plan of Attack 


Here, for example, is a strategic 
plan for winning sales on 


Portable Electric Grinders 


= all very well to roll up your 
sleeves, spit on your hands and go out and fight for business. But 
don’t fight in the dark. Know what you're after and go get it! 


Take the case of Portable Electric Grinders. Black & Decker's Sales 
Guide Chart on the opposite page will show you exactly where busi- 
ness on these tools can be had. It points out the industries that can 
profitably use Black & Decker Portable Electric Grinders—and in 
precisely what operations they can use them. 


There’s your point of attack. See the advantages of following a 
strategic plan. You know exactly where sales are possible—and don't 
waste energy following useless leads. You pass on the information in 
the sales chart to your prospects and the sales take care of themselves. 


What's true of Black & Decker Electric Portable Grinders is true 
of all other Black & Decker Portable Electric Tools. Distributors who 
specialize on them, and follow the Black & Decker Sales Charts in 
selling them, are going to make money. By specializing they get their 
customers to standardize on Black & Decker Tools. Larger initial 
orders and constant repeat orders are the result. 


Remember, Black & Decker backs you up with a policy of selling 
through distributors only. With powerful trade and National adver- 
tising. With standard resale prices. With protection against loss 
through price reduction. With 24 hour service at 68 service stations 
throughout the country. With constant development and improve- 
ment of the line. And with intelligently planned sales campaigns as 
represented by the Sales Guide Charts. 


Think over these Black & Decker policies. Study the Sales Guide 


Chart. You'll soon see why money-making distributors specialize on 
the Black & Decker line. 
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USE THIS SALES GUIDE CHART 


lt will help you to develop your existing markets 

and to find new ones. New uses mean more business. 
APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC GRINDERS 
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See Next Page for Illustrations of Applications 








APPLICATIONS OF BLACK & DECKER 
PORTABLE ELECTRIC TOOLS 








. Black & Decker Portable Grin- 
ders at work on gin castings. 


. Black & Decker Portable Grin- 
der being used for grinding 
steel window frames. 


. Black & Decker Portable Grin- 
der held in vise, used for buffing 
small castings. 


4. Black & Decker Portable Grin- 








der at work on steel bars. 


. Black & Decker Portable Grin- 
der being used on engine 
block castings. 


. Black & Decker Portable Grin- 
der being used on pedestal 
casting. 


. Black & Decker Portable Grin- 
der being used for buffing and 
polishing soda fountain equip- 
ment. 


. Black & Decker Portable Grin- 
der used for surfacing concrete. 
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Research Proves the Economic 
Importance of the Distributor 
(Continued from page 18) 
value of industrial distributors exists 
among users and manufacturers. This 
situation must be remedied, if dis- 
tributors are to assume their rightful 

position of service and profit. 
Obviously, there is but one effec- 
tive way of developing the proper 
appreciation among users and manu- 
facturers as to the economic import- 
ance of the distributor, and that is to 
put the facts now available concern- 
ing the distributor into the hands of 
users and manufacturers throughout 
the country. Such a program calls 


for organized effort, which in turn | 


takes money. 

A nation-wide campaign in the in- 
terest of economical industrial dis- 
tribution can have but one result—in- 
creased sales and profit for manufac- 
turers and distributors and lower 
costs for industrial users. The job 
needed to be done is a tremendous 
one, but the results to be obtained are 
unquestionably worth the effort. 


Merchandising Committee Plans 


for Future Progress 
(Continued from page 37) 


Those attending the meeting were: | 


F. M. Archer; H. W. Barclay, who | 


- . | 
was elected a member of the commit- | 


tee; D. S. Brisbin; C. A. Channon, R. 
M. Gattshall; F. J. Hofacker; H. R. 


Ireland; D. W. McAllen; A. E. 


Paxton; J. L. Pitts; L. G. Puchta; | 


and R. K. Hanson. Among the 
guests were: D. C. Jones, H. H 
Kuhn ; H. F. Seymour; H. E. Ruhf; 
A. M. Morris, and Howard Ehrlich. 


Eliminating Waste Through 
Market Determination 
(Continued from page 27) 

and to check against the data pro- 
vided by manufacturers on chart 
number two. 

4. Distributors’ Recapitulation 


Chart is used to tabulate the informa- | 


tion secured from the first three 
charts. It provides a clear picture of 
the market served, the industries 
which afford the greatest sales pos- 
sibilities, the products for which the 
demand is greatest and a true com- 
parison of actual business with po- 
tential. 

The plan, in the final analysis, has 
one outstanding objective—that of in- 
creasing the economic value of the 
distributor’s services through the use 
of practical methods of determining 
what, where and how to sell. 















































This symbol of ‘‘Tested 
Quality”’ appears on every 
container. It is the identify- 
ing mark of a super product. 


WHAT DO YOU MEAN?..-- 
TESTED QUALITY 


At every step in the manufacturing, tests for quality, accuracy, and strength 
are made. First, in the raw material itself to see that it is fully up to Neely 
specifications; then in the dies which are carefully checked with the master 
dies at stated intervals; then the product is ‘‘go” and ‘‘no go” or micro- 
meter gauge tested for accuracy of thread and dimensions; then run out 
over sorting tables to eliminate all that are not up to the Neely standard for 
fine finish; and finally when counted and packed in the new Neely factory 
sealed cartons. 


















‘“‘Tested Quality’ therefore stands for actual super-quality, ready to de- 
liver to 'discriminating buyers. Be sure to specify ‘‘Tested Quality” when 
you order Bolts, Nuts, Rivets, Rods, and Upset Forgings. 


NEELY oirrssurch ra. 









MILL SUPPLIES 
































° Man utacturer 
“Distributor 














‘Who Was Who at Washington 


| CAR MOVER CO., Appleton, 
Wis., Oscar Miller 

AL _ On WORKS, San Antonio, Texas, 
ce Cowan 

ALEXANDER BROS. CO., Philadelphia, Pa., 

E. Cook, J. Allan Machin 

ALLEN MFG. CO., Hartford, Conn., H. B. 
Grant, A. B. Jamison, Carl J. Meister, N. B. 
Steketee, W. C. Waldo 

AMERICAN PULLEY CO., THE, Philadelphia, 
Pa., Archie Chandler, Wm. R. Simpson 

AMERICAN SCREW CO., Providence, R. I., 
Wm. F. Henning 

AMERICAN swiss "2 AND TOOL CO., 
Elizabeth, N. J., L. D. Brodhead, P. F. 
Riechhelm, F. E Shurts 

APPLETON  . eae CO., Appleton, 
Wis., Otto C. Kar 

ARKANSAS MILL SUPPL Y CO., Pine Bluff, 
Ark., W. W. Taylor 

ARMSTRONG tad M MFG. CO., Chicago, IIil., 
Harry J. Blum 

ARMSTRONG "BROS. TOOL CO., Chicago, 
Ill., Horace Armstrong, Lennox F. Armstrong 
ATKINS, E. C., AND CO., Indianapolis, Ind., 
E. W. Clark, N. A. Gladding, C. J. Hendryx, 
Edward S. Norvell 


— Aa CHRISTIE CO., Chicago, Iil., J. 
G. Chr 

BEALS McC ARTHY AND ROGERS, INC., 
Buffalo, N. Y., Arthur B. Paull 

BEHR-MANNING CORP., Troy, N. Y 
M. Elliot, Lewis S. Greenlead, Jr. 

BELMONT PACKING AND RUBBER CO., 
Philadelphia, Pa., J. F. Clark, O. W. Wagner 

BENSON, THE L. A., CO., Baltimore, Md., 
L. A. Benson, G. Neserke, W. L. Reynolds 

BESLY, CHARLES H., AND CO., Chicago, IJIili., 
Edward P. Welles 

BILLINGS AND SPENCER CO., Hartford, 
Conn., W. Roy Moore 

BLACK AND DECKER MFG. CO., Towson, 
VMd., W. C. Allen, T. H. Belling, Arlington 
bf Clark, Jimmie Courim, E. F. Riebetanz, 
Edward M. Stuart 

BLUEFIELD HDWE. CO., Bluefield, W. Va., 
E. R. Burks 

BOND, CHAS., CO., Philadelphia, Pa., C. Car- 
ter Bond, Charles Bond 

BOND FOUNDRY AND MACHINE CO., 
Manheim, Pa., Lewis T. Williams, Morgan T. 
Williams 


.. Henry 


BOSTON W ov EN HOSE AND RUBBER CO., 
s Behr 
BRIGGS-W EAV ER | MACHINERY CO., Dallas, 


Tex., Jack B. D 
BRODERICK AND BASCOM ROPE CO., 
, K. Broderick, Fred Zimmer- 


BROWN NS SHARPE MFG. 
BU FFALO BOLT CO., North Tonawanda, 


Geen» . as BARKLEY CO., THE, 
x. €. ley 
"AND sU PPL Y CO., Balti- 


SHAFTING CO., 
CHRISTOPHER, J. ‘e CO., 
c y EV El LAND Y EWist DRILL 


CLIPPER BELT LACER 


COLU MBI A SU ie 3 Y 


G. elez 
COLUMBUS "pour WORKS CO. 


COLU MBI mo VISE 
CONOV ER M AST CORP. 


oe IDATED ASHCROFT HANCO( 
Bridgeport, Conn., R. D. Mariner 
CONTIN +e ‘ROOFING MILLS, Baltimore, 


Md., H. Fos 
cOUuc H AND “HEYLE, Peoria, Ill., L. E. 


Fo 

CRAMER HDWE. CO., INC., North Toua 
wanda, N. Y., John W. Cramer, Je. 

CRANE CO., Chicago, Ill, C. P. L. Moran 

CUSHMAN ‘CHUCK’ CO., Hartford, Conn., 
Harry W. Hultgren 

ae PRESS, INC., THE, Chicago, /!!., 
B. Sharp, Paul } 2 Weinberg 

CUTTER. WOOD AND SANDERSON CO., 
Boston, Mass., W. T. Ryan 


ANSER MFG. AND SUPPLY CO., THE, 
Weston, W. Va., W. J. Ballard 
DELTA ——. “WORKS, Philadelphia, [a., 


— R. AND. 1. _ INC., Passaic, N. J 
Benjamin A 


n Kei 
DILLON SUPPL Y CO., Raleigh, N. C., C. A. 


Dillon 

DISSTON, HENRY, AND SONS CO., Phi 
delphia, Pa., D. W. Jenkins, Albert L. Uhl 

DODGE MFG. CORP., Mishawaka, Ind., W. V 
French, E. S. Grant, F. T. O’Hara 

DOERMANN-ROEHRER CO., Cincinnati, 0., 
Michael Roehrer 

DONNELLEY, R. R., AND SONS CO., Chi- 
cago, Iil., C. F. Beezley, in & & Callahar in 

DUNCAN, R. C., COMPANY, ice 
Minn., R. C. Duncan 


_— MACHINERY AND SUPPLY CO., 
Norfolk, Va., Walter L. Graham 

EVANSVILLE SUPPLY CO., Evansville, Ind., 
F. J. Hofacker 


AIRBANKS CO., THE, New York, N. Y., 
. A. Cleary, Chas. L. Haslup, Geo. M. 


Naylor 
— HAR MACH. CO., Jacksonville, Fia., 
J. Larzelere : 
FERRY CAP AND SET SCREW CO., Cleve- 
land, O., H. A. Hall, R. J. Lally, H. D. 


North 
FOSS, Si J., CO., Springfield, Mass., Chas. H. 


Bum 
FLEXIBLE STEEL LACING CO., Chicago, 
Til., T. Carter, Hugh L. Coats 
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LIGHTNIN’ FAST 
PULLEY 
SERVICE 


MORE STOCK SIZES 
THAN EVER BEFORE— 
INSTANT DELIVERY! 























Increased range in BROWNING Pulley stock sizes. . . . Greater selling advantages for 
you. . . . Greater service facilities than ever before! Nearly 3000 standard-size BROWN- 
ING Paper Pulleys, ranging from 114” to 14” diameter in solid pulleys and from 18” to 
48” in the new interchangeable-hub split pulleys. This enormous stock is at your com- 
mand! Instant shipment to you or direct to your customers. And it is important, too, that 
today’s BROWNING Pulley is the result of almost fifty years exclusive manufacture of 
pulleys. In BROWNING Pulleys you sell your customers GUARANTEED perform- 


ance. .. . Write at once for our revised size and price list. 


THE OHIO VALLEY WORKS, INC., Maysville, Kentucky 


Division of General Fibre Products, Inc. 


NEW. LOWER PRICES ee Substantial price reductions have been made on 

- agen ra ie this popular, time-saving keystock. In 24-inch bars, 
ON BR OW NIN G for mounting gears, pulleys, couplings and sheaves. . . 
Nererr wevernery You'll find BROWNING Offset Keystock a highly profitable 
OFFSE) KEYSTOCK item. Write for price sheet. 


BROWNING 





PAPER PULLEYS 
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FULTON SUPPLY CO., Atlanta, Ga., Geo. 
Winship 
Te fa AND BOLT CO., Chicago, 
GASTONIA MILL SUPPLY CO., Gastonia, 


C., Wm. D. Anderson 
CBARS AND FORGINGS, Cleveland, O., R. B. 


Tri 
GEORGIA SUPPLY CO., 


Savannah, Ga., W. S 
Blun, F. M. Brooks 
GILMER CO., L. H., Philadelphia, Pa., G. F. 
Lane, + D. Quinn, Robt. Woodside 


LAKES SUPPLY CO., Chicago, Iil., 


A. Channon 
G OODRIC H, B. F. - BBER CO., Akron, O., 
A. E. Coffin, J. H. Connors, L. H. Chenoweth 
G re EAR TIRE AND RUBBER CO., Akron, 
, W. D. Bradshaw, C. P. Joslyn, C. P. 


Parker 

GRATON AND KNIGHT CO., W. orcester, 
Mass., R. W. Chandler, John C. Ruf, 
Drayton 

GREENE, TWEED AND CO., New York, N. Y., 
Frank 3 Hill 

ar ay a FILE CORP., New York, N. Y., 


J. Gonzalex 


H ARDWARE AND SUPPLY CO., Akron, 
O., ma . Kuhn 
H ARRIS, SAMUEL, Hit.. 
Wendell H. Clark 

HELLER BROS. CO., N. J., Fred H. 
Stout 

HEWITT GUTTA PERC “s RUBBER CORP., 
Philadelphia, Pa., R. W. Ford, John T. Potts, 
Thos. Robins, Jr. 

HOGGSON AND PETTIS MFG. co., 
Haven, Conn., Norman T. Bacon 
HOLO-KROME SCREW CORP., Hartford, 
Conn., E ~ a Russ Gregory, Wm. A. 

Purte “ll, W Stauble 
HOME RU BBE -R CO. 


J. Griggs 


lic ELECTRIC 


ago, lil... G. C. 
INDIANAPOLIS 
MFG. CO., 
man 


AND CO., Chicago, 
Newark, 


New 


Trenton, N. J., Walter 


VENTILATING 
Breidert 

BRUSH 
Indianapolis, 


CoO., Chi- 
AND 


BROOM 
Ind., W. 


Cross- 


, CO., Conn., F. C. Barker 

Net w York, N. Y., Alfred 
Engle, Jas. R. ite 

JOHNS. MANVILLE CORP., 
Magruder Craighead, C. ¢ 


Lemaux 
JOHNSON AND JOHNSON, 
N. J *. Nason Mz 


JONES. W. A., 


New York, N 7, 
Johnson, I. W. 
New Brunswick, 
. AND MACH. CO., 
Chicago, Ill., W. H. Ostring, John A. Sizer 
JONES AND LAUGHLIN STEEL CORP., 
Pittsburgh, Pa., Wm. Miller, G. C. Shidle 


| I 


Wilkinson 
KINSEY CO., E. A., 
J. Radcliffe, O. C. 


Cco., Ww. 


Ww. 


Williamsport, 


THE, 
Scott 


Pu, H. 


Cincinnati, O., 


ae AND SESSIONS CO., Cleveland, 


O., Roy E. Huffenmyer, H. P. Ladds, John 
M. G. Parker, D. T. Young 

LANDIS, REE D G., CO., Reed G. Landis 

LEU, HARRY P., INC., Orlando, Fla., Ernest 
McCarthy 

o be SUPPLY CO., Memphis, Tenn., T. W. 

LIBBEY GLASS MFG. CO., Philadelphia, Pa., 
J Farr 

LINK’ BELT CO., Indianapolis, Ind., R. S. 
Dyson 

LOGAN HDWE. pli a CO., Logan, 
W. Va., G. T. McTi 

LUMEN BEARING CO. * Buffalo, , ae et Ae F 
Hoeffler, M. B. Patch 

LUNKENHEIMER CO., THE, Cincinnati, O., 


Harry A. 
Jones 


Burdorf, W. M. Hood, David C. 


Ma AFFREY FILE CORP., Philadelphia, 
W.. Bellin em 
MeCLUNG, c CUR, 


Knoxville, Tenn., N. J. 
McGOW IN- LYONS HDWE. AND SUPPLY 
CO., Mobile, Ala., Mark Lyons 
McGRAW HILL PUB. CO., New York, N. Y., 
W. E. enned 
McLEOD LE ATHER we BELTING CO., 
Greensboro, |! T. McLeod 
MADDOCK AND. C O.. Y hdladeiphn Pa., Percy 


G. Maddock 
M be AND BOL T 
C. S. Duvall 
MECHANIC AL RUBBER CO., Cleve 
John F. — B. F Ruether, J. W. 


AND NUT CO., 


Baltimore, 


pland, O.., 
Webster 


MERSICK, AND CO., New Haven, Conn., 
Edward B mt 

MIDEKE SU P a *L Y CO., Oklahoma City, Okla 
Leo A. Midek 

— ~_ a AL EX ANDER, CO., THE, Balti- 

fd., L. D. Denton, S. Trippe 
MIL L ‘ens FALLS C O., Greenfield, Mass., Geo. 
- Hatch 





W. C. Allen, vice-president and sales man- 
ager of the Black and Decker Manufac- 
turing Company, Towson, Maryland. 





MILL SUPPLIES, Chicago, Iil., 
lich, E. W. =e Walter J. 
A. M. Morris, A. E. Paxton, H. E. 

MINNESOTA MINING AND MFG. 
Paul, Minn., J. C. 
Traendly 

MOLINE MALL EABL E IRON 
hia, Pa., Harry J. Ferguson 

MOORE-HANDLEY HDWE., CO 
Ala., J. M. Bates 


€o.. 


Howard 


Ehr- 
Holmes, 
Thayer 
CO., Sz. 


Duke, Geo. H. Halpin, V2 F. 


Philadel- 


. Birmingham, 


ine MACHINE AND SUPPLY 


CO., Nashville, Tenn., T. C. Keeling 
NATIONAL TUBE CO., Atlanta, Ga., Henry 
P. Nelson 
NICHOLSON FILE CO., Providence, R. I., 
J. H. Collier 

NOLAND CO., INC., Roanoke, Va., V. A. Vail 


NORVELL-WILDER SUPPLY cO., B 


eaumont, 


Tex., T. L. Lewis 
HIO VALLEY PULLEY WORKS, INC., 
Maysville, Ky., Laurance L. Browning 
OL “hea BROS., INC., New York, N. Y., J. H. 
Oliv 
OLIVER IRON AND STEEL CORP., Pitts- 
burgh, Pa., Geo. T. Bailey 
OSBORN MFG. CO., Cleveland, O., D. W. 
Titgemeyer, Lloyd H. Weber 
OTTEMILLER, WM. H., CO., York, Pa., Wm. 


H. Ottemiller 


Peck STEELE, AND FLAGG CO., New 


Haven, Conn., Fred H. P 
PARKER, CHAS., CO., 

H. B. Morris 

4 ATTISON, W. M., 
O., P. O.' Boylan 

PEDEN CO., Houston, 

PEERL Pe MILL 

aylor 


Fu We 
PIERC ~ fipwe. 


Pie 
PIT TSBU RGH 
Pittsburgh, Pa., H. J. Cas 
PITTSBURGH SCREW 
Pittsburgh, Pa., W. T. 
PITTSBURGH STEEL CO., 
W.. Steytler 
PORTER, H. K., 


age 


Meriden, Con» 


Tex., BD... 
SUPPLY CO., 


Pec 
Bu 
CO., Taunton, 


AND 


Mass., 
GAGE 
BOLT 


INC., Everett, 
F. M. Detlefsen, James G. Geddes 
POSITIVE LOCK WASHER CO., 
i ea * ha W. Beckwith, W. B. 


E. Ros 
PC WELL, WM., 


Hust 
PULMOSAN SAFETY 
Brooklyn, N. Y., 


CO., Cincinnati, O., 


EQUIP. 


SUPPLY CO., C 


SUPPL 


i: eo. ee 
leveland, 


len 


ffalo, N. 
Bion L, 
= CO. 
CORP., 


Philadelphia, Pa., 
Mass., 


John 
Newark, 


Pickup, Elmer 


Wm. C. 
CORP., 


, Frederick Wahlert 
PYRENE MFG. CO., Newark, N. J., J. P. 
Maloney 
UEEN CITY SUPPLY CO., Cincinnati, O., 
Geo. Puchta, L. G. Puchta, W. E. Butler 
ov go CO., INC., New York, N. Y., W 
Gaylord, Jr., W. S. Quigley 
he CO., THE, Detroit, Mich., B. H. 
Ackle 
REPUBI. a RUBBER CO., THE, Youngs- 
town, C. P. Conklin, R. M. Gattshall 
REPU BL ic IRON AND_ STEEL CORP., 
Youngstown, O., John C. Chase, Geo. E. Clif- 
ford 
RICHMOND BELT DRESSING MFG. CO., 
Richmond, Va., H. L. Jobson 
ROOT NEAL AND CO., Buffalo, N. Y., H. M. 


Pritchard 
ROSS-WILLOUGHBY 
O., W. C. Hunter 


CO., THE, 


KF INDUSTRIES, 
D. W. McAllen, W. 
SAN ANTONIO MACHINE AND 
CO., San Antonio, Tex., C. C. 
SATTERLEE, F. E., co.. 
F. H. Satterlee 


INC., New 
E. Mcllroy 


Minneapolis, 


York, 


Columbus, 


Ne Bus 


SUPPLY 


Krueger 


Minn., 


SCHIEREN, CHAS. 
Walter T. Bogart, D. H. McP 

SHERMAN, H. B., MFG. Con “Rattle Creek, 
Mich., J. T. Cobb, E. D. Sperry, a 


Webber a 
SIMONDS —_ AND STEEL CO., New Or- 
leans, La., H. Myers, R. A. Shaffer 
SKINNER CHUCK CO., THE, New Britain, 
Conn., Robt. B. Skinner, Percival D. Taylor 
SKINNER, M. B., Co., South Bend, Ind., K. 
Merrill 
a ig — STORE CO., St. Mo., 


Con 
SMITH COURTNEY CO., Richmond, 
Alvin M 
SMITH AND PEARSON, INC., Auburn, N. Y., 
Robt. W. Taylor 
SOMERS, FITLER AND TODD CO., Pitts- 


A... CO., ll hig N. Y., 


Louis, 


Va., 


burgh, Pa., Wm. T. Todd, Jr. 

STACY, E. S., SUPPLY CO., AND BRIERLY 
LOMBARD CO., Springfield, Mass., G. W 
Donahue — 

STANDARD yg ae SUPPLY CO., 
Washington, D. C., G. Stewart : 

ag mong oa PRESSED STEEL CO., Jenkin- 


Robert A. Barker, R. S. Mast 
STANDARD SUPPLY AND_ EQUIP. CO., 
Philadelphia, Pa., Robt. F. Blair, Vance C. 


1 ~ 
STANLEY ELECTRIC TOOL CO., THE, 
New Britain, Conn., R. W. Chamberlain, L. M. 


Knouse 
STOCKHAM PIPE AND FITTINGS CO., 
Birmingham, Ala., J. W. Stanfiel 
STRELINGER, CHAS. A., CO., THE, Detroit, 
Mich., A. E. Harland 
STRONG, CARL iS: ¢ — HAMMOND CO., 
Cleveland, O., H. H. Sm i 
SUPERIOR SUPPLY CO. M Bluefield, W. 
WwW. C. 


F. M. Archer 
ee. HDWE. co.. 
Lamber 


SYRACU ‘SE SUPPLY 


Pa., 


Va., 
Johnstown, Pa., 


CO., Syracuse, N. Y., 


P. Ridings, Harold E. Torell 
AYLOR IRON WORKS AND SUPPLY 
CO., Macon, Ga., E. Adams, J. . Fulghum 


TAYLOR PARKER CO. FS orfolk, Va., Jesse H. 
Parker, Chas. P. Cato, Eugene 4 Parker 
baa Sos m. BD. CO, Bagel, N. Y¥., 0. j- 


8 Avte L OR, WM. * AND CO., INC., Allen 
town, Pa., Theo. E. Hazell : : 
TENNESSEE MILL AND MINE SUPPLY 
CO., Knoxville, Tenn., H. L. Miller : 

¥ : XTILE MILL SUPPLY CO., Charlotte, N. 


J. H. Bobbit, Jr., Fred W. Glover / 
T (DEW ATER SUPPLY CO., Norfolk, Va., 
A. Beasley _ 
TOOL "al hs M. K., CO., Pawtucket, R. I., Frank 


- 

TORCHW ELD EQUIPMENT CO., Chicago, IIl., 
W. A. Slack 

TRACY, LEWIS E., CO., Boston, Mass., R. 


E. Abbott 
TRIMONT MFG. CO., Boston, Mass., 


ac 
TURNER SUPPLY CO., Mobile, Ala., 
M. Schramm 


Edward 


Howard 


| — eS. Co... a Senin Conn., E. I. 
Stevens, Carl S. Newm : 
UNITED STATES EL ECTRICAL TOOL CO., 

Cincinnati, O., H. 


UNIVERSAL ‘BEARING. "METALS CORP., 
Rochester, N. Y., E. P. Langwort 
UNIVERSAL VALVE 


AND FIT’ TINGS co... 
THE, Cleveland, O., H. P. Gibbons, G. V. 
Goodbold 
UPSON-WALTON CO., Cleveland, O., F. J. 

Hemler 


\ AN Does ELECTRIC TOOL CO., Tow- 
son, Md., G. Horner 
VICTOR SAW WORKS, INC., Middletown, 
N. Y., William E. Cross, Carl Lubken 
VIRGINIA MACH. AND WELL CO., 

Richmond, Va., Chas. F. Cole 
VORTEX MFG. CO., THE, Cleveland, O., Be 
E. Williams 


W. ALWORTH CO., New York, N. Y., F. 


INC., 


Jackson, W. E. Stevens 
WARKE N BELTING C o.. t sasiamiciie Mass., 
L. Barrett, J. Mu Lat Lae 
WwW E ST ERN AU TOMATIC. * MACH. SCREW 
Elyria, O., W. W. Kimbrough 


W MI TE TOOL AND SUPPLY CO., Cleveland, 
Ellsw 


H. rth 
WHITEHEAD BROS. RUBBER CO., Trenton, 


| a ; 
WILLIAMS, + +14 WAND pa New York, N. Y., 
W. M. Silliman, W. : 4 N ilcox 
WOOD’ 7 Ee. Mee Sons. CO., Chambersburg, 
Pa., Wm. H. Hishes F. L. Marshall 
WRIGHT MFG. CO., Bridgeport, Conn., Rich- 
ard F. Straw 


¥ ALE AND TOWNE MFG. CO., Stamford, 


Conn., F. A. ea. Cc. O. He Iner, Robt. B. 
Kite, ‘Geo. Sher 2 
YOUNG STOWN. MHEET AND TUBE CO., 


Christopher, I. G. 
E. Nettleton, H. E. 


Youngstown, O., G. W. 
Crocker, Walton Ford, H. 


Richardson. 
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The Morse Line 
includes 


High Speed and Carbon 


DRILLS 
REAMERS 
CUTTERS 

TAPS AND DIES 
SCREW PLATES 
ARBORS 
CHUCKS 
COUNTERBORES 
MANDRELS 
TAPER PINS 
SOCKETS 
SLEEVES 











UST as the chips of a workman area 
definite indication of his ability, so 

a cutting tool is known by the amount 
of uninterrupted work it can produce. 


Morse Tools, because of their ability 
to turn out uninterrupted work, 
have acquired a reputation that makes 
them active sellers. Stock this 
line of quality cutting tools for in- 
creased turnover and greater profits. 


MOR SE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD. MASS.,U.S.A. 





‘Al Workman is Known hy His Chips’ 
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Have You Heara That-- 


Up-to-the-minute news from the field 


about INDUSTRIAL DISTRIBUTORS 


and their salesmen 








Central Rubber Acquires Hide 

Leather Company 

HE Central Rubber and Sup- 

ply Company, Indianapolis, 

recently purchased from the 
receiver of the Hide Leather and 
selting Company, also of Indianap- 
olis, the entire stock of mill supplies 
and automotive accessories of that 
company, together with the furniture 
and fixtures and all the machinery 
used in manufacturing belting. The 
copyrights, patents, and good will of 
the business were also taken over. 
The entire business is being moved 
into the acquiring company’s old 
building as rapidly as possible. 

The Central Rubber company ex- 
pects to continue to manufacture the 
same brands of belting formerly 
made by the Hide Leather and Belt- 
ing Company and continue marketing 
the Hilab line of accessories. 


* sd * 


Weller Supply in New Location 
After being established in the same 
location for 27 years the H. P. 


Weller Supply Company, Erie, 
Pennsylvania, has moved to a fine 
new location at 11-13 West Eleventh 





This fine new store and warehouse building into which the Warren 
and Bailey Company, Los Angeles, has just moved, is the fourth 
building which this 40-year-old company has occupied. The front 
portion is used as office and store and is designed to accommodate 


another story. 


Street. The building is 40 feet by 
125 feet, three stories high and has 
a new 25,000 pound capacity electric 
freight elevator. As it was formerly 
occupied by a wholesale and retail 
furniture house the show windows 
are especially extensive. 

H. P. Weller, president, reports 
that these fine show windows, large 
back storeroom and central location 
“are going to force us to carry a 
larger stock of mechanic’s tools.” 

* * * 


Gill Leaves Holley-Mason 
Roy R. Gill has resigned his posi- 
tion as vice-president of the Holley- 


Mason Hardware Company, Spo- 
kane, Washington. After a vaca- 
tion of two or three months in 


California Mr. Gill will return to 
the Pacific Northwest to accept a 
new position, which he will an- 
nounce at that time. 

He has been with this company 
for twenty-eight years, as manager 
for the last twenty. Mr. Gill has 
also been prominent in public af- 
fairs, having been chairman of the 
executive committee of the Colum- 
bia Basin Irrigation League since its 
beginning eleven years ago. 


News from the Petter 
Company 

Henry A. Petter of the 
Petter Supply Company, Paducah, 
Kentucky, is back on the job again 
after enjoying an extended sojourn 
in Miami, Florida. 

C. T. Morgan of Benton, Ken- 
tucky, formerly with the Westing- 
house Electric Company, is now rep- 
resenting the Petter company in the 
western Kentucky and western Ten- 
nessee territory. 

Deister vibrating screens and Neff 
and Fry storage bins are two new 
lines recently taken on by this firm. 

es 4 


Supply 


Henry A. 


Yakima Hardware Company 
Prominent in Civic Project 
The Yakima Hardware Company, 
Yakima, Washington, has been busy 
lately in furthering a hotel project in 
the city. Prominent citizens of 
Yakima subscribed to $150,000 of the 
bonds of the Natches Hotel Corpora- 
tion which will put up a 15-story 
hotel, and the Hardware company 
was active in the plan. W. A. Bell, 


president, was on the soliciting com- 
mittee and Al Darling, sales manager, 





This interior view of the new Warren and Bailey building, sug- 
gests the extent of the stock carried. The entire building measures 
110 feet wide and 360 feet deep. The company carries a gen- 
eral line of belting, packing, hose, as well as a stock of cold 


storage insulation materials. 
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Demand has made RED STREAK HACK 
SAW BLADES the fast selling tools they 
deserve to be. Wide-awake dealers in 
“©%& | every section, recognizing the sales possi- 

E bilities of these distinctive HACK SAWS 
a “| —the Blade with the RED END and the 

™& Blade with the RED BACK EDGE—are 
| stocking and selling them fast. 


Get your share of hack saw profits with 





these blades. Higher quality and higher 
cutting efficiency. 


Write us about hack saws now. 


SIMONDS SAW AND STEEL CO. 


"The Hack Saw Makers” 
ESTABLISHED 1832 FITCHBURG, MASS. 


Branches throughout the United States and Canada 





SIMONDS 


High Tungsten Blades With The RED END 
RED STREAK High Speed Steel Blades 


With The RED BACK EDGE 
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Aleoa Alloy 


ALUMINUM 


makes this the World’s 


Lightest Weight 
Hoist 


(with Certified Safety) 













SAFETY GOVERNOR*™ 
(Sealed at Factory) 





vas 
= I 





ma pr pe > a pom, pe B= 
nn —" 
Sy RF ep Oe ee wt 


Patents Applied For 


AI-LITE 


Alcoa Aluminum Alloy 
SAFETY HOIST 


\ revolutionary step in chain hoists—and in safe hoisting. 
... New Al-Lite is % lighter than the ordinary hoist, yet 
just as strong, just as efficient and costs no more. Patented 
Safety Governor automatically indicates and prevents 
overload in excess of 50%. Bright red Load Hook, Tilting 
pa : a 
lop Hook, Adjustable Load Brake and many other special 
features. Send for full particulars. 


CHISHOLM 








-MOORE HOES T COR? ., 
Se + 


TONAWANDA, WN 
In Canada: McKinnon-Columbus Chain Limited, St. Catharines, Ont. 


CHISHOLM-MOORE 


CHAIN HOISTS ELECTRIC HOISTS 
TROLLEYS CRANES 











Buy It Through Your Distributor 











helped him out on the project 

Now that a fine highway is being 
run through from Yakima to Ta- 
coma, passing by the base of Mt. 
Ranier, Yakima will be the eastern 
gateway to the Mt. Ranier National 
Park and tourists from the east may 
pause at this fine hotel and prepare 
for the leisurely trip through the 
great irrigated orchards and up the 
Natches Gorge to Mt. Ranier. 

And it might be said to those in- 
dustrial distributors who contemplate 
such a trip, and who are going to take 
their clubs, that they should look up 
Al, and have him take them out to his 
club where they play irrigated golf. 


* * ¥ 


Great Lakes Supply Makes Addi- 
tions to Sales Department 


L. G. Heath, W. M. Schulz, and 
A. M. Zimmerman are now mem- 
bers of the Great Supply 
Company’s sales department. Mr. 
Heath is manager of sales promo 
tion; Mr. Schulz, salesman for cen- 
tral Illinois, and Mr. Zimmerman, 
city sales department. 


Lakes 


* * * 
Central Supply Becomes Affili- 
ated with Manufacturer 


Announcement is made of the af- 
filiation of the American Radiator 


and Standard Sanitary Corporation 
with the Central Supply Company, 
Minneapolis. The Central Supply 





E. P. Welles and his wife spent several 
weeks this spring in Scottsdale, Arizona, 
where they enjoyed horseback riding and 
other sports. Mr. Welles is president of 
Charles H. Besly and Company, Chicago. 
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e~Dumore Company 


O° 
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we 
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="LEG WORK” 


= IS AN IMPORTANT 
4 PART OF SELLING... 
UMORE PRINTED PIECES 

SAVE A LOT OF STEPS 


Nothing takes the place of “leg-work” in selling goods. Well prepared sales 
literature will save a lot of time and steps, however. 






Tools, like precision grinders, are bought largely on performance. The prospect 
wants to know what they can do for him. Dumore printed pieces tell just that: 


Precision Grinding: An authoritative technical treatise on precision grinding. 
A valuable reference work on the subject, profusely illustrated with actual 
grinding set-ups. 


1/10,000th of An Inch: An interesting exposition of precision production,— 
gauging, tolerances, limits, and specifications, compiled by a technical authority. 
Tap Drill Chart: A handy reference chart on tap drill 


sizes. 


Use these selling aids whenever you can. Write us if 
you need a supply. 


aec.¥ S$. far Oo 


HIGH-SPEED 
THE DUMORE COMPANY [FSI 
101 16th STREET RACINE, WISCONSIN 


Makers of Dumore Precision Grinders and Dumore Fractional H. P. Motors. G 34 | N |) E R Ss 


ONE OF A SERIES OF ADVERTISEMENTS 
EXPLAINING DUMORE COOPERATION WITH 
INDUSTRIAL DISTRIBUTORS AND THEIR SALESMEN 








DUMORE MIDGET 
A small, general utility 
grinder for bench lathe and 
offhand grinding. 1/20 H. P. 
motor, speeds to 20,000 
R. P. M. 





No. 1 JG 
A sturdy, compact, extremely 
accurate grinder for the small 
machine shop and tool room. 
Spindle Paes: 4 15,000 R. P.M. 





No. 2 OG 
Especially adapted to the 
grinding of lathe centers and 
other external grinding opera- 
tions. Has special attachments 
for use of carborumdum pen- 

cils and pencil wheels. 





No. 2 AG 
For all grinding operations 
where extreme accuracy is re- 
quired. Speeds of 10,000 to 
30,000 R. P. M. on both ex- 
ternal and internal grinding. 





. 
No. 3 

Adapted to a wide range of 

operations — grinding small 


openings and large internal 
work. 14, H. P. motor. Speeds 
of 3600 to 40,000 R. P. M. 





No. 5 
Designed for production with 
precision, 2 H. P. motor, 
speeds 4,000 to 35,000 R., 
P. M. Interchangeable quills 
for internal and external 
grinding or special work. 





No. 7 
A production tool of extreme 
accuracy. Built for continuous, 
heavy service. *, H. P. mo- 
tor, speeds with various quills 
range from 4,000 to 27,000 
R. P. M. 
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Large Plants 


They're All 
in the 


Market 


and 
Small Ones 











Merely Stock Items? 
Not by a Long Shot 


CAPITAL “RED CAP” BRUSHES and 
BROOMS ARE REAL SALES LEADERS! 


If that statement raises any question in your 
mind, ask any one of the many distributors who 
are doing an aggressive and profitable selling 
job on CAPITAL products. 


The market for brushes and brooms is all 
around and about you—everywhere. But buy- 
ers are becoming more discriminating. They 
want brushes and brooms that will do their work 
most efficiently and most economically—just the 
kind we make. There may be an opening for 
representation on our line in your territory. 
Why not ask us? 










| Send for Catalog 
| 17 and details of 
our time-tested 
sales cooperation 
| plan. 











INDIANAPOLIS BRUSH & BROOM MFG. Co. 


ESTABLISHED 1890 


126 Brush Street Indianapolis, Indiana 











Just before the flight. These four men from 

the R. C. Duncan Company, Minneapolis, 

had the pleasure of taking a ride in the 

Black and Decker plane recently. They are: 

Nels Rudeen, Otto W. Nelson, Loring Lis- 
ter and Gust Dahlander. 


Company will be operated under its 

present name as a division of the 

American Radiator and Standard 

Sanitary Corporation without change 

in either official personnel or policy. 
a 


J. M. Tull Supply Adds 
Salesman, Line 

The J. M. Tull Rubber and Sup- 
ply Company, Atlanta, Georgia, has 
added Dick English to its sales force. 
He will cover southern Georgia. This 
company has also taken on a new line 
—that of the American Brass Com- 
pany. 

es -* 


| Pitts Heads Southern Hardware 


Association 

At the annual convention of the 
Southern Hardware Jobbers Associa- 
tion held at Edgewater Park, J. L. 
Pitts of the Brown-Roberts Hard- 
ware and Supply Company, Alexan- 
dria, Louisiana, was elected president 
of the association. He succeeds 
Harry Black of the Black Hardware 


Company, Galveston, Texas. 
. 6 2 


Smith-Meadow Adds New Lines 

Two new lines have recently been 
added to the stock of the Smith- 
Meadow Supply Company, Birming- 
ham, Alabama. They are the prod- 
ucts of the Cincinnati Rubber Com- 
pany, and of the Union Wire Rope 
Company. 

ens « 
Procter Entertains Merchandising 
Committee 

One of the pleasant features of the 
recent meeting of the Joint Mer- 
chandising Committee in Cleveland, 
was an evening at the home of R. W. 
(Doc) Procter. Mr. and Mrs. Proc- 
ter entertained the members of the 
group at dinner on the evening of 
May 14. 











JUNE, 1931 


MILL SUPPLIES 


SY 















His 
ea pe! SSS 


CRASHING THROUGH 
on the Trail of Greater Hack 


Saw Profits! 


Their popularity is sweep- 
ing the country as the 
name of that famous wolf 
pack swept thru the hills 
of old Scotland. 


~“NHOPS throughout the country that demand of 
. hack saw blades, high speed, long life, and the 

~ economies of increased production have turned 
to the Wolves of Lenox. 


Each blade uniform in quality and workmanship— 
attractively packaged—well advertised—priced to 
build up for mill supply dealers a rapidly moving, 
profitable account. 


Let us tell you of a sales plan we use to introduce 
these blades and to build steady sales for you. 


HERE TO STAY! 






“She Soots tn the Peaid Bor” 








LENOX 
HACK SAW 
BLADES 


Backed by a sales plan that 
assures you of steadily increas- 
ing hack saw business from your 
own customers and prospects. 
Eager to drive in greater hack 
saw profits—these rangy Wolves 
of Lenox are attractively pack- 
aged in plaid. 





AMERICAN SAW & MFG. COMPANY 
Springfield, Mass. 










ESESESEESESESRSEEESEESESESESESESESESESEIESESESESESESESES SSSSSSSSS 
TR ES 
RRRVIVRIAAAV A N LSU 2 a 
Sees i mSAtis WA VRS 
SRR SRERRRT ESS IAT D> ESS 
SSS ES BS BA Bs PASS 

BSSESSSSSR cere ee CEES TET SEE EERE ESET EET 
REE R EERE SESE SSSSeaege ~ 


Send today for 
your copy of 
“The Story of the 
Wolves of Lenox’’ 
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AKE graphite forms a 
protective layer prevent- 
ing metallic contact. This 
is the basic reason for the long 
wear and freedom from trouble 


when bearings are lubricated 


with DIXON’S Graphite Grease. 


By keeping bearings supplied 
with this lubricant, their life is 
extended indefinitely, adjust- 
ments being necessary only after 
long periods of service. A graph- 
ite-polished bearing surface re- 
duces friction to a minimum. 


DIXON supplies Graphite Cup 
Grease in six degrees of hard- 
ness. Tell us the conditions and 
we'll advise which DIXON Prod- 


uct to use for better service. 


Motors Compressors 
Stokers Machine Tools 
Line Shafts Conveyors 
Pumps Fans 

Engines 


SS An 
Joseph Dixon Crucible Company 


Jersey City 
104 YEARS OF 


New Jersey 


DIXON SERVICE 

















The Textile Mill Supply Company, Char- 

lotte, North Carolina, is located well out of 

the business district so that buyers have no 

trouble in parking when they drop in to 
look over the stock. 


Bunting Brass Appoints New 
Distributor 

The Bunting Brass and Bronze 
Company, Toledo, Ohio, announces 
the appointment of Haverstick and 
Company, Ford and Spring Streets, 
Rochester, New York, as exclusive 
distributor in the Rochester district 
for the company’s phosphor bronze 
cored and solid bars. 


* * * 


| Johnson and Company Represents 


Cleveland Firm 


Don F. Johnson and Company, 
Buffalo, has recently made arrange- 
ments with the Cleveland Pneumatic 
Tool Company, Cleveland, to repre- 
sent that organization in Buffalo and 
the surrounding territory on its line 
of pneumatic grinders, drills, chip- 
ping hammers, riveting hammers, 
and so on. 








Our photographer managed to sneak up on 
three salesmen of Industrial Supplies, In- 
corporated, Memphis, Tennessee, by being 
there on a Saturday afternoon. Left to 
right, they are: Fletcher B. Perry, D. Y. 
Wilson and S. A. Orrell. These boys are 
particularly sold on the “Sell Him Some- 
thing More” idea. They even attend meet- 
ings having to do with industrial affairs for 
the purpose of securing information about 
requirements. 








Cash in on the Starrett reputation 
for quality, known and respected 
by every man who buys-and uses 
fine tools—and cash in on the 
strong, consistent advertising that 
is compelling your customers to 
realize that Starrett High Speed 
Blades mean lower cost per cut. 


Ha 
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Starrett 


cksaws 


THE Lt. SS. STARREVT COC. 
World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes — Standard for Accuracy 
ATHOL, MASS., U. S. A. 
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It will pay you to recommend 
Starretts for Hacksaws just as you 


recommend Starrett Tools. 


Have you all the new Starrett 
Catalogs No. 25 “EG” and 
Starrett Hacksaw Books you 
need? 
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Don’t keep your 
},, Customers waiting 


When there is trouble in 
the boiler room, the plant 
shuts down. A eall for a 
steam specialty is likely to 
be a hurry call nine times 
out of ten. 


PRESSURE 
GAUGE 
Model “BOE” 






oor, The dealer who can supply 
Metta & water gauge, pop-safety 
valve or pressure gauge. 
and make quick delivery, is 
the man who gets the busi- 


ness. 


That’s one reason why 
it pays to stock the 
“Lonergan Line.” 


WATER 
GAUGE 
Model “USN” 











THE 


we, <Lonergan> 


Model “WV” 











LINE 


Pop Safety Valves 
Relief Valves . . . Steam Gauges 


Hydraulic Gauges 





POP Air Gauges ... Water Gauges 


Savery Pressure and Temperature Gauges 
ALVE 


Model “KDP” Test Gauges ... Gauge Boards 
Oil Gauges . . . Clocks 


Counters . . . Gauge Cocks 





Steam Gauge Syphons 


Lubricating Specialties 


WATER 
VALVE Sold by Jobbers 


Model “H™ 


Everywhere 





J. E. LONERGAN CO. 


209 Race St., Philadelphia, Pa. 


Established 1872 














A. H. Taylor, treasurer and manager; and 
H. N. Keighley, assistant to the manager, 
of R. R. Street and Company, Chicago. 


Leighton Supply Increases Lines 

The Leighton Supply Company, 
Fort Dodge, lowa, has added sev- 
eral new lines to its stock, including 
wire products of the Continental 
Steel Corporation, Kokomo, Indi- 
ana; shovels, spades and scoops of 
the Ames Shovel and Tool Com- 
pany, North Easton, Massachusetts, 
and manila rope made by the Colum- 
bian Rope Company, Chicago. 

x ok x 


Comments on Business Conditions 

“On the upgrade” is the comment 
on business which comes from the 
L. G. Isaacson Company, Aberdeen, 
Washington. The Kane and Keyser 
Hardware Company, Belington, West 
Virginia, says, “The drop in April, 
1931, as compared with the same 
month in 1930, was less severe.” The 








“ci 
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| George Becker and P. Richardson, salesmen 


with the Casanave Supply Company, Phila- 
delphia. 
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STOCKHAM FITTINGS 


~for straight lines and strength 











| CAST IRON 
Screwed Drainage 
Flanged Sprinkler 
MALLEABLE 
Standard Extra Heavy 
Hydraulic Oil Country 
Railroad 300 lb. Fire Line 
ELECTRIC 
CAST STEEL 
Screwed Flanged 


STOCKHAM 


RETURN BEND 
for Cracking Stills 














Every man who works with tools recognizes the time-saving that 
comes from accuracy—accuracy of workmanship and accuracy in 
the materials he uses. That is one reason why Stockham Fittings are 
increasingly demanded by exacting pipe line erectors. For build- 
ings of every type, for power plant use, for power application, for 
pipe lines in industry, for steamships, for locomotives, for sub- 
surface gas lines, for oil production and refining,—Stockham Fit- 
tings can be depended upon for easily making up straight lines 

with leakproof joints and to stand, without strain, the service for 
which they were designed and made. 











STOCKHAM PIPE & FITTINGS COMPANY, Birmingham, Alabama 


Stocks in Boston, New York, Chicago, Houston, Los Angeles 
: ’ dp ae 
Buy it from the Dustributor 
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F aith 


For over 40 years Armstrong Bros. Tool Co. have kept faith with their dis- 
tributors, have protected prices, have carried out their unwritten guarantee, 
have at all times maintained quality. Today, in these times when some are 
talking “exceptional conditions” and “expediency,” this company is still main- 
taining its established policy of standing back of its dealers, is constantly 
improving its products so that ARMSTRONG TOOLS remain the best that 
can be made. 
There are no “seconds” among ARMSTRONG WRENCHES 
ARMSTRONG —no specially named, partly finished or off-standard wrenches 
Wr |} prepared for under-price markets. Each ARMSTRONG 
‘ WRENCH must be a perfect tool, must be worthy of the name 
ARMSTRONG and the Arm-and-Hammer Trade Mark or be 
destroyed. That is why tool buyers recognize the worth of 
ARMSTRONG WRENCHES, why they expect no special 
prices, why these wrenches always give complete satisfaction 
and build repeat business. You can never go wrong on 


an ARMSTRONG line. 
ARMSTRONG-VANADIUM WRENCHES 


Forged from Chrome-Vanadium Steel, these wrenches are 
DIUM longer, lighter, thinner yet stronger than any carbon 
wality steel wrench. They have thin, pene- 
trating heads, with lean tapering 
jaws that take a firm grip where 
other wrenches cannot reach. They 
are guaranteed not to break or 
spread. 


Write for Catalog B-27. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. Francisco Ave. CHICAGO, U.S.A. 


prop SY FORGED! 
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Bu t 
ARMGFRONG 
TOOLS from your 

Supply House 4 
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ARMSTRONG a es 

VANADIUM or 7 A 
Drop-Forged Wrenches ~ 
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These attrac- i) ney ee 
tive Stock ; 
Display 
Boards, “‘automatic sales- 
men,” are furnished free. 
Special boards, finished to 
match store furnishings 
are available. 








Nashville Tractor and Equipment 
Company, Nashville, Tennessee, re- 
ports that conditions were much im- 
proved in April and May over Janu- 
ary, February, and March. 


- =e 


Hibbard, Spencer, Bartlett 
Booklet 


Hibbard, Spencer, Bartlett and 
Company, Chicago, has just pub- 
lished a booklet on its facilities for 
handling mill supply business, stress- 
ing the lines carried, and listing the 
means employed by the company for 
serving the mill supply user. 


* * * 


Rettig and Sons in New Building 
F. J. Rettig and Sons, Wabash, In- 
diana, formally opened its new build- 
ing at 233 South Miami Street, May 
16. The building has been completely 
remodelled from top to bottom. 


* * x 


Denver Fire Clay Appoints New 
Distributors 

The Denver Fire Clay Company, 

Denver, Colorado, announces the ap- 

pointment of two new distributors: 

Peden Company, Houston, Texas, 

and the E, L. Wilson Hardware 


| Company, Beaumont, Texas. 








| This is Don F. Johnson. He is president of 
| Don F. Johnson and Company, Buffalo, 

New York. Not so long ago this company 
| changed its official address to 156 Main 
| Street, but did not move as it is located at 
| the flatiron corner of Terrace and Main 
Streets. 
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HAT EVERY BUYER 
EXPECTS OF EVERY 


DISTRIBUTOR 




































1. Accurate Information 


Good buyers never buy blindly. That's why we systematically furnish 
you and your salesmen with accurate cost and working data... with 
full information about service applications... with technical matter for 
the technical man, and with concrete, simplified matter for the non- 
technical man. We show how Daytons are made...all about their 
strong and exclusive features. 

And you can always point to typical installations of Dayton Cog- 
Belts in similar plants. 

This information is the kind that helps your salesmen to make sales. 
And it is accurate. 


2. A modern product 
which lowers production costs 
Manufacturers are particularly interested today in “modernization” 
... in equipment which cuts costs. 

Dayton Cog-Belt Drives are easily installed, are inexpensive, and 
are one of the most efficient known means of reducing the cost of 
power transmission. Read the list of their outstanding advantages 
shown below. 

3. Prompt Deliveries 
When your salesmen sell Dayton Cog-Belt Drives, they can promise 
and make good on prompt deliveries. There is always a large stock 
of Dayton Cog-Belt Drives immediately available. And District Sales 
Offices are equipped to assist distributors’ salesmen at all times. 

Finally, Dayton Cog-Belt Drives plus Dayton cooperation are not 
only valuable for their own sake but are equally valuable as a key 
to new accounts ... leading to sales of other modern equipment. 

Let us supply you and your salesmen with complete information. 
Send for a sample section of the belt and for a Cog-Belt catalog today. 


THE DAYTON RUBBER MANUFACTURING CO. 
DAYTON, OHIO 





La 8) 





COMPLETE DRIVES— PULLEYS AND BELTS — 
IN STOCK. ALL RATIOS, 2 H. P. TO 100 H. P. 


OUTSTANDING ADVANTAGES 
OF DAYTON COG-BELT DRIVES 





1. Minimum space required. 2. Positive speed 
control. 3. Rugged .. . long life. 4. Smooth 
starting and running. 5. Vibration eliminated. 
6. Less maintenance. 7. Less adjustment. 
8. Quiet. 9. Clean. 10. Easy on bearings. 


DAYTON COG-BELTS ARE “BUILT TO BEND” 
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FAIRBANKS VULCABESTON 


Renewable 


AA AAAAAAAAAAAAAAL 





These Fairbanks Globe and Angle 
Valves are guaranteed in the service 
for which we recommend them. . . 
steam working pressures up to 150 
pounds. Their superior construction— 
every part renewable—and low price 
make them the logical choice of vour 
customers. . , . Vulcabeston ring discs 
are made of a compound of asbestos 
fibre saturated with rubber and other 
materials . .. and vulcanized under hy- 
draulic pressure. It is the ideal mate- 
rial for valve discs and obtainable only 
in Fairbanks Valves with renewable 
discs. In addition to the Fairbanks 
complete line of valves for every pur- 
pose there are trucks and barrows to 
meet all requirements. You can _ in- 
crease your profits by pushing this 
profitable line with no extra effort on 
your part or that of your salesmen. . . . 
We help you sell and we back you up 
with reliable products that build good 
will for you. 



















Note the sturdy 
construction of this 
modern grocery 
truck, ... You can 
sell hundreds of 
them to factories, 
warehouses, etc., in 
your territory. 

(Q2183 Grocery) 


THE F AIRBANKS COMPANY 


PITTSBURGH 


BOSTON 


Valves a 
Trucks & Barrows — 
































































































catalog, prices, dis- 








is an excellent 


































NEW YORK 


Factories: 
Binghamton, N. Y. 











The Louisville Mill Supply Company, 
Louisville, is quite a new company, but it is 
going strong. In the picture are: N. W. 
Weisberg, vice-president; W. B. Young, 
president; J. W. Shellhamer, salesman, and 
C. D. Weir, purchasing agent and manager. 
R. R. George, secretary-treasurer, was not 
in when the Mill — photographer 
called. 


Industrial Supply to Merge with 
Hartwell Company 


J. H. Leeds and Robert M. Hart- 
well, owners of the capital stock of 
the Robert M. Hartwell Company, 
Los Angeles, have purchased the out- 
standing issued capital stock of the 
Industrial Supply Company, also of 
Los Angeles. The plan is to merge 
the Industrial Supply Company and 
the Robert M. Hartwell Company, 
business to be conducted under the 
name of the Robert M. Hartwell 
Company at this firm’s present loca- 
tion, 353 E. Second Street. 


The Washington Convention 
by Pen and Camera 


(Continued from page 44) 


Put Simplification to Work 


66 J USINESS men sometimes 

map their activities according 
to rules of probability and chance, 
and base their production and sales 
policies upon principles of permuta- 
tions and combinations,” stated Ed- 
win W. Ely, chief of the division of 
simplified practice of the National 
Bureau of Standards. 

“Simplified practice means reduc- 
ing variety in sizes, dimensions and 
types of commodities so as to elim- 
inate avoidable waste in manufactur- 
ing, selling and purchasing. It is 
concentration on varieties in known 
demand and, when properly applied, 
becomes a declaration of fredom 
from expensive permutations and 
combinations. For example, in 1925 
the manufacturers of artificial abra- 
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SULLIVAN 


Counter Brush 





Made in two sizes in six differ- 
ent mixtures. 


Queen—Leader 





Queen: 100% solid black horse 
hair, 3” trim. 

Leader: 50% solid black horse 
hair 50% black tampico 274” 
trim. 


Garage Floor Brush 





An excellent brush for use on concrete 
floors. The coarse bassine center moves 
heavy dirt and grease and patent fiber 
casing picks up the finer dust. 





A patented mop for in- 
dustrial use. 

Distributed exclusively in 
the larger cities by repre- 
sentative jobbers. A few 
territories still open. 





Industria 





and Mops 


selling strength 


” OUR interest as a distributor is in lines 
that give real, honest-to-goodness cus- 


tomer satisfaction, that are readily salable 
and that net you a decent profit return. 


SULLIVAN Industrial Brushes and Mops 


meet all these requirements. 


SULLIVAN quality is all that the finest 
materials and most expert workmanship can 
make it. Users of SULLIVAN products 
stay with them year after year. SULLIVAN 
Brushes and Mops move fast, and SULLI- 
VAN distributors are well rewarded for 
their sales efforts. 


Distributors—our 
StOr’N will interest Vou 


Industrial brushes and mops are an important 
distributor item now-a-days—with a wide mar- 
ket for sales. It is a wise distributor who carries 
the right line. 


Write us today for details of our 
jobber protective policy. 


BRISTLE-HAIR-WIRE-TAMPICO-FIBRE 


SEND FOR CATALOG No. 5 SHOWING OUR COMPLETE LINE 


Brushes 


Will pass your tests of 


SULLIVAN BRUSH CO. 


TERRE HAUTE, IND. 
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Grolbet Swiss Files 


A Profitable Line for Distributors 


There is little sales resistance in marketing a genuine article that has a 
world-wide reputation. To sell a so-called “just as good” imitation is 
sometimes an expensive experiment. 

The enterprising distributor selling genuine Grobet Swiss Files will con- 
sistently do more business and make more profit than those handling 
inferior brands. 

Today more than 200 distributors, including some of the oldest and biggest 
firms, are selling this long established line of files. 


They recognize Grobet leadership and the many selling advantages. 

















—> 
Grobet Rotary Files 

We now offer the new Grobet Swiss Rotary File, 

made by the makers of the famous Swiss Files of 

the same name, that have established world fame 

for the last century. 

These rotary files and rasps are made in hun- 

dreds of different sizes and shapes to meet every 

condition and requirement. 

Grobet Curved Tooth File 
Grobet File Selling Advantages 
COMPLETE LINE: QUALITY: 
Grobet Swiss Precision Files, 3,500 dif- The speed, durability and economy 
ferent shapes, sizes and cuts (almost of Grobet Swiss Files have set the 
twice as many as offered by the imita- high standgrd in file quality that 
tors of our products). our competitors strive to equal. 
Grobet Machine Files for Hartford, 
Illinois, LaPorte, Cochrane-Bly, Oliver, 7 ' 
Thiel Filing Machines. Catalog B. et Sa 
\. ; Swiss ead 
Grobet Curved Tooth Files. Catalog Grobet purine ware have been readily 
cc accepted in the United States for 
. - Z over 60 years for the most exacting 

Grobet Machine Files for flexible shaft ‘in rai 
equipment. Catalog R. 
Grobet American Style Files, American 
standard price list of 1925. SERVICE: 
A diversity of lines absolutely unchal- Prompt deliveries from New York 
lenged by any other file manufacturer. stock of 50,000 dozen files. 


DEALERS’ PROTECTION: 


The Grobet policy has always been to protect Grobet distributors and to en- 
courage buying through them. Distributors in open territory for all or any of 
our different classes or styles of files are desired. Write for particulars. 


Grobet File Corporation of America 





3 Park Place, New York City 




















sive grinding wheels found that they 
were manufacturing 715,200 varieties 
of wheels. Through organized ef- 
fort, surveys of production and de- 
mand were made which revealed that 
460,800 of these varieties were su- 
perfluous. Consequently, a simplified 
practice program was proposed by 
the industry, recommending that the 
latter varieties be eliminated, and that 
production for stock be concentrated 
on the remaining 215,400 varieties.” 

Mr. Ely further spoke of the co- 
operative services of the division of 
simplified practice, and suggested 
that the members of the three asso- 
ciations utilize this service to the full- 
est extent when opportunities for 
simplification presented themselves. 

x * * 


What About the Anti-Trust 
Laws 
his address on the Sherman and 

Clayton Acts, the Honorable 
James W. Gerard, former Ambas- 
sador to Germany said: 

“The Sherman law came about as 
a result of prejudice toward the 
trusts. These so-called trusts were 
really the concentrating of businesses 
started to do away with competition. 
There is a difference between the 
creation of a monopoly and a com- 
bination in competition. 

“Chain stores are within the law. 
Yet, if independent stores attempt to 
get together, the law is on them im- 
mediately. 

“The history of the Sherman Act 
is amusing. The Standard Oil and 
American Tobacco Companies were 
broken up, but the United States 
Steel Corporation is allowed to re- 
main. The United States Steel Cor- 
poration controls all the ore mines 








F. M. Archer, Superior Supply Company, 
Bluefield, West Virginia. 
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SATISFIED 
CUSTOMERS 


An increasing number of mill 
supply distributors are add- 


ing satisfied customers 


to their accounts by 


selling “National” 
Twist Drills and 


Tools. 


MANUFACTURERS 


of . PARABOLIC 


MILLING CUTTERS 
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TWIST DRILLS REAMERS 4 HOBS 
MILLING CUTTERS , SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 


DETROIT, U. S. A. 


New York, N, Y. Philadelphia, Pa. Chicago, Ili. 


Cleveland, Ohio 


Indianapolis, !nd. 
Syracuse, N, Y. 


TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM, MASS. 
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Set Screws--Cap Screws--Pipe Plugs 


It pays to give considerable FIRST thought 
to the selection of Set Screws, Cap Screws 
or Pipe Plugs so that, when they are put to 
work, you won’t have to give them a second 
thought. 


HOLO-KROME Screw Corporation 


Hartford Connecticut 


SALES OFFICES: 


3360 Pasadena Avenue, 816 Mulford Street, 
Detroit, Mich. Evanston, IIl. 


407 Broome Street, New York City 
Sales Representatives: 
GIFFORD & PRICE 
7 Front Street San Francisco, Cal. 


HOLO-KROME 
Threads are die cut 
and held to closer 
limits than ever 
thought possible to 
maintain in volume 
production. 





Every single Holo-Krome Screw 
inspected by Hand 














The Convention’s official movie camera 
man—H. D. North of the Ferry Cap and 
Screw Company, Cleveland. 


that are worth working, holding prac- 
tically a monopoly of the natural re- 
sources, yet the government says 
that’s okey! 

“Our legislation is directed against 
the seller. The tendency has been 
to put sellers in cut-throat competi- 
tion with one another. This atti- 
tude must be changed. Cut-throat 
competition is ruinous. We must en- 
courage thrift and sagacity in our 
business enterprises. 

“The law should be clarified in re- 
gard to business combines so that a 
company would know whether or not 
it was within the law before taking 
certain steps. There are two schools 
of thought on this matter, the first 
believing that the Federal Trade 
Commission should have authority to 
advise on problems as they come up; 
and the second favoring a revision 
of the anti-trust laws so as to per- 
mit reasonable cooperation among 
business competitors.” 


x * * 


The Problem of “Returned 
Goods” 
F J. HEMLER, Upson-Walton 
e Company, Cleveland, told how 
his company handles the “returned 
goods” problem. 

“A record of every request to re- 
turn goods is kept,” said Mr. Hem- 
ler. “The record book shows the 
date of any credit made, the kind and 
amount of merchandise, the reason 
for the return, and the employee's 
name who was responsible for any 
errors, if the return was caused by 
one of our own men. 

“We warned our own employees 
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When the engineers and contractors for power 
plants like these, as well as the owners, agree that 
Republic Steel Pipe meets their requirements— 
when the same decision is reached every day at 
conferences on projected plants and on plant en- 
largements—when the experience of many owners 
and operators of old plants bears out the wisdom 
of such a decision, who can legitimately question 
your judgment when this well known pipe is writ- 
ten into your bid. 


Supply salesmen prefer to sell a well known com- 





modity. Their customers are reading about Republic 
Steel Pipe in their trade publications and general 
periodicals. They are being told that Republic 
Steel pipe helps keep the wheels of thousands of 
America's leading plants turning steadily. All this 
cuts sales resistance, makes it easier for the sales- 
man to get additional business on this favorably 
known product. 


Republic Steel pipe is quickly identified by 
the name Republic on the pipe. Show it to your 
customers and tell them it is their protection. 


REPUBLIC STEEL 


CORPORATION 


GENERAL OFFICES: YOUNGSTOWN, OHIO 


aR 


REPUBLIC 
STEEL PIPE 
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Dollar Makers 








“UNBRAKO”’ 
Hollow Set Screw 


“Unbrako” Screws have become such 
favorites everywhere that not to handle 
them is equivalent to throwing away a 
great many profitable sales. 


And our many salesmen continually 
working with and for Dealers to increase 
their sales, demonstrate that we practice 


“UNBRAKO” 
what we preach—Co-operation. 


Socket Head Cap Screw 





We Also Make 


“HALLOWELL” Steel Work-Benches 
“HA LLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 
Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL?” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 
*“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL?” Steel Lift-Truck Platforms 














STANDARD PRESSED STEEL CO.! ' 


BRANCHES 
BOSTON 
CHICAGO 
DETROIT 








BRANCHES 
NEW YORK 
SAN FRANCISCO 
ST.LOUIS 


JENKINTOWN, PENNA. 
BOX 519 











A. S. Kirkland and Harry H. Kerr of the 
| Boston Gear Company, North Quincy, 
| Massachusetts. 


to be especially careful and as a re- 
sult, within a few months’ time found 
the number of credit memorandums 
becoming fewer. After being satis- 
fied that our own employees were 
doing their part, we went to the cus- 
| tomers whose names were appearing 
in our books too often. 

“We prepared a circular letter ex- 
| plaining the reason for a 10% serv- 
ice charge on returned goods and 
sent it out in reply to each request 
for permission to return goods. No 
service charge, however, is made on 
the first returned shipment. A list 
is kept of the firms who receive that 
circular, so that on any repeat request 
the 10% service charge can be made. 

“On many small orders, it is true, 
the service charge does not take care 
of the overhead for handling them, 
but it has a psychological effect in 
| making the customer more careful in 
| the future.” 





| ok * *K 


Resolutions Passed at the Wash- 
| ington Convention 
HE three associations expressed 
their appreciation in the form of 
a resolution for the outstanding re- 
search work done by H. W. Barclay 
and J. A. Channon in gathering and 
compiling facts and statistical data 
which demonstrate conclusively the 
economic importance of the distribu- 
| tor from the standpoint of both man- 
ufacturer and user. The resolution 
also thanked the trade press and all 
others who cooperated with Messrs. 
Barclay and Channon in making the 
report possible. 
Other resolutions passed by the 
| National Association, included: 
1. A resolution favoring the modi- 



















JUNE, 1931 MILL SUPPLIES 73 


LOW MAINTENANCE COST ON ANY 


illers Falls Electric Tool 


SIX FACT PHOTOS TELL WHY... 











. 5 * 
| n a Bis Rough and finish reaming with Car- 
r) AN > boloy reamers to insure correct size 

a and location of epindle bearings. 
t Sieg Every part plug gauged at point of 


», production. 


athe 
” . = 
| ' bal Higdis: 
Gear “run out” or concentricity test. 
a> = a 


wy — An esse ntial test to assure the smooth, 
quiet and efficient operation of each 
fr! ¥ Z tool. 


A ockwell teste oplying the hard st to ° . e e 
spindles, This tat ie eeplicdito gears and allother ore ~=—-/« OF inary manufacturing methods aren’t sufficient for Millers 


where wear is encountered. 


Falls Electric Tools. To produce tools that are constantly at 
the peak of operating efficiency with consequent low main- 
tenance cost — that’s the Millers Falls objective. These 


photographs show some of the unusual 





tests and methods used. 


MILLERS FALLS 


Hardening of gear blanks before being cut. The automatic 
electric control of the furnace temperature insures uni- 
formity in the hardness of the gears. 





SIMCE 
1868 


MILLERS FALLS COMPANY 





Battery of electic drills on test rack. GREENFIEL D, MASS. 
. Each drill is given a practical “run in” - , - . ‘LL: : 
Drills being given high voltage test for shorts or open cir- test of several hours to check its me- Member of the American Supply and Machinery 


cuits. No electrical defect can escape this test unnoticed. chanical and electrical fitness. Manufacturers Association 
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wherever Cold Drinking W ater 


is desired 


there you have a Prospect for a 


JEWETT 
Square Water Cooler 


sa Ye 


eee 





Saves over 
50% on Ice 

The “JEWETT” uses 50% 
less ice because it takes the 
ice in the cake and ice in 
one large cube melts much 
slower than ice chopped in 
small pieces 


Saves many hours 
labor per month 
The JEWETT SQUARE 
WATER COOLER is made 
square to take the ice as you 
get it—and is connected to 
the city water supply It 
saves the labor of chopping 
ice and carrying water to 
the cooler. 









NEXPENSIVE to 

install and oper- 
ate. Made in two 
sizes: No. 1—50- 
pound ice capacity 
that will take care 
of 25 men; 15 in. 
square, 41 in. high. 
No. 2 — 100-lb. ice 
capacity that will 
take care of 60 men. 
20 in. x 18 in. x 48 
inches high. Both 
sizes made to take ice in one cake. 
Connects direct to city water supply. 
Ice never comes in contact with water. 
Get our complete proposition now. 


JEWETT 


Refrigerator Company 
BUFFALO, NEW YORK 


| 
| 
} 
| 
| 
| 


| 











fication and amendment of present 
anti-trust laws so as to permit rea- 
sonable and helpful co-operation 
among competitors. 

2. A resolution endorsing the work 
of the Catalog Committee in the 
development of the National Cata- 
log Plan. 

3. A resolution urging that group 
meetings of manufacturers and dis- 
tributors be held in various sections 
of the country for the purpose of dis- 
cussing common problems. 

The three associations also went 
on record as opposing the practice of 
distributors requesting manufacturers 
to contribute to anniversary issues, 
souvenir programs and _ single-time 
advertisements. 

x ok x 


Putting the Facts Concerning Dis- 
tributors Before Buyers 
EORGE A. FERNLEY, in his 
report to the National Associ- 

ation, told of contacting officials of 

the Purchasing Agents’ Association. 

“Correspondence with officials of 
the Purchasing Agents’ Association,” 
said Mr. Fernley, “developed the sug- 
gestion that an exchange of ideas 
between distributors and purchasing 
agents’ organizations would prove 
mutually helpful. It was proposed, 
therefore, that speakers from the 
National Association arrange to ad- 
dress local groups of buyers, of 
which there are 58. 

“A call for volunteers was issued 
and a number of distributors indi- 
cated their willingness to address 
local purchasing agents’ groups. The 
names were forwarded to the Pur- 
chasing Agents’ Association and that 
organization will call on the volun- 
teers as occasions arise.” 








G. J. Garvey gets the dinner check! 
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CCcnsider the Safety of 
Drop Forged Steel 


\ | for High Pressures 
| and lemperatures 


un. iia 

























Where Safety is considered in any 
Industry operating High Pressure 
and Temperature Equipment, you 
will generally find Vogt Drop Forged 
Steel Valves and Fittings. They are 
Safe because they are drop forged 
and designed with liberal safety 
factors. 


HENRY VOGT MACHINE CO. 


Incorporated 


Louisville, Kentucky 


Manufacturers of: Drop Forged Steel Valves 
and Fittings, Oil Refinery Equipment, Water 
Tube and Horizontal Return Tubular 
Boilers, Ice Making and Refrigerating Ma- 
chinery, Heat Exchangers. 


Branch Offices: 


NEW YORK 
CHICAGO 
CLEVELAND 
DALLAS 
PHILADELPHIA 


Voct 
DROP gt 


STEEL VALVES 
AND FITTINGS 








76 MILL SUPPLIES 











Steel Truck Casters for light 
and medium duty trucking 








No. 4616 with Beco Wheel ere. No. 4611 with Iron Wheel 


For quiet, enduring operation on para ; For years of dependable service. 
floors that deserve protection. rs - 4 Compect — rugged— strong. 





SELL THESE RUGGED CASTERS 
FOR SOLID SATISFACTION 


They will ably fulfill all demands of your 
customers for strong, compact casters for 
light and medium duty trucking service. 
They represent economy in terms of last- 
ing, trouble-free performance. There is a complete 
range of sizes with either Baco or 
Iron wheels—a line that will sell yourself 
and your concern more strongly to your 
trade. 








Send for your copy of the new Bassick Truck Caster Catalog 


THE senate CO., Bridgeport, Conn. 


Canadian ion: Clark Metals, Ltd., Listowel, Ont. 


ch Offices in— 


Br Branch Offices in— 
New Ye ork City ———- Ind 
Chicago Grand Rapids, Mich. 
Philadelphia 1 Atlanta, Ga. 








‘‘Builders of Enduring Truck Casters’’ 








R. W. Chamberlain, sales manager of Stan- 
ley Electric Tool Company, New Britain, 
Connecticut, with Lea May, of F. P. May 
Hardware Company, Washington, D. C. 


The Benefits of Association 
Activities 

N his report to the Southern Asso- 

ciation, Alvin Smith commented 
as follows in regard to Association 
activities : 

“Practically all business standards 
are the result of Association activi- 
ties. The development of business 
ethics is largely the result of coop- 
erative endeavors. There is scarcely 
a trade in the United States that is 
not reaping advantages from coop- 
eration through organization. I pre- 
dict that group activities through as- 
sociations will be a very essential 
part of our future economic prog- 
ress.” 

. ¢ « 


A Successful Plan of Educating 
oo Salesmen 
“F OR years we have con- 

pot i conferences,” said 
Burdof, The Lunkenheimer 

: ompany. “These conferences have 
developed into a well-defined plan to 
afford the distributor and his sales- 
men an opportunity to observe meth- 


| ods of production and manufacture, 
| and to give instruction regarding de- 


sign, workmanship and application of 
our leading products. 

“These conferences are usually 
held on Monday, Tuesday and Wed 
nesday to enable those in attendance 
to spend Saturday and Sunday in 
traveling, thus avoiding as much lost 
time as possible from regular duties. 

“The mornings are spent in going 
through the manufacturing depart- 
ments, observing production methods 
and tests. These shop trips come to 
an end about noon. After luncheon, 
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pioneer in 


MODERNIZATION 


“Belts by Gilmer.” Here is the Sterling Mark 
of V-Belts . .. Here is an answer to Industry’s 


cry, “Help us reduce our operating expense.” 


Surely and steadily, plant after plant is real- 
izing the economic need for Modernization. 
And in the forefront of this mighty develop- 
ment comes the call for new efficiency in 


power transmission. 


Because they have proved their ability to 
render longer and more economical service, 
Gilmer V-Belts have won the unqualified con- 


fidence of plant engineers everywhere .. . 


From the smallest sizes to those of giant di- 
mensions, every Gilmer V-Belt is made with 
the most rigid precision methods in the in- 
dustry today. 

The engineering skill of this great organiza- 
tion, with the world’s finest materials at its 
disposal, has created a complete line of V-Belts 
that have no peer in PERFORMANCE. Either 
as standard equipment on V-Belt Drives, or 
as replacements for other belts, Gilmers can 
be depended upon to lick the worst types 
of transmission problems — and keep them 


licked. L. H. Gilmer Co., Tacony, Phila., Pa. 





The Gilmer has proved itself 
the most efficient, longest 


wearing belt... its design 


TENSION 


and construction are the answer! 












RUBBER 


MAKERS OF 


RESISTING RUBBER 


NEUTRAL AXIS 


‘| PLIABLE COMPRESSION 


THE WORLD’S 


Actual Photo of Cross Section E 


BIAS 
REINFORCING 
CORD FABRIC 













™ . 


eee eee 2 


PARALLEL POWER 
TRANSMITTING CORDS. 


DOUBLE -WEAe 
RESISTING JACKET 


Patented Construction 








With the completeness of the Gilmer Line, every 
Gilmer Distributor is in an ideal position to 
sell standardization on Gilmers for both new and 
replacement uses. They serve as a most effective 
entering wedge for new accounts—and assure 
a steady repeat business. Write us for details 
on the Gilmer Franchise for your territory. 


BEST-KNOWN V-BELTS 
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SHERMAN 


The Hose Clamp 
That Cannot Rust 





Made from Heavy Wrought Brass 
Rust-proof, Clear Through 


Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in a 
vise and drawn tremendously 
tight. Cannot injure hose and is 
everlasting. 


Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of 
hose clamps in the world, which 
insures prompt deliveries. 


Sold by Jobbers 


Send for sample and illustrated 
booklet 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


Largest Manufacturers of Brass Pipe Fittings in the World 


A Complete Flat Bead Line from new 
patterns available for immediate shipment 








the men reassemble for class instruc- 


tion. Specific and detailed instruc- 
tion is given covering design, mate- 
rials, workmanship, inspection, test, 
and product application. 

“Meetings are of the open-forum 
type. After an article has been thor- 
oughly explained, questions are in- 


| vited. Questions lead to discussions 


that bear on many problems with 
which the field men are confronted 
from day to day. 

“Evenings are devoted to the social 
side of life, but are usually brought 
to a close by 10:30 so that the par- 
ticipants may enjoy a sufficient rest 
to put them in proper shape for the 
following day’s work. 


ALESMEN attending _ these 

conferences are guests of the 
Lunkenheimer company from _ the 
time of arrival in Cincinnati until 
their departure. Distributors, how- 
ever, pay the transportation costs of 
their delegates to and from Cincin- 
nati. 

“This method of educating distrib- 
utors’ salesmen has proved a success. 
Many distributors, after being rep- 
resented at one conference, request 


| the opportunity to attend subsequent 


ones. 
“The conferences are usually held 


| in the Spring or Autumn. As many 
| as five meetings a year have been 


held—as few as two—depending 
upon the demands of distributors. 
The number attending each confer- 
ence is usually limited to 35.” 





Robert Woodside, sales representative. and 
A. D. Quinn, sales manager, of L. H. 
Gilmer Company. 
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| % whaling days the lookout ofmerchandising sound values with- 
went aloft. His duty was two-fold. He out the necessity of the jobber com- 
could see farther than thoseon deck _ peting with his own source of sup- 
and point outdangerousshoalsorthe ply. B. W. H. cooperation expresses 
spouting ofthe valuablespermwhale. itself through national advertising 


Today in merchandising mechan- and the intensive cultivation of in- 
ical rubber goods, B.W.H. helps its dividual territories to reduce buy- 
distributors by being constantly“on ing resistance and develop the en- 
watch.” Through our nation wide or- _ thusiastic acceptance of B. W. H. 
ganization the ever changing busi- products by the industrial consumer. 
ness picture is keenly analyzed and If you are not receiving this type 
underlying business trends trans- of cooperation from your present 
lated to the distributors’ benefit. source of supply, we invite you to 

Our position in the mechanical investigate the principles on which 
rubber goods industry affords every _ B. W. H. operates in supporting and 


B.W.H. distributor the opportunit yrotecting its mill supply outlets. 
PP yY | - pp'y 
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ATLAS 


must be 
a good 
car mover 


When you learn that the 
ATLAS has been sold at 
for MORE 
TWENTY 

and that 





























a profit 
THAN 
YEARS 
the 
of these are 
PEAT ORDERS 
you just naturally con- 
that ATLAS 


must be a car 


greatest percentage 


sales RE- 


clude the 
good 
mover ! 

We PROVE tt. 


Write us—or better yet 


can 


—make your next order 


APPLETON 
CAR MOVER CO. 


APPLETON, WIS. 
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| tributors in given territory can meet 


Bettering Conditions Through | 
Local Groups 
ote groups are proving of 

assistance to distributors in 
establishing more harmonious rela- 
tions and improved cooperation,” de- 
clared George A. Fernley. 
“These groups,” he continued, “op- 
erate independently of the National 
Association. In this way, all dis-| 


on a common ground to work out 
their problems, regardless of other | 
Association affiliations.” 
| 
} 





* * * 


Provide the Distributor with 
a Fair Profit 
‘sl takes courage to maintain a 
resale policy, when tempted | 
with big orders, but in the long run 
it pays,” said F. P. Green, Delta File 
Works, “Providing our distributors 
with a quality product and a fair| 
profit margin has proved profitable 
to us. 
“In return for our cooperation, we | 


|expect the distributor to maintain a) 


fair stock and put forth real sales 
efforts. 

“Many manufacturers think the 
distributor is simply an order taker. 
This is wrong. The distributor will 
stand on his own feet and do a sell- 
ing job for manufacturers who do 
not compete with him and 
lines offer a just profit. 

“Giving the distributor a fair profit 
makes it unnecessary to spend exces- 
sive sums in missionary work,” con- 


whose 


‘cluded Mr. Green. 


* * * 


The Why of Unprofitable 


Business 
LVIN SMITH touched briefly 
upon the unprofitable business 
situation with which the entire in- 
dustry has been faced. Profits have 
been unsatisfactory on many lines, 
in Mr. Smith's opinion, because of 

the following reasons: 

1. Extreme competition between 
industrial distributors in common 
territories ; 2. Direct-selling competi- 
tion, which has been emphasized be- 
cause of unsatisfactory business con- 
ditions ; 3. Increased distribution out- 
lets, not financially sound, which 
have been set up by manufacturers ; 
4. Territory-jumping on the part of 
distributors; and 5. The rendering 
of excessive free services, secret re- 
bates, hidden credit allowances; and 
allowances for freight not earned. 


Ten out of 
Every Ten 


marks the 


-» VICTOR 





The ability of the marks- 
man to hit the clay bird 
in trap shooting gives an 
excellent example of skill, 
the outcome of long prac- 
tice until a degree of per- 
fection is attained. 


For more than forty years 
of continuous develop- 
ment in metallurgy, the 
most rigid and abusive 
tests were conducted, in 
order that Victor Saws 
may excel all others. They 
are more than capable of 
answering all modern cut- 
ting requirements and 
needs. 


Your distributor can 
supply you 


Victor Saw Works, Inc. 
NEW YORK 


MIDDLETOWN 
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Modern Merchandising and Modern 
Power Transmission Offer New 
Opportunities for Profit 


The modernization wave now sweeping in- 
dustry has placed the Dodge distributor, 
who has modernized his merchandising, in a 
most advantageous position. With the com- 
plete Dodge line, a definite and liberal 
policy of protection, and practical engineer- 
ing assistance, he can easily qualify as a 
power transmission consultant to the indus- 
trial plants in his territory. 


The replacement of old type plain bearings 
with modern Dodge-Timkens, alone repre- 


sents thousands of opportunities. With 1800 
types and sizes of these bearings now in 
standard production, practically every in- 
dustrial application can be taken care of. 
“D-V" Drives, Diamond 'D" Clutches, 
Dodge Steel Pulleys and many other items, 
offer practical solutions to the problems now 
confronting industrial executives in carrying 
out modernization programs. 

"For Plant Modernization, Sell Dodge Stand- 
ardization." 


DODGE MANUFACTURING CORPORATION 


oa Ps 
PSK 


SALES | 


NO. 1. 





MISHAWAKA, INDIANA 


SALES 
OPPORTUNITY 
NO. 2. 


SALES 


NO. 3. 
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BALL PORTABLE ——? of thow 
SEARING ELECTRIC [ite rs of Cis: 
ENTS Cadillac 
ee are -_ 
H ee ” eeu 
ments Like these. 
Cash in on this 
publicity. 
A Rapid 
Seller 
With Liberal 
Discounts. 
Live 
Distributors 
Wanted For 
Three Useful Handy | ,........ 
. . / Ss 
Machines in ONE! 
WER Not Already 
BLO Covered. 
SUCTION CLEANER 
SPRAYER 
10 days FREE TRIAL Market 
Write for Details —_— 
CLEMENTS MFG. CO. Sentiiieaie 
6674 S. Narragansett Ave. cratched. 
Chicago, I11. 




















[JNIVERSAL SPEED an Henry Electric Drill 





Fits Any Drill Chuck 





The Wyco Motor Disc 


Convert any Motor into a Powerful Disc 
Grinder or Sander. 


Disc grinding does the work in a 
fraction of the time required by 
other methods. A necessity for 
the pattern-maker, the machine 


shop and many other markets 






Complete 


ae Adjustable 
0 Tilting 
~ l 5 Table 


Owner a Prospect 


A fast, easy selling and _ profitable 
specialty for distributors. Will saw 
through anything—wood, metal, bake- 
lite, etc-—and will reach places inac- 
cessible to other saws. A file holder 


converts it into a power filer. Easy to 
attractively priced. 


demonstrate, 





Wyco Flexible Shaft Kit 


Resale Price, Bench type, Complete, $35.00 
Floor type, with Extension Base, $36.50 
A complete, efficient, flexible shaft, 
portable unit, including a variety of 
attachments. A low cost, heavy-duty 
outfit that gives service you can boast 

about. 


Speed up Sales and Increase Profits with 
WYCO specialty tools. Write for details. 


Wyzenbeek & Staff, Inc. | 


566 W. Washington Blvd. 
Chicago, IIl. 























Representatives of the Yale and Towne 


Manufacturing Company—R. B. Kite, 
O. Hedner, George Sherrill, 
Dewey. 


Cc. 
and F. A. 


The Price-Cutting Evil 
HORT of downright dishon- 
esty,” said Alvin Smith, “there 
is nothing so unethical in business as 
cutting the price to get an order. 

“It is easy to cut prices,” he went 
on, “but difficult to get them back on 
a profitable basis.” 

Mr. Smith also quoted from a 
recent address by James A. Farrell, 


| of the United States Steel Corpora- 


tion: 

Susiness has been killed through 
competition of cutting prices. Within 
60 days, we can put business back 
where it belongs and get better 
prices, though that means a little 
purgatory for some people, and a 
little discontinuance of the prevailing 
erratic competition.” 

The executive committee of the 
Southern Association went on rec- 
ord as favoring price stabilization 
and the maintenance of manufactur- 
ers’ recognized resale prices. The 
report of the committee said in part: 

“We most earnestly discourage 
ruinous price cutting. It harms not 
oniy manufacturers and distributor: 
but also users, who, through con- 
fidence in distributors’ prices and 
service, do not enter the competitive 
field when buying and are thus over- 
charged when invoiced at prices 
higher than those given the competi- 
tive buyer. 

“Price cutting inevitably results in 
lower standards of business morality, 
poorer service, handling of inferior 
merchandise, discouragement of high 
class sales management and _sales- 


manship, greater credit risk, reduced 
toward 
(Continued on page 92) 


dividends, and a tendency 
dishonesty.” 
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BELMONT THE PACKING 


With a DEFINITE Distributor Policy 
Behind It! 











Belmont Packings are the 
answer to that long-felt need 
for better packings! Only the 
highest grade asbestos, x, and 
rubber is used in Belmont prod- 
ucts. Our asbestos, flax and rub- 
ber packing lines are complete in _Betmonr sTYLE No. 30H. P. SPIRAL 
every detail. 
Belmont’s Policy 


is to market its products through the distributor 
and in so doing to give the latter every sales help 


within its power. Consequently BELMONT’S 
National Advertising 


in consumer trade papers, bringing out the features of 

BELMONT packings and making 

widely known the fact that they are 
to be obtained through the distri- 
butor— 


Field Service 
by means of which factory trained 
men are available to work with dis- 
tributors and their salesmen among customers and prospects, 
assuring proper application of BELMONT packings 


















BELMONT STYLE No. 611 


Catalog and Circulars 


Our 92 page catalog is distributed freely, and a series of circulars, 
bearing the distributor’s imprint, are offered for direct mail service. 


Belmont’s Distributor Policy 
with its co-operative sales plan, combined with BELMONT qual- 
itv, made this line a winner for the industrial supply house. 


Write for details of the Belmont Plan 





Se THE BELMONT PACKING & RUBBER C0. 


BELMONT FLAX COIL PHILADELPHIA, 


BELMONT PACKINGS 


‘““‘THERE 1S A BELMONT PACKING FOR EVERY SERVICE’’ 
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“What's Selling 
in My Territory?” 


Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending May 
15, 1931, with business 
during the corresponding 


period of 1930. 


NEW MIDDLE EAST 


Item ENGLAND , ATLANTIC CENTRAL 


Decrease Increase Decrease Increase Decrease Increase | 


Belting, Conveyor 


Compressors 


Concrete Forms, Road, 
Curb, etc. 


Conveyors, Portable 
Cranes and Shovels 


Electric Tools— 
Drills, Hammers, etc. 


Engines, Gas, etc. 


Grinding Wheels, Wire 
Wheels, Brushes (Prod.) 


Hand Tools—Saws, Ham- 
mers, etc. 


Hoists—Chain, Electric, 
etc. 


Machine Tools and Equip- 
_ment 


Mechanical Rubber Goods 
— Belting, Hose, etc. 


Nuts, Bolts, and Rivets 
Paint Spraying Equipment 


Pavers and Mixers 


Pipe, Valves and Fittings 


Pneumatic Tools 
Pumps 


Safety Equipment—Fire Ex- 
tinguishers, Masks, etc. 


Shop Supplies—Brooms, 
Brushes, Waste (Maint.) 


Tools, Pipe Threading 
Tractors and Graders 


Transmission Equipment— ae 5 
Belting, Pulleys, etc. 


“V"-Belt Drives 


Wheelbarrows, Shovels, 
etc. 


Wire Rope 
































KEY TO CHART 
== _ No Change 


Increase 
5% increase 
Decrease 

== 5% decrease 
*Better comparison than last month 


ll ll 











WEST 


CENTRAL 


Decrease Increase 








SOUTHERN, WESTERN 


Decrease Increase | Decrease Increace 



































e< > eee 
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A NEW ARM 


6 FOR 


INDUSTRY 


e 


\. EW machine designs matching the 
industrial tempo of today demand 
new tools for maintenance and operation. 
A need exists for speedier, safer, more 
versatile wrenches, and again Williams 
have answered with “SUPERSOCKETS”— 
a modern wrench system that arms indus- 
try for the battle against production and 
maintenance costs. 


Williams’ “Supersockets” are available in 
a complete range of sizes and patterns 
for every industrial need. Ask for liter- 
ature. 


J. H. WILLIAMS & CO. 
“The Wrench People’ 


75 Spring Street New York 





A combination of Standard 
and Heavy Duty Patterns. 35 
pieces—14 Tools and 21 Sock- 
ets; openings 7/16’ to 1-5/8". 


| a «SUPERSOCKET” 
“BUY FROM Youn DISTRIBUTOR WRENCHES 
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New and Improved Industrial Products 





PROUT 

Waldron 
and Company, 
Muncy, Penn- 
sylvania, is of- 
ferring a new 
Hyattized ball 
and socket self- 
aligning pillow 


block. The 
block consists 
of one Hyatt 


heavy duty roll- 
er bearing with 
solid hardened 
and ground 
nuter and inner 
races. This 


bearing unit is mounted in an accurately machined heavy cast iron 
ring which is turned on the outside to 


containing the bearing is mounted in 
housing with internal machined spherical seat 


a perfect sphere. 


This ring 


a heavy two-piece cast iron 


The complete unit 


is thus made self-aligning and equal distribution of the bearing load 


is secured along the entire roller. 


NEW reversible — 





~ 
4 rachet socket E 
wrench has just been 
announced by the Low- 
ell Wrench Company, 
Worcester, Massachu- 
setts, featuring a 24-inch 


unbreakable “Safety Steel” handle with interchangeable sockets 


having capacities of 44 inch to 1% inches bolt diameter or hexagon 
4 


nuts measuring 14 inches to 2 inches across the flats. 
for heavy construction work 


are designed primarily 





Company, 


of machines. 
one illustrated is 
the hinged type in 


"T“ HE new line of 


portable cranes 


being made by 


Lewis - Shepard 
Boston, 
Massachusetts, con- 
sists of four types 


The 


which both the 
boom and the main 
uprights are hinged. 
rhe telescopic type 
can be made to ac- 
commodate  practi- 
cally any ceiling 
height and can be 
taken through the 
ordinary doorway. 
Therevolving 
hinged type which 
will swing through 
an arc of 360 de- 
grees, and the re- 
volving telescopic 
tvpe are the two 
other kinds. 


These tools 








HE Foley Manufacturing Company, 

Minneapolis, has recently placed on 
the market a new sharpener and gum- 
mer, a machine for grinding and sharp- 
cning one-man and two-man cross-cut 
saws and also cross-cut and rip circular 
saws from 4 inches to 44 inches in diam- 
eter. This machine is known as model 
HG-12. The arrangement of the grind- 
ing wheel which is operated by a %- 
horsepower motor, is such that it comes 
straight into the gullet. 


naa Ea 


NEW hacksaw frame was recently 
4 introduced by The L. S. Starrett 
Company, Athol, Massachusetts. This 
frame has a throat just deep enough toa 
accommodate the blade. This construc- 
tion makes it especially handy for cut- 
ting small pipe, conduit, B-X tubing, in- 
sulation, and so on. The frame is fitted 
with the usual Starrett 4-way blade ad- 
justment. 


HE Up - to- 

Date Machine 
Works of Chicago, 
has developed a 
new “Anthony” drill 
hammer which can 
be attached to an 
electric drill for 
driving any type of 
tool where hammer 
action is desired, 
such as star drills, 
chipping chisels, 
woodworking tools, 
and so on. It is 
light in weight, yet 
strong and durable. 
Further information 
may be had by 
writing direct to the 
company. 
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“DISTRIBUTORS SERVE INDUSTRY 
ECONOMICALLY” | 





The Atkins No. 4 Metal Band Saw 

Machine cuts metal economically, effect 

ng a noticeable saving in time and 
material. 








Atkins Alloy Metal Band Saws wear 
longer, cut faster and give the user 
more for his money. 





_~~ 


A\fkins Circular Metal Cutting Saws are 

made in all sizes and for every type of 

inachine. Manufactured from the finest 
quality of steel for that purpose 





\tkins Machine Knives are preferred 

by users because of their steel, temper 

und workmanship. “Blue Star” identi 

Nes the solid High Speed Steel and 

“Cinch-Weld” the laid High Speed Steel 
Knives. 





Atkins Agrolite Grinding Wheels 
are required for sharpening 
Saws, Knives, Milling Cutters, 
Shears, and other high tensile 
strength materials. 


with 


KINS 


“SILVER STEEL” 


SAWS 


Atkins’ policy to reach 
the consumer through 
legitimate — distribution 
channels conforms with 
the American Supply and 
Machinery Manufacturers’ 
Association slogan—Dis- 
tributors Serve Industry 
Economically.” 


CONSUMER SATISFACTION 


MEANS 
DISTRIBUTOR PROFITS 


Furthermore, we _ strongly 
believe in manufacturing our 
products on a strictly quality 
basis, because satisfying the 
ultimate user nets greater 
profits for both Atkins’ dis- 
tributors and ourselves. Your 
orders are solicited with that 
in mind. 


The Finest on Earth 





E. CG. ATKINS ann COMPANY 


INDIANAPOLIS, INDIANA 


Factories In 
LANCASTER, NEW YORK 
BLOOMINGTON, INDIANA 
Branches 
Portland, Ore. 
Klamath Falls, Ore. 
Memphis, Tenn. Seattle. Wash. 
New Orleans, La. San Francisco, Calif. 
New York, N. Y. Paris, France 


Atlanta, Ga. 
Chicago, Ill. 


In Canada 


SHURLY DIETRICH ATKINS COMPANY LTD. 


Factory—Galt, Ontario 
Branch—Vancouver, B. C. 


DETROIT, MICHIGAN 





Atkins No. 18 Kwik-Kut Power Hack 

Saw Machine carries many patented 

features which reduce operating costs. 

This machine uses all of the blade, 

While other types utilize only about 
400% of the saw. 





Atkins SILVER STEEL Hack Saw 

Blades are guaranteed to cut at least 

six times more metal and twice as fast 

aus any ordinary alloy saw. Identified 
by their Blue Ends. 





Atkins Circular Mitre Saws for smooth 
cutting with or across the grain or in 
mitering, 


r ein. 





Atkins Hack Saw Frames are sturdy 

well designed tools. Patterned to direct 

the eatire force of stroke on the cut- 
ting edge. 





Atkins Ferrolite Grinding Wheels 

are especially adapted for grind 

ing materials of low tensik 

strength such as brass, copper, 
bronze, ete, 
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New and Improved Industrial Products 














HE Imperial Brass Manufacturing Company, Chi- 

cago, is now making the “Sette,” a new oil faucet 
for oil, gasoline, kerosene, alcohol and other liquids. 
A special feature is a metal to metal seat. When the 
operator pushes the handle to open the faucet, it will 
not tip or tilt the barrel. Releasing the handle allows 
the heavy spring to close the faucet instantly so that 
it cannot be accidently left open 




















HE R. G. Haskins Company, Chicago, is making 

a new type CBF mounting for its standard screw- 
driving and nut setting unit. This mounting consists 
of an electrified rail, ball bearing trolley and counter- 
balance bracket and is so well poised that it is said 
to follow the hand of the operator with little effort 
\ foot controlled bench mounting gives the operator 
the free use of both hands. 





NEW type of speed reducer, the vertical spiral 

bevel type, is announced by the D. O. James 
Manufacturing Company, Chicago, Illinois. The gears 
are made ot chrome nickel of spiral bevel type to 
secure greater efficiency from the improved tooth 
form. Shafts are made of 40-carbon steel. 





HE Cincinnati Tool Company, Cincinnati, Ohio, 

is making a new Universal bench anvil. There is 
a threaded hole in each corner for anchoring; the slot 
for bending flats extends through; and there is a 
square hole for anvil tools and round holes for punch- 
ing. 


ROTARY CONVERTER 
TYPE H.C-500 KW 
VOLTS.600 







MPROVEMENTS been made in 


have 
the commutator truing device made by Jordan 


recently 


Brothers, Incorporated, New York. This device is a 
universal and can be used Gn commutator rotary slip 
rings and turbine field rings. 
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CTS /4 


SUPPORT YOUR CLAIMS OF 
CLIPPER SUPERIORITY 


The quality, durability, speed and economy of 
Clipper Lacing Equipment has been demon- 

strated by every conceivable test— in actual 
plant operation as well as under the 
most severe experimental conditions. 
















You can present Clipper equip- 
ment to your trade with the 
assurance that your claims 
are supported by facts. 


VALI 
Se 
Ss, ACIS” 



















Clipper Lacers come in es 
The Clipper No. 6 Speed lacer as "e 


‘ , for every requirement, lacing 
is a marvel of belt lacing 


— the smallest of belts up to the 
efficiency. Laces both ends 


ie , heavier and wider ones. The 
of a six inch belt in exactly 

; use of Clipper Hooks and Pins 
90 seconds. Weight only 


ensures a perfect, lasting joint. 
561 Ibs. 37,500 Ibs. pressure. 


Clipper advertising is a powerful influence behind the dealer's sales effort. Color pages every month 
in the dominant industrial publications, supported by regular insertions in the Saturday Evening Post. 





Clipper Belt Lacer Company , Grand Rapids , Michigan 
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New and Improved Industrial Products 








A CHANGE of 
4 made upon all 
ing made by the Marathon Electric 
Manufacturing Company, Wausau, 
Wisconsin. The illustration shows the 
standard type SS of % horsepower, 
110 volt, 1725 r.p.m., 60 cycle, single 


split phase induction motor. 
NEW self-oiling die 
4 stock handle is be- 
: ing made by H. J. Mabs, 
Incorporated, New York. 
There is a special cap for 
filling the handle with oil 
which is equipped with 
an anchor to. guard 
against losing it. The oil 
chamber is of a size to 
hold enough oil for 
about three days’ work 
The inner chamber is so 
adjusted that the right 
amount of oil is released 


design has been 
“OK” motors be- 








for a complete turn of 
stock The non-sticking 
needle valve closes after 


each shot of oil. 





HIS illustration of the safety lad 

der jack being made by the United 
Screw and Bolt Corporation, Cleve- 
land, shows two of the four members 
in position; the other two are stand- 
ing ajar. In this position it is claimed 
that the ladder jack will support a nor- 
mal load in addition to the plank or 
trestle shown in place. 








HE American Pulley Company, Philadelphia, has now added an 
other specialty to its line and is offering for V-belt drives a range 
of sizes of pulleys and grooves formed from pressed steel which are 
being made and sold under the trade name “Wedgbelt” pulleys. 
The grooves in the pulleys are made of bright steel stampings 
pressed in heavy dies to such accuracy that tooling is said to be 


unnecessary. 








i eeeniadnrnetemennimeaneeneliceammnanee 
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HE “Tru-Lede” 

being introduced 
by the Greenfield 
Tap and Die Corpor- 
ation, Greenfield, 
Massachusetts, is a 
tap for production 





threading, made from high speed steel, and said to eliminate lead 
error as an assembly factor. 
taps is .0005 inch in one inch of thread against .003 inch on cut 


thread taps. 


The permitted lead tolerance on these 


This accuracy is possible because the threads of the 
taps are ground after hardening. 


These tools, however, have the 


same pitch and major diameter tolerances as cut thread taps. 


HE 


new spring 
winder being 
made by the Porter 


Manufacturing Com- 
pany, Chicago, is said 
to require no special 
skill to make exten- 
sion, Compression or 
torsion springs, us- 
ing from the small- 
est to and including 
#; tempered spring 
wire. Springs of any 
length and of any di- 
ameter may be made. 
The winder is 
equipped with handle 
and five mandrels of 
the size generally in 
use. The adjustable 
pitch-gauge is gradu- 
ated to secure any 
pitch required up to 
and including ™% inch 
space. 





























JUNE, 1931 MILL SUPPLIES 91 










Helping you 
to become the 
regular 
source of supply 





Standardizing on Brown & 
Sharpe Tools and Equipment 
eliminates the handicaps 
which the distributor with a 
limited line must face. 


As a Brown & Sharpe Dis- 
tributor, you can: 


—fill the order completely 
You do not lose profitable 
sales because of items which 
you cannot furnish. 





—build profitable repeat busi- 
ness 
You create confidence in 
the minds of your custom- 
ers by giving prompt serv- 
ice on out-of-the-ordinary 
items. 


—build good will for your com- 
pany 

The performance of Brown 
& Sharpe Tools “on the 
job” helps to strengthen 
your reputation as a source 
of supply for fine equip- 
ment. 


The confidence of your customers depends upon the quality of the equipment you furnish 


them. Strengthen this confidence by standardizing on Brown & Sharpe Tools. Brown & 
Sharpe Mfg. Co., Providence, R. I. 


Brown & Sharpe Tools 


“WORLD’S STANDARD OF ACCURACY” 








92 


MILL SUPPLIES 











 * & >) ee | 








Every Business 
Using Saws 
Is a Prospect 






Files 
Circular 
Band and 
Hand Saws 


FOLEY xxcSAW FILER 





Here are a few users: 
SAW MANUFACTURERS 
E. C. Atkins & Co. 
Henry Disston & Sons, Ine. 
RAILROADS 
Baltimore & Ohio R. R. 
Canadian National Rys 
New York Central Lines 
Rock Island Lines 
ELECTRIC COMPANIES 
General Electric Co. 
Western Electric Co. 
Brooklyn Edison Co. 
Northern States Power Co. 


MINING COMPANIES 
American Brass Co. (All Plants) 
Bethlehelm Steel Co. 

Illinois Steel Co. 

New Jersey Zine Co. 


PUBLISHERS 


Hearst Publications 
Curtis Publishing Co. 
GENERAL INDUSTRIAL USERS 
Davey Tree Experts 
Armour & Company 
Baldwin Locomotive 
Chevrolet Motor Co. 
Ford Motor Co. 
Goodyear Tire & Rubber Co. 
Keystone Aircraft Corp. 
National Cash Register Co. 


METAL & 


Works 


Many other industries are keeping their 


saws in perfect cutting condition with | 


Foley Filers. Thousands of other con- 
cerns are prospects. YOU can sell 
them. 


Write for complete information and 
industrial distributor's discounts. 


Foley Manufacturing Co. 


46 Main St. N. E. Minneapolis, Minn. 








| American Association. 


| following: 











F. T. O’Hara and W. W. French are 


with the Dodge Manufacturing ch a 
tion, Mishawaka, Indiana. | 
} 
| 


(Continued from page 82) 


Report of American Association’s 

Educational Committee | 

RANK HILL, Greene Tweed 

and Company, and K. G. Mer- 
rill, M. B. Skinner Company, re- 
ported the activities of the Educa- 
tional Committee of the American 
Association during the past year. 

The committee contemplates com- 

piling a book to be sent to mill sup- 
ply distributors. This book is to be 
made up of the following three sec- 
tions : 


1. An engineering section, in which | 
will appear definite engineering data 
on specific products. This data is 
to be furnished by members of the 


2. A testimonial section to include | 
testimonials from users as to the | 
value of individual products. 

3. A where and when to sell sec- | 
tion which will point out markets for | 
individual products. 

It was the concensus of opinion | 
that Messrs. Hill and Merrill should 
continue to think about the idea. 


x * x 

A Code of Ethics for the Industry 
HE National Association’s Com- | 
mittee on the Code of Correct | 

Business Practices, consisting of H. 

W. Strong, chairman, E. B. Hunn, 


and W. J. 


Radcliffe, presented the 


1. Successful business is based on 
confidence and good-will developed 


| by integrity, fair dealing, and effi- | 


cient service. The attainment of 


success depends on the intelligent co- | 


Eo e52 665 08 all engaged in the in 














DUXBAK 


BELTING 


will help to hold 


business in other 
lines, too! 


It does pay to handle an outstand- 
ing brand of belting. Duxbak Belt- 
ing has grown on its record of ser- 
vice in every industry. Buyers know 
the name instantly and associate 
you with the prestige of quality 
that has grown up around the name. 


Reputation and service are the 
backbone of the mill supply busi- 
ness. If you handle Duxbak Belting, 
which the buyer knows as an article 
of definite value and service, he will 
conclude that your other lines, too, 
are on the same basis. One well 
known line helps to get business in 
other lines and to hold it! 


We will be glad to talk over the 
situation with you and to outline a 
sales promotion plan suited to your 
individual requirements. No obliga- 
tion on either side. 











Tanners 
Belt Manufacturers 


42 FERRY STREET NEW YORK 





CHAS. A. SCHIEREN COMPANY 
OF CANADA 
711 St. James Street, Montreal, P. Q. 
64-66 Front Street, W., Toronto, Ont. 
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Whitehead “BLUE LINE” HOSE 

















SUCTION 








“Blue Line” Hose gives 
your customers better value, 
better service, longer life 
and lower operating costs. 
The attractive blue color is 
the external mark of quality, 
making easier sales because 
it is easy to remember “the 
blue hose that gave us such 
excellent service.” Made for 
three purposes, Air, Water, 
Suction, and sold only 
through Distributors. Send 
for samples. 














WATER 








Belting (Conveyor & Transmission)— Mill Hose—Oil Hose—(Suction & Dis 
Steam Hose—Air Hose—Water Hose charge) — Tubing — Sheet Packings 
Suction Hose — Creamery Hose — Fire | ) | j | h() Washers & Valves — Diaphragms 
Hose (Underwriters)—Sand Blast Hose. Dredging Sleeves—Moulded Goods. 














The Whitehead Bros.Rubber Co. 
“MECHANICAL RUBBER GOODS, SINCE [875 ° 


<2> .Trenton,New Jersey <> 


Builds Sales on User Satisfaction.- 








..and Holds therm for that Reason! 
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for 


Resale Only 


























Linear Packings have successfully 
met the needs of industry for many 
years. Our line is complete and is of 
such uniform high quality that it will 
earn for you a sound reputation among 
the users of Packing and bring you 
many repeat orders. 

Buy your next stock of Packings 
from LINEAR—the logical supplier 
of Packings for the Distributor. 








as . "SSeS ae nd 
Bow eSS~ asf 


THE . 
ANSWER TO | 
ACCURATE 
THROTTLING 


HIGH PRESSURE—LOW PRESSURE 
GASES—LIQUIDS—STEAM 


Pratt & Cady Needle Valves are 
machined from high tensile bar 
stock — bronze, stainless steel, or 
carbon steel. Made in many types 
and with numerous end combinations, 
the size range is 4%" to %” inclusive. 
A HIGH PRESSURE VALVE AT A 
K LOW PRESSURE PRICE 
In line with these, but for medium 
pressures, are Pratt & Cady Air 
Checks, Air Reliefs and Blow Gun 


Valves. 


READING STEEL CASTING COMPANY, Inc. 


An Associate Co.npany of the American Chain Company, Inc. 


[AGCO| Bridgeport, Connecticut 














a | iil 


HIGH TENSILE BAR STOCK 















OFFICES AND WAREHOUSES: 
| Boston, Charlotte, Chicago, Cleve- 
| land, Detroit, Hartford, Houston, 
| New York, Philadelphia, Pittsburgh, 
| Rochester, St. Louis, San Francisco, 
Tulsa, 


NEEDLE VALVES 











dustry for the purpose of securing 
adequate remuneration on capital in- 
vested, effort expended and risks in- 
volved. 

2. Only by recognition of the basic 
principle that the most economical 
method of distributing mill supplies 
is from manufacturer to distributor 
to user can the industry hope to mini- 
mize its problems. 

3. It is unethical, uneconomic, and 
poor business practice to: 

a. Offer or deliver goods of infe- 
rior quality involving a lowering of 
quality standards. 

b. Buy and sell except on the basis 
of value—value representing a com- 
bination of quality, service and price 
which assures the greatest ultimate 
economy to the user. 

c. Make promises which cannot 
reasonably be lived up to. 

d. Engage in  misrepresentation 
and sharp practices in buying or sell- 
ing, recognizing that permanent busi- 
ness relations can be maintained only 
on a structure of honesty and fair 
dealing. 

e. Be discourteous and inconsid- 
erate to those with whom we deal 
or to trespass on the rights of others. 

f. Make, encourage or repeat 
statements tending to injure or dis- 
credit a legitimate competitor or 
divulge information acquired in con- 
fidence with the intent of giving or 
receiving an unfair advantage in a 
competitive business transaction. 

g. Fail to adjust claims and settle 
disputes except on the basis of facts 
or resort to legal measures in com- 
mercial disputes unless all other 
courses prove ineffective. 

4. The following practices are con- 
sidered unethical: (Turn to page 96) 








With the exception of Roy Moore of Bill- 
ings and Spencer, who is standing sec- 
ond from the left in this group, these men 
are all associated with Holo-Krome Screw 
Corporation, Hartford, Connecticut. W. C. 
Stauble is at the extreme left. On the 
other side of Mr. Moore, are: Russ Greg- 
ory, Bill Purtell, and Eddie Dawson. 
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A COMPLETE LINE 
of 
mona ||) Money-Making 


Cellar Drainer 
A leader in the field P i | M Pp ~ 
of low-priced, high- 


quality automatic 
drainers for residen- 
ces, stores, factories, 
etc. Capacity, 5 to 25 
G. P. M. 











THE NEW AUTO- 
MATIC-OILING 
DEEP-WELL 
HEADS 
4, 6-, 8-, 10, and 
20-in. strokes, For EGARDLESS of the kind of pumping 
wells up to 550 feet 


deep. For pressure or equipment your customers require, you 
open-tank service. 














can supply it if you carry the Goulds line. 
CENTRIFUGAL PUMPS 


For this line is the most complete in America 
Built in 9 sizes. Capacity, 10 to 1300 P 


G. P. M. Belt or motor driven. —a pump for every purpose. You can 
ROTARY POWER PUMPS make money with it, too, because: Goulds 
antes a 100 feet. Capacity, pumps are well-known and nationally 
- O es ° « a¥ae 
accepted; there is a liberal discount; Goulds 
CONDENSATION OUTFIT ‘ ‘ ° oye 
Kalen casey aid eunlees Set ten unsurpassed engineering and service facili- 
dli lensati f low-pressure st ° 
joec anaes as 1 15808 sa, gee ties are at your commands; all standard 
ee ne Ball bearing pump. Galvan- pumps and parts are shipped within 24 hours 


after your order is received. 
AUTOMATIC-OILING 


Pyramid Pump 


Adaptable for a variety of services. Write today for catalogue S, which will 
Capacities, 3 to 82 G. P. M. For heads 
up to 800 feet help your men make sales. 


GOULDS PUMPS, Inc. 
Seneca Falls, N. Y. 
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ok 
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The Size of Stream is 
Governed by the Nozzle 


No more water can leave a hose, re- 
gardless of its size, than will go through 
the nozzle. 

Likewise, a big cumbersome bucket or 
float trap, regardless of its pipe connec- 
tion, cannot discharge any more condensa- 
tion than will pass through its pin-hole 
discharge orifice. 

The Sarco Thermostatic Steam Trap, 
although only one-third the size of mechan- 
ical traps, discharges condensation as fast 
and as long as it forms. Why pay three 
times as much for a large trap when a 
Sarco will do the same work? 

Sarco Steam Trap saves in installation 
cost too. It is no larger than a street 
ell and it can be screwed right into the 
pipe line. That saves building a platform 
or digging a pit. 

Self-adjusting for all pressures up to 
100 Ibs. More than a million sold. 

Other Mill Supply Distributors are mak- 
ing a nice profit selling Sarco Traps. Why 
not you? Mail the coupon or write for 
full particulars. 


Sarco Company, Inc. 
183 Madison Ave. New York, N. Y. 
Branches in Principal Cities 


SARCO Canada Limited, Federal Bldg., 
Toronto, Ont., Canada 


Walker Crosweller & Co., 
20 Queen Elizabeth St., London S. E. |. 


Sarco Co., Inc., 

183 Madison Ave., New York, N. Y. 
Please send Booklet Z-95 and your 

special proposition to Mill Supply Dis- 

tributors. 

Firm 


Street 





a. Soliciting orders 
placed with a competitor. 

b. Returning or allowing to be re- 
turned goods delivered on bona fide 
orders without the consent of the 
seller. 

c. Cancellation of bona fide orders 


previously 


4| without mutual agreement. 


d. Price-cutting. 

e. Taking or allowing unearned 
discounts. 

f. Asking for or issuing false in- 
voices. 

5. These practices are thoroughly 
approved and recommended: 

a. Installation of adequate 
systems. 


cost 


b. Refraining from undue specula- 
tion in materials or merchandise. 

c. Adopting and sticking to a defi- 
nite sales policy. 

d. Development of an aggressive 
sales force, trained to 
service to customers. 

6. In promoting the best interests 
of the industry, the most vital fac- 
tor is hearty cooperation through As- 
sociations. 
7. It is unfair and unsound for 
manufacturers to suggest — selling 
prices which do not allow the dis- 
tributor an adequate margin of profit. 

8. Marketing unnecessary — styles 
and sizes lowers turnover, increases 
inventory losses and inflates overhead 
costs. Therefore this practice is un- 
economic and wasteful. 

This code of ethics was presented 
<o that the industry may have a 
standard of correct business practices 
by which to govern the conduct of 
an industrial supply business ; to pro- 
mote mutual confidence, good will 
and friendly business relations, and 
improve general conditions. 


render real 


Who’s Who 


(Continued from page 28) 


needs and of sales opportunities than 


is possible now. Occasionally when 
he could not make train connections 
he would rent a horse and buggy and 
drive to the next town. 

In 1910 Mr. Taylor found the girl 
of his choice and was married. There- 
after the life of a traveling salesman 
lost its appeal, and he determined to 
work into a position where he would 
be able to enjoy more home life. Two 
years later he accepted a position as 
vice-president of the Arkansas Mill 
Supply Company at Pine Bluff. In 
1917 he became president of this 
company. Since its organization in 





Paa 
i be RIZAI> guarantee is pos- 
sible only because the housing 
of the Ritaip Pipe Wrench is 
actually unbreakable. That will 
be good news to you if you’ve 
had much experience with old 
style wrenches. It means the end 
of housing troubles and repairs. 
There are other Ritaiv = fea- 
turés, also: full-floating hook 
jaw with pipe scale on it; re- 
placeable heel jaw; no slipping 
or locking on the pipe; adjust- 
ing nut that turns easily in open 
housing; powerful I-beam handle 
with comfortable grip and hang- 
up hole. 
Show this guaranteed 


wrench, and watch it 





Ge@t €. 

There are You'll 

aie wiped quickly 

IA eevee Cecide 
Cutters. Vises 

& Threaders to push 

RIGAIDS 





THE RIDGE TOOL COMPANY 
Elyria, Ohio 


Freibzcib 


PIPE TOOLS 
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ADDED PROTECTION 
AGAINST 


FITTING- FAILURES 
wee 


XTRA METAL, placed just right to most 
effectively reinforce the fitting! That is why Square 
“Gee” Trus-Fittings are stronger; why they take 
added loads or emergency strains without faltering. 


Play safe on every order. Supply Trus-Fittings. 
Let their rugged strength protect your customers 
against the chance of costly fitting-failures. 





TRUS: FITTING 










Let Grabler’s advanced manufacturing methods... 
laboratory-controlled casting, automatic multiple 
tapping and searching inspections .. . build 
good-will for you by giving your customers the 


most in proven merit and uniform dependability. 


THE GRABLER MANUFACTURING COMPANY 


6565 BROADWAY ° CLEVELAND, OHIO 


Warehouses: New York, Chicago, Los Angeles, San Francisco 


YOUR FITTING PROBLEM IS SOLVED WHEN YOU SAY SQUARE “GEES” 


SQUARE 
Pipe 





MALLEAG LE, CAST IRON 





“BEE” 
Fittings 


ORAINAGE, BRASS 
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Another New 


BLOTORCH 
That Challenges Them All 


The Turner No. 39-A is a super blotorch that challenges every 
performance standard in blow torches. It will sell easily; the price 
is correct. 


Incorporated in its modern design are 
twenty new and improved features that con- 
tribute to making it a tool that outperforms 
everything. Think of it! Higher heat, prim- 
ing valve for easy filling of drip cup—3 min- 
ute generation under any weather conditions 
—a lifetime of service. 

This is a real money saving, time saving, 
temper saving blotorch, that industry will take 
in large quantities. Be one of the first in 
your territory to cash in on the new Turner 
No. 39-A. Write for distributor's costs and 
sales helps. 


HE URNER BRASSWORKQ ) 



















Sycamore. lll. U.S.A. 





WE ARE MAKING FRIENDS 


with this New Lowell 
“SAFETY STEEL” 24’ 
reversible ratchet socket 
wrench. A tested and un- 
conditionally guaranteed 
handle. 


Capacity 54” to 114” bolt dia. 
nuts (114” to 2” across the 


flats). 


Are you pushing and 
talking these tools? 


LOWELL 
WRENCH 


CO. 
LOWELL 
WORCESTER, @°T iets 


MASS. WRENCHES 









Send for Catalog H. 


| 1912, this company has never failed 








to pay annu&l dividends and show 
profits on each year’s operations. Un- 
der present conditions Mr. Taylor 
says he thinks this is the last year 
it can make this claim. 

In common with many other mill 
supply executives, Mr. Taylor has 
always taken a keen interest in local 
activities. He is especially prominent 
in Y. M. C. A. work, and is president 
of the state Y. M. C. A. National 
Council. This interest began many 
years ago in his early youth when he 
had a rather delicate constitution 
which impelled him to a determina- 


| tion to develop a powerful physique. 


To this end, he spent a great deal 
of time in the gymnasium during the 
cold weather. In the summer he 
went in for strenuous athletics such 
as tennis, canoeing and _ various 
games. Athletics, he maintains, not 
only build a man physically but give 
him endurance, both physical and 
mental, teaching accuracy, steadiness, 
poise and judgment. 

In 1931 Mr. Taylor became presi- 
dent of the Chamber of Commerce 
at Pine Bluff. He is also chairman 


| on the official board of the First 


Methodist Church in his home town. 
In speaking of public activities, Mr. 
Taylor says, “I do not like to do 
things in a half-hearted manner. If 
called upon to serve as officer or di- 


| rector of an institution or organiza- 





tion I try to give the necessary time, 
thought and study to its affairs and 
if unable to do so, would decline to 
accept.” 

Mr. Taylor is an active Rotarian 





Mr. and Mrs. Edward H. Ball as they ap- 

peared at the Triple Convention. Mr. 

Ball is president of the Chicago Belting 
Company, Chicago. 
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PULL BACK THE BUSINESS CURVE 


BY PUSHING THE SALE OF 


~YALE- 
CHAIN: HOISTS 


TROLLEYS 


HERE IS A SURE WAY TO BUILD GOOD WILL 
AT A PROFIT 


ALE Chain Hoists pay you an attractive 
profit. They are easier to sell because 
they are nationally advertised and are 
sold exclusively through the leading In- 





dustrial Supply Distributors. 
Every Yale Chain Hoist advertisement 
contains this message: 


‘Distributors serve industry economically —buy 








Yale from your Industrial AY']-)-157 Distributor 
| Pyroisting and Conveying Systems 


THE YALE & TOWNE MFG. CO., PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 
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Productive Markets for 


wil 





CONVEYOR 
Driven through a Jones 
Heavy Duty Worm Gear 
Reducer, ratio 15 to 1. 
Motor, 5 hp., 715 r.p.m. 


‘q 
taf 


ELEVATOR 
A Jones Heavy Duty 
Worm Gear Speed Reduc- 
er drives an elevator at a 
ralio of 15 to 1 through 
§ hp. motor, 715 r.p.m. 


Perma nee gh 










LOADING BOOM 
At one of the largest 
American Paper Mills, this 
3 hp. Jones Worm (Gear 
Speed Reducer operates 
loading boom. 


(The Paper 


Conveyors and Elevators in 
Paper Plants Offer Excep- 
tional Sales Opportunities 
for J]ones Distributors 


It was on conveyors and elevators that 
JONES Speed Reducers first won their 
spurs in the Pulp and Paper Industry. 
Their efficiency and the undeniable way 
in which they cut operating costs quickly 
led to their application on process equip- 
ment and paper machine drives. But 
only the most modern plants are thus 
equipped. The field for sales is scarcely 
touched. Distributors, go after this busi- 
ness now. JONES will give you sales and 
engineering assistance wherever necessary. 


Applications of Jones 
Speed Reducers in the Paper 
Industry » » » » » » 


THE HERRINGBONE 


Two Types--Herringbone and Herringbone-Maag 

For heavier duty work requiring medium 
ratios where larger motors are employed. 
Especially suitable for shock loads and re- 
versing service. Typical applications in- 
clude drives for rod mills, conveyors, 
elevators, wet machines, coal handling 
equipment, paper machine, etc. 


THE SPUR 


For medium duty work where load is 
fairly smooth, cven and uniform; for me- 
dium sized motors where large ratios are 
required, Typical applications include 
drives for wet machines, deckers, thicken- 
ers, super calenders, etc, 


THE WORM 


‘or installations requiring a right angle 
drive; where silent operation is essential, 
and high efficiency in heavy, shock and 
peak loads is required. Typical applica- 
tions include drives for paper machine, 
conveyors, elevators, barkers, rod mills, 
agitators, etc. 


W. A. JONES 


4401 ROOSEVELT RD. 
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Continued from our 

Indus try May Advertisement 
Your Customers Will be Amazed 
at the Savings Effected by Jones 


Speed Reducer Applications on 
Pulp Process Equipment » » » » 


Most pulp process equipment can be driven 
more economically by JONES Speed Reducers. 
That’s the reason they are employed in many 
of the leading pulp and paper plants. JONES 
Speed Reducers cut power and maintenance 
costs on drum barkers, chip screens, agitators, 
washers, pulp screens, wet machines, rotary 
sulphur burners, knotters, rod mills, mixers, 
filters, thickeners and deckers. They eliminate 
cumbersome equipment, insure greater depend- 
ability and are noiseless, dust and fume proof. 
This market will reward intense sales cultiva- 


tion by JONES distributors. 


Jones—THE IDEAL DRIVES — 
A Profitable Line for Distributors. 


Modern transmission engineering demands effi- 
cient, long lasting, economical drives, and JONES 
Speed Reducers fill the bill perfectly. Simple in 
construction, compact, sturdy, quiet, and oil tight, 
they embrace all that the best material and most 
exacting workmanship can provide. JONES protects 
its distributors and provides them with expert engi- 
neering service to assist them in handling inquiries 
and sales. Every sale of JONES equipment nets 
distributors a worth-while profit. Write to us for 
full details, 


For More Complete Information on Jones 
Speed Reducers, See our Exhibit in the 
Mill Supplies Catalog & Directory. 


« « CHICAGO, ILLINOIS 








FOUNDRY & MACHINE CO. 


Jones Speed Reducers 


Tr 





JONES Vertical Worm Gear Reducer Drive on an 
agitator. This un-retouched photo shows the value 
of a fully enclosed drive, since it is protected against 
accumulated debris. 





JONES Herringbone-Maag Reducer driving a vertical 
agitator, Motor, 5 h.p.—805 r.p.m, Ratio, 30 to 1. 





JONES Worm Gear Reducer driving feeder conveyor. 
Motor, 7% h.p 715 r.p.m. Ratio, 69 to 1. 





Our Line Includes: 


Speed Reducers — Gears 
— Pulleys — “V” Belt 
Sheaves — Clutches — 
Couplings — Hangers 
and General Power 
Transmission Appliances. 
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“BOSS” 


Female Coupling 
with I. P. T. 
Spud 


DEXON 
CADMIUM PLATED 


RUST-PROOF 
HOSE COUPLINGS 


(CONTRACTORS and indus- 
trial users of hose connec- 
tions in all sections of the 
country are consistently 
active purchasers of “BOSS” 
Couplings, a demand that 
has shown steady and con- 
tinued growth. 

The sturdiness 
thorough efficient _perfor- 
mance of the “BOSS” is 
steadily swinging new con- 
sumer accounts to “Dixon” 
Distributors, surely a _ con- 
vincing reason why every 
supply distributor should 
have at hand complete de- 
scriptive information on the 
“DIXON” line of Hose 
Couplings and Clamps for 
every hose need. 

The “DIXON” 
policy of con- 
sumer distribution 
only through job- 
bing outlets is one 
of sound protec- 
tion to the dis- 
tributor. 


and 








“BOSS” 
I. P. T. Male 
Coupling 


Manufacturers of Couplings for Distributors 


DIXON 


VALVE & COUPLING CO. 
PHILADELPHIA, PA. 





| were: first year, 15.1% ; 


and a firm believer in its motto, 
“He Profits Most Who Serves Best.” 
His advice to young men is that they 
pay heed to this admonition from the 
Bible, “Let him who would be first 
among you be servant to all.” 

Much has been written about sin- 
cerity of the salesman and service to 
the customer. Too much, perhaps. 
3ut after all, those factors are the 
basis of success in business. An ex- 
ample of Mr. Taylor’s application of 
these principles is shown in one in- 
stance when a purchasing agent 
placed with him an order for one roll 
of belting. This happened to be an 
odd size not often used by this firm. 
A roll would have contained 500 feet 
and more than this firm would have 
used in a year. Mr. Taylor reminded 
the customer of this and assured him 
that 100 feet would be ample for his 
needs. The order was, therefore, 
made out for the suggested amount. 
Taylor lost the order for 400 feet of 
belting but he gained something in- 
finitely more valuable—the confidence 
of his customer. And this, in a 





word, is the basis on which Mr. Tay- | 


lor’s success is based—confidence. 


How to Make an Industry 
Program Profitable 
(Continued from page 21) 

“In the course of my work for 
the lithographic industry, it was nec- 
essary to make analyses and com- 
parisons to get data on other group- 
efforts. I did this, in every case, by 
going direct to the records of the 

various organizations. 

I have tabulated the results, over 
a five-year period, of organization 
effort and organization advertising, 
from 11 industries, taken at random 
from the records of some 50 organi- 
zations. These organizations among 
others, cover four graphic arts; two 
metals; two building materials; gas, 
candy and laundry industries. 

“During five years, the 11 indus- 
tries showed a total increase in busi- 
ness of 149%. The annual increases 


22.4% ; third year, 27.8%; fourth 
year, 44% ; fifth year, 39.6%. 

“The  supporters-group, which 
made use of the advertising material 
in a way similar to that developed 
by the lithographic industry, showed 
a total increase of 225.4% for the 
five years, the annual increases be- 


second year, | 


H 
ian Move 


Oui 





with 
the 


Pressed Steel 
CASE TRUCK 


Exceptional strength, adaptability and 
ease of handling are available with the 
new Bond one-piece pressed steel case 
truck. Many different types of heavy 
loads were tried in order to assure the best 
possible handling piece. Made of pressed 
steel, electrically welded with a one con- 
tinuous piece construction this new case 
truck answers the need for really superior 
handling equipment. 


Here are a few of the outstand- 

ing advantages: 

1. Deep channel sections for both 
side and cross members. 

2. Corrugated side members af- 
fording greater strength and 
preventing the axle bolt from 
turning. 

3.Cross members electrically 

welded. 

. Highest quality wheels revolv- 

ing on 34” steel sleeve held 

rigid by sturdy axle bolt. 

Send for an illustrated booklet for further in- 


formation on the New Bond Case Truck. 
post card will bring it. 


Bm FOUNDRY 


& MACHINE CO. 
MANHEIM, LANC. CO., PA. 


Phila. Office: 617 Arch St. 
N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 


as 
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LESTE NONY NAAN / JACQ 


— 


| HIGH QUALITY in your Hollow Screws gives your cus- 
| tomers lower maintenance costs and a better break in 
competitive cost-cutting. You prefer to sell them Allen 
screws because your own success depends on theirs— in 
saving operating losses, machinery tie-ups, mechanics’ time. 
And your customers, knowing “Allens”, know your aims. 


| THE ALLEN MEG. COMPANY 


HarrrornD, Conn. wU.4.A. 
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OBERDORFER 


PUMPS 


Motor Driven “Electric Bronze 










Centrifugal Pumps 





KE. 


Wt BARS 


Sales resistance is lowest when you sell a well-known line of 
quality products like Oberdorfer Motor Driven Pumps and 
Oberdorfer “Electric Bronze” Bars. Oberdorfer Pumping 
Outfits are available in all standard sizes with both gear and 
centrifugal pumps. Oberdorfer “Electric Bronze” Bars are 
available in three degrees of hardness in solid or cored bars. 


Send for complete data 


M. L. OBERDORFER BRASS CO. 
2300 Thompson Road, Syracuse, N. Y. 






Motor Driven Motor Driven 


Gear Pumps 


DART UNION 


Double 
“Bronze to Bronze’’ 
Ring Construction 








Is it significant to 
you as a Distributor? 


N° repacking — no attention 

once the union is in the pipe 
line — no corrosion — double 
value for your customers. All 
the result of our  bronze-to- 
bronze ground joint principle. 
The quality and service of 
DART Unions has built our 
business and that of our distrib- 
utors. It will build yours, too. 
Let us give you complete information 


on the DART Union line and our 
inflexible distributor sales policy. 


UNIONS — ELLS — TEES — FLANGES 


M. DART MANUFACTURING CO. 


PROVIDENCE, R. I. 


Sales Agent: The Fairbanks Company, New York, and all Branches 
Canadian Factory: Dart Union Company, Ltd., Toronto, Canada 


i EAT EL a 


| five years. 


ing: first year, 22.8% ; second year, 
28.8% ; third year, 40% ; fourth year, 
59.7% ; fifth year, 74.1%. 

“The non-supporters group went 
below the line during each of the 
The first year, the loss 
was 7.3% ; the second year, 6% ; the 
third year, 11.5%; the fourth year, 


| 8.1%; and the fifth year 64.4%. 


“All organization efforts of this 
kind of course, have not succeeded. 
However, it is interesting to note 


| that failure is always brought about 


| because 
| reasons: 


of one or both of two 
1. Either the plan of opera- 
was _ ill-conceived ; 2. The 
man sitting in the seat-of-operation 
was not interested or not qualified. 

“To make an industry program 


tion or, 


| profitable to that industry it is neces- 


sary to: 1. Select a man who has at 
heart the real interest of the indus- 
try; 2. Equip that man with a nucleus 


| of supporters who believe as he does; 


| 





| good deal in popularity. 


3. Give to him the authority to put 
into operation a plan of introductory 
advertising, followed by personal 
contact with every concern in the 
industry, to expand that nucleus into 
a vital, active organization and 4. 
Proceed with that organization to 
conduct a campaign of national ad- 
vertising for the industry.” 

This data, together with the con- 
vincing material gathered by the re- 
search committee, may suggest a 
definite procedure for our industry 
to follow. 

Judging from results to date, one 
would almost be forced to conclude 
that your committee’s ideas lack a 
However, 
don’t forget all the members of the 
Joint Merchandising Committee have 
worked together in closest harmony 
for one year. Several members have 
worked two full years and the result 
has been not only a plan, but a 
skeleton structure, which promises 
to rise into a real monument. If 
nothing further were done, I venture 
the statement that the close fellow- 
ship, understanding, sympathy, and 


| working for a common cause, would 
| be voted as well worth while by the 


members of your committee. If, as 
a result of that work, our industry 
can be knitted together in a similar 
fashion; then common understanding 
and mutal good-will will have over- 
flowed the committee room to the 
far-reaching borders of industrial 
activity to the pleasure and profit 


| of us all. 
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MAKE YOUR BRUSH BUSINESS 
PROFITABLE BUSINESS 


with 


MILWAUKEE INDUSTRIAL 
BRUSHES 

















OU know what a wide market there is for 

industrial brushes in your territory—4s /” 
every territory. Are you exploiting that mar- 
ket to the fullest extent, making the profits that 
will accrue from vigorous sales concentration 
on the right line? 


MILWAUKEE Industrial Brushes provide you 
with the opportunity. Every product is of the 
highest quality. The line is so complete that 
you can fill absolutely every one of your cus- 
tomers’ industrial brush requirements to perfec- 
tion, That means you have a splendid chance 
to sell standardization in many plants—and once 
you sell standardization on MILWAUKEE 


Brushes, the repeat orders will come in steadily. 


Finally—and bear this constantly in mind—every 
sale of a MILWAUKEE Brush means a sub- 
stantial profit for the distributor. 





Write today for Catalog No. 29 and 


Complete Details BRUSHES " BROOMS 


BRISTLE @ FIBRE @ WIRE 
HAND AND POWER 
SPECIAL BRUSHES MADE 
TO ORDER 


ET _____ 
\ ti ARO a ne cee 


-=MILWAURKEE BRUSH MFC CO 





THE MILWAUKEE BruSH MANUFACTURING Co. 


764-790 30TH STREET 





MUIR OE 


'sGcoOneimw 
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suite 


Advertisements of 





‘Powertul 
Backing | 


These Manufacturers Who Sell 


MAINTENANCE ENGINEERING 


tead by maintenance superintendents, plant engineers, master mechanics, 


Alemite Corporation 
Alexander Brothers, Inc. 
Allis-Chalmers Mfg. Company 
American Cable Company 
American Fixture Company 
American Pulley Co., The 
Appleton Electric Company 
Black & Decker Co., The 
Bussmann Mfg. Company 
A. M. 
Carey Company, Philip 


Colt’s Patent Fire Arms Mfg. Co. 


Byers Company, 


Dayton Rubber Mfg. Company 
Detroit Belt Lacer Company 
Dixon Crucible Company, Joseph 
Efficiency Electric Company 
Electric Valve Mfg. Company 
Fabreeka Belting Company 
Fafnir Bearing Company 

Gates Rubber Company 


Gears & Forgings, Incorporated 


MAINTENANCE 


(Formerly INDUSTRIAL ENGINEERING) 


520 N. Michigan Ave. 


chief electricians, etc. 


General Cable Company 
Gilmer Company, L. H. 
Goodrich Rubber Co., B. F. 
Houghton Company, E. F. 


Irvington Varnish & Insulator Co. 


James Mfg. Company, D. O. 
Jeffrey Mfg. Company, The 
Jones & Laughlin Steel Corp. 


Lincoln Electric Company, The 











A MeGraw-Hill Publication 


Linde Air Products Co., The 
Link-Belt Company 

Mica Insulator Company 
Norma-Hoffman Bearings Corp. 
Philadelphia Gear Works 

Reeves Pulley Company 

Republic Rubber Company 
Rockwood Mfg. Company 

Roebling & Sons Company, John A. 
Sight Feed Sales Company 
Skilsaw, Incorporated 

Standard Pressed Steel Company 
Steel & Tubes, Inc. 

Thermoid Rubber Company 
Thompson Electric Company, The 
Timken Roller Bearing Co., The 
Tyson Roller Bearing Company 
Wagner Electric Corporation 
Westinghouse Lamp Company 
Wood’s & Sons Company, T. B. 
Worthington Pump & Mach. Corp. 


ENGINEERING 


Chicago. Hlineis 
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to help you sell! 


Let’s get this straight. Advertising rarely gets the actual order but it does unquestion- 
ably reduce the amount of sales effort required to get the order. 


You undoubtedly know that many manufacturers have withdrawn a large part of the 
backing they formerly gave you—through cutting their advertising and sales promo- 
tion efferts right when that backing is most needed. 

You are particularly fortunate at this time if you handle the products of any of the 
manufacturers listed on this or the opposite page. These concerns are aggressively 
backing their distributors by advertising the products you sell to your best prospects 
in all lines of manufacturing. 


Through Distributors Appear in the June Issue of— 





~ FACTORY AND INDUSTRIAL MANAGEMENT 


Read by general managers, general superintendents, works managers. 
superintendents, etc. 


Alemite Corporation Hyatt Roller Bearing Company Norton Company 

Allis-Chalmers Mfg. Company Independent Pneumatic Tool Co. Nutting Truck Company 

American Pulley Company, The Kester Solder Company Ohio Valley Pulley Works, Inc. 
American Well Works, The Link-Belt Company Osborn Manufacturing Co., The 
Anchor Post Fence Company Lyon Metal Products, Incorporated Porter, Incorporated, H. K. 
Armstrong Bros. Tool Company Modine Mfg. Company Pyrene Manufacturing Company 
Bassick Company, The Morse Chain Company Quincy Compressor Co. 

Bond Foundry & Machine Co. Norma-Hoffman Bearings Corp. Reading Chain & Block Company 
Buffalo Forge Company Reeves Pulley Company 
Chisholm-Moore Hoist Cofp. Rockwood Mfg. Company, The 
Cutler-Hammer, Incorporated Factory and Industrial Roebling’s Sons Company, John A. 


Dayton Rubber Mfg. Co., The 


Deming Company, The 


Rundle-Spence Mfg. Company 


Management 


Skilsaw, Incorporated 
Diamond Chain & Mfg. Company Swartwout Company, The 
Dixon Crucible Co., Joseph Thermoid Rubber Company 
Gears & Forgings, Incorporated Timken Roller Bearing Co., The 
Goodrich Rubber Co., B. F. 


Hartzell Propellor Fan Company 


Tyson Roller Bearing Corporation 
Veeder-Root, Inc. 
Wagner Electric Corporation 


Yale & Towne Mfg. Co., The. 


Houghton Company, E. F. 


Howe Chain Company 





FACTORY ww» INDUSTRIAL MANAGEMENT 


A MeGraw-Hill Publication 


520 N. Michigan Ave. Chicago. Hlinois 
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Manufacturers Neos 


A department where manufacturers may announce 
new literature, changes in personnel, news of 
executives or salesmen, changes in quarters, or 
any other facts of interest to the trade. Photo- 
graphs or cuts are espectally destrable 





~— 





“Doc” Procter With Parkin 
W. PROCTER, for many 
years one of the prominent 

® leaders in the mill supply in- 
dustry, is now with Parkin, Incor- 
porated, Cleveland. For the past 
two years Mr. Procter has been 
chairman of the Joint Merchandis- 
ing Committee of the Mill Supply 
His business  affilia- 
tion during this time with the 
Van Dorn Electric Tool Company 
as sales manager. Previous to that 
for the Black 

Manufacturing Com- 

years. 

work on 
Merchandising Committee, 
ter has been active 
tive Equipment Association as a 
member of the board of directors, 
the merchandising committee and 
chairman, shop equipment committee. 

Mr. Procter states that Parkin has 

adopted a protected territory plan 
of distribution under which distribu 
tors will be selected in proportion to 
the requirements for each territory. 


Business. 


Was 


he was sales manager 
and Decker 
pany for 12 

Besides his the Joint 
Mr. Proc 
in the Automo- 


* * * 
Hyro and Parker-Kalon 
Consolidate 
Effective May 1, the Hvro Manu- 
facturing Company, New York, and 
the Parker-Kalon Corporation, also 
of New York, were consolidated. The 


unified organization will be known as 
Parker-Kalon Corporation, and_ its 
general offices will be located at 200 
Varick Street, New York. The prod- 
ucts formerly made by the Hyro com- 
pany will continue to be marketed 
under the Hyro trade name. 

This consolidation brings together 
two concerns that have for some 
time been under the same ownership 
although operated independently. 


Morehead Made Vice-President 
of Walworth 

F. H. Morehead, chief 
of Walworth Company, 
engineering 


engineer 
was elected 
vice-president of the 
company at a recent meeting of the 
directors. Mr. Morehead, a grad- 
uate of the University of Missouri, 
was employed for several years by 
the American Steel and Wire Com- 
pany, and later was with the Kewa- 
nee Private Utilities Company. In 
1905 he went to the Western Tube 
Company. 

This plant was subsequently 
quired by Walworth Company. Mr. 
Morehead made manager of 
Walworth Works in 1921 
and later became chief engineer of 
the company, a position which he 


ac- 


was 
Boston 


held until his election as vice-presi- 
dent. 





R. W. “Doc” Procter 


Vv 


Goulds Pumps Announces 
Organization Changes 
H. W. Foulds, assistant to the 
president, in charge of the. sales and 


marketing activities of Goulds 
Pumps, Incorporated, Seneca Falls, 


New York, recently announced sev- 
cral changes in the headquarters and 
branch office staffs of the company. 


Effective May 1, Henry L. Bover 
Was appointed manager of farm- 
suburban sales; Henry F. Miller, 


manager of industrial sales; W. 
Allen, manager of engineering sales ; 


J. B. Anderson, in charge of the 
“Department of Inquiry and Esti- 
mate,” and G. W. Cramer, advertis- 
ing manager. 

The following appointments in 


branch house organizations have also 
been made: Mark D. Rowe, formerly 
eastern manager, Servel Sales, Incor- 
porated, now manager of New York 
office; J. B. Foley, formerly manager 
of the Pittsburgh office, now man- 
ager of Chicago office, and Fred 
Jones, formerly connected with the 
Philadelphia office, 
Pittsburgh office. 


now manager of 


To better serve pump users in the 
southwest, the company has opened 


a new branch office at Dallas, Texas, 
417 Magnolia Building, with Fred 
Hayes, manager. 

*x *x * 


Black and Decker Salesmen to 
Meet in Atlantic City 
Under a plan recently announced, 
certain salesmen in each Black and 
Decker distributor organization will 
receive a trip to Atlantic City, with 
all transportation and hotel expenses 
paid for the week of August 30 to 
September 5, as a reward for “work 
well done.” Headquarters will be at 
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Why Did He Come Back 
+» for MORE? 





















HE attractive, clear-cut labels sold 

him his first box of Buffalo Bolts. 
But it took more than just labels to 
make a repeat customer out of him. 
Quality did it! 








Buffalo Bolts measured up to his ex- 
pectation in every way. His men 


couldn’t strip the threads, couldn’t loose in the box, either. No wonder 
break the heads and every nut fitted he recommends Buffalo Bolts to every- 
every bolt perfectly. The nuts weren’t one! 


KE » EOI co 
BOUrFFALGC ia ‘ 


NORTH TONAWANDA, N. Y. 
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STANDARD 


**POWER PLUS’’ 


Electric Drills, 


Grinding, Polishing and 
Buffing Machines 





% in. and » in. Heavy Duty Drills. Also 
made in various sizes up to 1% in, capac- 
ity. General Electric Universal Motors. 





DISC GRINDER 


G. E. 40° Motor and_ push button control. 
SKF Ball Bearings. Made in 1, 2, 3, 5 and 
7% H. P. capacity. 





HEAVY DUTY GRINDER 
E. 40° Motor and Push Button Control, 
Four S.K.F. Ball Bearings. Nickel Steel 
Armature Shaft Made in 5, 7% and 10 
i. P. sizes, 





HIGH SPEED SNAGGING GRINDER 
For use with Redmanol high speed ring 
wheels of 20”, 24” and 30” diameter. 10” 


or 12” hole, running at 90900 SFPM 
General Electric 7%, 10 and 15 HP Ball 
Bearing Motors and G, E. Push Button 
Control. 

Shaft 4” Diameter, Nickel Steel. 
Bearings, 4 SKF Heavy Duty. 


Write for Catalog 


THE STANDARD 
ELECTRICAL TOOL CO. 


1950 W. Eighth St., CINCINNATI, OHIO 
Estab. 1912 











the Ambassador Hotel. Morning 


_ “Sales Clinics” will be held in Black 


and Decker’s permanent national ex- 
hibit on the boardwalk. 

At the morning clinics the distribu- 
tors’ salesmen will be given the latest 
information on Black and Decker 
products and how they operate. 
Models of all Black and Decker elec- 
tric tools will be on display, and the 
sales possibilities of each tool will be 
discussed, 

On the theory that this meeting is 


| to be as much of a vacation as a sales 


meeting, the distributors’ salesmen 
will not be asked to attend any other 
sessions. In fact there won’t be any. 
The afternoons and nights are for 
amusement. 

This unusual feature of the Black 
and Decker meeting has aroused en- 
thusiasm, and it is said that the dis- 
tributors’ men are doing their best to 
win a trip to Atlantic City. As a 
consequence, company officials expect 
to hold one of the largest meetings 
in the history of the organization. 

x * 
Oster and Williams Companies 
Move Offices 

The New York City offices of the 
Oster Manufacturing Company and 
the Williams Tool Corporation have 
been moved from 147 Fourth Ave- 
nue to 30 Church Street. 

*- 
Bristol Company Has New 
Pittsburgh Office 

The Pittsburgh branch of the Bris- 
tol Company, Waterbury, Connecti- 
cut, is now located in the Kopper’s 
building, 436 Seventh Avenue. For- 
merly this office was in the Frick 
building. 

* *£ * 

Gilmer Buys Panama Rubber 

The L. H. Gilmer Company, Phila- 
delphia, recently completed the pur- 
chase of the entire capital stock to- 
gether with all assets of the Panama 
Rubber Company, Chicago. All fix- 
tures and machinery of the Panama 
Company have been shipped from 
Chicago to Philadelphia where the 
Gilmer activities are concentrated. 
Hereafter the Panama rubber belts 
which have ben known by their trade 
mark of “Kable-Kord” will be manu- 
factured by the Gilmer organization 
as “Gilmer-Kable-Kord” belts. 

The acquisition of the Panama 
Rubber Company by the Gilmer 
Company rounds out the Gilmer line 
of endless belts. 





Abe Weber 


Abe Weber, Prominent Buffalo 
Business Man, Dies 

Abe Weber, one of the organizers 
and vice-president of the Louisville 
Sanitary Wipers Company, and 
president of the Buffalo and Wells- 
ville railroad, died at his home in 
Buffalo recently. Mr. Weber was 
born in Louisville and lived there 
until going to Buffalo 15 years ago. 
Associated with Mr. Weber in the 
Louisville Company were: D. H. Sil- 
verstein, general manager, and H. 
H. Hyman. 

Shortly after the World War Mr. 
Weber became widely known in an 
unusual commercial engineering ex- 
ploit. His partner and he had pur- 
chased a Great Lakes steel steamer 
which they found too large to pass 
through a lock in one of the canals, 
so they had the vessel cut in halves 
with acetylene torches, the 
towed separately to Buffalo, 
then riveted together again. 

During the war, Mr. Weber and 
his partner, Mr. Finnegan, bought 
the Buffalo and Wellsville Railroad, 
donated the rails to the government 
and sold the equipment through J. P. 
Morgan and Company to British in 
terests. 

Mr. Weber was a member of the 
Standard Club, the Scottish Rite and 
the Elks. He is survived by his 
wife, Mrs. Anna Weber ; two sisters, 
Mrs. D. H. Silverstein and Mrs. 
M. F. Shapoff, and three brothers. 

x * * 


P. Wall Issues Fine New Book 
The P. Wall Manufacturing Sup- 
ply Company, Pittsburgh, a company 


parts 
and 
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Both Performance 
and Economy 







Unbreakable 
—heat treated 
alloy steel 
back 


Patented 
Electric 
Weld 


High Speed Steel 
—genuine 18% 
Tungsten High 
Speed Steel Cutting 
Edge 


MARVEL 


High - Speed - Edge 
HACK SAW BLADES 


The fast-cutting, long-lasting quali- 
ties of High Speed Steel in an 
unbreakable hack saw blade—a 
blade that is guaranteed not to break 
even in case of accident, that is 
something that can be sold today. 


MARVEL BLADES combine all of 
these desirable characteristics. MAR- 
VEL BLADES can be recommended 
for every job with absolute knowl- 
edge that they can be depended on 
for long cutting life. 


Write for Catalog 


Armstrong-Blum Mfg. Co. 
‘The Hack Saw People’”’ 
353 N. Francisco Ave. 


CHICAGO, U. S. A. 





established since 1864, has just issued 
a new catalog, number 46. The book 
has 14 pages showing the company’s 
furnaces, blow torches, compound 
kettles, oilers, oil carriers, tallow pots 
and torches, pipe hangers, buckets, 
gongs, waste cans, and oil tanks. In 
this well-arranged, complete booklet 
are many photographs, as well as ta- 
bles and descriptive material. 
* * « 


Wright Company Distributes 
New Literature 

The Wright Manufacturing Com- 
pany, Bridgeport, Connecticut, has 
issued a new catalog on its electric 
hoists. The book contains 48 pages 
and gives a complete description of 
the hoists as well as dimensions and 
other useful data. The hoists include 
hook and bolt suspension; plain, 
geared and motor driven trolleys; 
and drum and low headroom types. 

kk Ox 


Changes Made in A. M. Byers 
Personnel 

Strickland Kneass, Jr., has re- 
signed his position as chief engineer 
for the A. M. Byers Company, Pitts- 
burgh. Mr. Kneass was at one time 
chief engineer for the Costello En- 
gineering Company, Pittsburgh, and 
before that served as steam engi- 
neer for the Youngstown Sheet and 
Tube Company, Youngstown, Ohio. 

R. H. Crevoisie, formerly assistant 
engineer for the Republic Steel Cor- 


poration, Youngstown, has — been 
made plant engineer of the new 
wrought iron plant of the A. M 


Byers Company at Economy, Penn 
sylvania. 
* * * 


New Standard Pressed Steel 
Booklet Ready 
A new catalog covering “Hallo- 
well” packing plant equipment has 
just been made ready by the Standard 
Pressed Steel Company, Jenkintown, 
Pennsylvania. The book is complete 
in 36 pages, showing illustrations and 
detailed specifications. 
* 2 2 


General Refractories Holds Elec- 
tion of Officers 

At a recent meeting of the board 
of directors of the General Refrac- 
tories Company, Philadelphia, Bur- 
rows Sloan was elected chairman of 
the board; John R. Sproul was made 
president ; E. A. McKelvy, vice-presi- 
dent; and (Continued on page 125) 





first in the field” 


We Adhere Rigidly 
to Standards 


There is never any question about 
a CLARK electrically driven tool. 
When we say it conforms to certain 
specifications, it does—absolutely. 
When we guarantee its performance 
and its durability, when we say it 
will do a certain job right, the tool 
lives up to expectations or we make 
good on it. That strict adherence to 
standards is one of the best selling 
points, one of the finest safeguards 
a distributor could ask for. 


Your customers will never be dis- 
appointed by CLARK electrically 
driven tools. One order will bring 
more, for CLARK tools are sure re- 
peaters, Any of our distributors will 
tell you that. They will tell you, 
too, that the CLARK line is profit- 
able—mighty profitable. 


A few territories are still 
open. Yours may be. 


Write to us for details. 





“CLARK” 
Electric Dise Sander 


Weight, 
Approximately 5 Ibs. 


One of the Many 
Superior Quality, 


Fast Selling, Profi- 
table Items in the 
complete CLARK 


Line 


JAS. CLARK, JR. 
ELECTRIC CO. 


605 Bergman St. 
LOUISVILLE, KENTUCKy 
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A Definite 
Sales Plan 


2 
A Definite 
Sales Story 


© 


A Definite 
Franchise Value 


There are three definite advan- 
tages to becoming a Whitman & 
Barnes distributor: 


@ sit provides a definite sales 
plan for your small tool division, 
taking such essential lines as 
drills, reamers and cutters out 
of the mass of items “handled’’, 
and placing them on a basis 
where they become profitable. 


@ The Whitman & Barnes 
line of outstanding cutting tools, 
including Hercules high speed 
drills, Blue Diamond high speed 
drills, Hercules Major drills, 
and Hercules reamers and cut- 
ters, provides your sales organi- 
zation with a definite and con- 
vincing sales story. 


@ Combining a definite sales 
plan with a definite sales story, 
the W&B franchise presents a 
definite value to distributors who 
can qualify under the new order 
of industrial distribution. 


Whitman & Barnes has a profit- 
able proposition for interested 
distributors, and invites corre- 
spondence from them. There is 
no better time than the present 
to put your small tool depart- 
ment on a profitable basis. 


WHITMAN & BARNES 


Incorporated 


DETROIT, MICH. 


CHICAGO NEW YORK 











Announcing 


A Better Business Program 


The July, August and September issues of MILL 
SUPPLIES will devote a major portion of their 
editorial activities to the opportunities for secur- 


ing more business. 





All distributors and their salesmen will find a 
wealth of information in these issues to help 


them get more business in these trying times. 


Don’t miss a single issue. 


July will feature “Sales Opportunities” and 
August, “Sales Management,” while September 


has been designated the “Better Business Issue.” 


| These three issues of MILL SUPPLIES will be of 


unusual importance to industrial distributors and 





| their salesmen. Watch for them. They’ll help 


| put money in your pocket. 
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Metal Side Plates 
Well Balanced 
Metal Dowels 


Distributors—May We Send You Agency Details? 


eeting the Demand of the Day 


Maximum Efficiency 


at Minimum Cost . . 


ATLAS 


Leather Fibre Pulleys 


N motor service, or wherever 
else speed, constancy and 
durability are essential, the new 
ATLAS Leather Fibre Pulley gives 
better performance — AT NO 
INCREASE IN COST. 


Its construction—layers of 
leather fibre compressed by our 
own special process—develops 
the recognized efficiency of 
leather for transmitting power 
to the highest point. 


Sales resistance becomes a minor 
factor when you offer your cus- 
tomers the ATLAS pulley. They 
will recognize immediately the 
stalwart qualities of this new con- 
tribution to industrial progress. 





, \ / 
\ / 
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A 
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ATLAS LEATHER COMPANY 


CASEY VILLE 


Established 1905 
ILLINOIS 
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NEW ANDERSON 


THE 


erlop- 
STEAM TRAP 


with a New Distributors’ 





“SET-UP” 


ILVERTOP, the new Anderson Model 

“A” Inverted Bucket Steam Trap is 
meeting with unusual interest among 
distributors. The trap itself, as well as 
the distributors’ proposition, most closely 
approaches the distributors’ steam trap 
needs. In the first place Silvertop has a 
number of exclusive advantages. It has an 
unusually simple, trouble-proof construc- 
tion. The valve and valve seat are of 
Nitralloy, an erosion resisting metal. 
Gaskets are set in recessed joints to 
prevent gasket failure. Bucket clevis, 
clevis pin and lever pin, are made of a heat- 
treated, rust-resisting alloy. An exclusive 
deflector in the bottom of the trap pre- 
vents partial closing of valve when there 
is an inrush of condensate. It is the only 
steam trap painted in distinctive colors 
and having a distinctive trade name. 
These exclusive features have won the 
distributors’ approval. 


cA Real Distributor “Set-up” 


You distributors who have been looking 








STEAM @ 























for a real steam trap proposition should get 
in touch with the V. D. Anderson Company 
at once. You will find our proposition on 
Silvertop most closely approximates your 
requirements for making excellent profits 
on steam traps. Write today asking for 
complete information on the Anderson 
Silvertop Steam Trap and the new Silvertop 
distributors’ proposition. 


THE V. D. ANDERSON COMPANY 


1944 West 96th Street Cleveland, Ohio 


NDERSON 


see ote Ec, 
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( , 
( dve ry establish- 
ment with a railroad 
siding in your ter- 
ritory is a prospect 


T~] 


i Jie 
NEW BADGER 
CAR MOVER 


A one man car mover that 


quickly spots the heaviest 
























or 


THe NEW BADGER | 
CAR MOVER and = / 
THE ADVANCE / 
SAFETY CAR 
WRENCH 


Check up on the number of plants 


and institutions of every description 


car. Compound leverage 
provides powerful thrust. 
Slip-proof spurs prevent lost / 
motion. Weighs only 19 j 
pounds. Moves loaded cars 
farther, easier and faster. 
Buyers will quickly see its 
advantages. 


with railroad sidings in your terri- 
tory. Every one of them has use for 
one or more car movers—most of 
them for safety car wrenches. What 
a sales job you can do in this mar- 
ket with The New Badger Car 
Mover and The Advance Safety Car 
Wrench! Here are two great, indis- Line 
pensable tools that offer reliability, lS 
power, and maximum efficiency at — 
minimum cost, manufactured by a / 
company that helps and supports its 
distributors. Outstanding—and prof- 
itable—sales records are being made 
by many distributors with The New 
Badger and The Advance Safety Car 
Wrench. Why not fall in line? 


SAFETY CAR 
WRENCH 


Automatically adjusts 
itself, to any size wind- 
ing tap on hopper bot- 
tom cars. Used suc- 
cessfully when other 
styles of wrenches have 
failed. Unbreakable 


with normal usage. A 


We will be glad to tell you 
more about this “Pair of 
Aces” and the definite mar- 
kets for them. 


demonstration will al- 
most clinch a. sale. 
Write today. 


ADVANCE CAR MOVER CO 


Wi CONSIN 





io 
1%, Canadian Factory CANADIAN ADVANCE CAR MOVER CO., WELLAND, ONTARIO, CANADA 
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PARKER’S GUARANTEE 
OF PERFORMANCE 


Renewable Steel Jaws. 


Swivel Base,360 degreesgrip- 
ping power. 


Outside Saddle permits easy 
removal of screw for oiling. 


Solid underportion gives 
added strength, 
Set Screw in handle. 


Castings of Parkco Metal. 


Full sized screw and nut. 


You smart salesmen know why 
PARKER VISES are easy to sell and 
why they stay sold. They are fine 
vises, well advertised to your trade, 
and have proved their merit by 
performance. 


Four out of five of your cus- 
tomers need more vises, and as 





No. 229X 
Machinists’ Swivel 
Base Vise. Best 
for all types 

of work. 


YOU SALESMEN KNOW 


PARKER advertising has prepared 
the way, it should be an easy mat- 
ter to sell him the PARKER shown 
here — as this vise has been de- 
signed to meet all his requirements. 


We are original subscribers to 
the Joint Committee’s Merchandis- 
ing Plan and heartily endorse its 
policies. 


Sold through the Jobber exclusively 





THE CHARLES 


ARKER » VISES 


PARKER CO. 





Master Vise Makers 


Makers of the famous Parker Gun 





MERIDEN, CONN., U. S. A. 


New York Salesroom: 25 Murray Street 








JUNE, 1931 


MILL SUPPLIES 117 





REIT da 


A medium published exclusively for 





distributors and their salesmen 


A THOUGHT ON THE “GYPO” 


T seems that every industry has its bor- 
derline members, a nondescript fringe 
that cannot be done away with even if it 

were desirable to do so. Other industries have 
their “curbstoners” and “gyps” while the 
road-building and excavating contractors 
have their “gypos.” At least this last-men- 
tioned name is prevalent in the Pacific North- 
west and some say that it may have orig- 
inated with the small logging contractor who 
has been called by that name for many years. 


The “gypo” is a small one- or two-man or 
ganization. Quite often he is a steam-shovel 
operator, who has put together a few hun 
dred dollars and made up his mind to branch 
out for himself. He may land some small 
excavating job and, in order to handle it, buy 
a shovel from a second-hand distributor or at 
least make a down payment on one. Fre- 
quently, he cuts prices, and, as in the case of 
the “curb-stoner,” calculates that he has no 
overhead. So he cuts up, or rather digs up, 
accordingly. 


It follows, therefore, that the “gypo”’ is not 
regarded with high favor by the “legitimate” 
contractors, who buy good machines, know 
all about overhead costs, and, of course, never 
cut prices. However, it is not safe for the 
construction equipment distributor arbitrarily 
to condemn all “gypos.” Many times, they 
are men with real ambition to be something 


more than ordinary day laborers. With this 
urge and average brains, they often make 
‘rapid progress and grow into full fledged 
“legitimate”? contractors. 


One prominent equipment distributor in 
Portland, Oregon, says: “You cannot afford 
to disregard the gypo. If you adopt an up- 
stage attitude with him, when he is begin 
ning, you may be cutting out yourself forever 
from a man who later may be a big operator. 


“One of our really large contractors in 
Portland started out only a few years ago 
with $250. He and his partner went to a junk 
yard, gathered up some odd and ends, includ 
ing some old crusher parts and a discarded 
automobile engine, and got together a work- 
able outfit. With this they landed their first 
job and made a thousand dollars. From that 
time on they have gone ahead and, out of 
‘arnings, obtained first-class equipment. To 
day they employ many men, although they 
personally still work right along with their 
gangs operating the more important ma 
chinery, seeing that the job moves along prop- 
erly, and incidentally earning wages them 
selves which go into the common pot. 


“NTO, you must not be too quick to con 

“ “ demn the gypo and much less should 
you use the term as reflecting in any way on 
a man’s honesty.” 








“You Gan Sell 


says 





EFORE we carried a line of concrete mixers on 

the floor and in our warehouse, we used to have 

contractors come in and ask about them. We would 
show the catalog and stand about trying to think of nice 
things to say about the mixers. The contractor would 
usually look over the list and then remark that he didn’t 
need one just at present but that later on he would let 
us know if he decided to buy. It was a good idea— 
this letting us know if he wanted to buy one of our 
mixers. The only difficulty was that the prospect never 
returned and confessed to a buying urge. 

After this had been going on some time, we began to 
carry a line of demonstrators on the floor. This plan 
met with only moderate success. Then we decided to 
change lines and I went to look over two promising ones. 

At the establishment of the first manufacturer, | was 
led into a dark, cold, barny warehouse. The salesman 
pointed up into the gloom and languidly discoursed on 
the qualities of the mixers. Somehow I could not help 
but absorb the gloom and dampness of the place, and 
the discouraged air of the salesman. I told him I would 
look around and come back if we decided on the line. 

At the second call, I was cordially greeted by the 
salesman. He said it would be a pleasure to show his 
line. Mixers were displayed in a well-lighted room and 
in a jiffy the salesman 
had a machine in opera- 
tion, pointing out as he 
worked, just why this 
machine was so easy to 
start and operate. 

Then he asked me to 
step into his car and he 
backed up to a mixer and 
hooked on. We rode 
what seemed to be half 
way around Philadelphia 
while he talked about the 
line and its possibili 
ties. Incidentally the ride 
showed how easy it was 
to take a machine to the 
job. Yet another advan- 
tage of this ride, from 
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TOM LONGMORE 


Salesman, The Bittenbender Company, 
Scranton, Pennsylvania 





The fact that we are prepared to supply construction equip- 
ment and supplies from stock 


turned many sales our way. 


MORE MIXERS 
by Demonstrating” 


The fact that Tom has sold 

32 concrete mixers in one 

year is ample evidence that 
he knows how 


his standpoint, was the fact that, being in a car, we were 
absolutely free from interruptions. 

We bought that line. Even if it had been no better 
than the first, we would probably have bought it because 
of the feeling created that a live organization was behind 
the product. 

During the mixer season, we always have a mixer 
outside the store with the sign ‘Ask for a Demonstra- 
tion—Other Sizes Inside.’ This not only helps us to 
make sales, but also serves as a reminder to the passing 
contractor that here is a place that has a stock of his 
other construction equipment and supply needs. 

On one occasion, a man came into the store whom | 
knew to be a prospect for a mixer. He had previously 
been broached on the subject but showed little interest. 
This, we found out, was because he had made up his 
mind that he was going to buy another make of mixer 
and did not want to start a long discussion that would, 
to his mind, serve no useful purpose. 

For that reason, when I saw him come in to make 
a small purchase, I had one of the other men serve him 
while I went out into the street and started the mixer. 
As usual, a small crowd formed to watch the machine 
in operation. 

I kept my eye on the door and before long the pros- 
pect came out. He saw 
the crowd and joined it. 
I greeted him as though 
the meeting were entirely 
accidental and called his 
attention to the operation 
of the machine, in the 
friendly casual manner 
of a person who believes 
he has something inter- 
esting, not with the atti- 
tude of one working for 
a sale. The prospect be- 
came interested, operated 
it himself and ended in 
buying. This sale surely 
could not have been made 
without demonstration. 

( Continued on page 124) 
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No. 61—Narrow, deep, medium capacity No, 6A—General purpose, for dry materials No. 31—Narrow, deep, large capacity tray 


PUSH STERLING NOW! 
Here’s Why! 


Today every buying reason you can bear down with— 
helps your chance of getting selling action! Sterling 
Wheelbarrows give distributors a stronger Wheelbarrow 
sales appeal in LOWERED OPERATING COSTS. Sterling 
enables you to point out 12 distinguished features of 
greater wheelbarrow value and service. Each definitely 
contributing to your customer’s operating economy and 
to your increased business. 






I. MORE LOADS WHEELED 


The first Sterling selling factor in Low- SELF-LUBRICATED AXLE BEARINGS. 

ered Operating Costs is—More Loads NO OILING NEEDED. WHEELS 507 EASIER 
Wheeled per Man per Day. Besides this 
you can convincingly explain four 
others. 2. Increased Manpower through 
Perfect Load Balance. 3. Lowered 
Maintenance Costs, all parts stronger, 
last longer, and interchangeable. 4. 
Raised Efficiency through Adaptability 
—exact sizes and capacities for every 
job. 5. Prompt Servicing and Delivery 
to the field of work. 


Send today for the 12 Sterling Sales 

Facts and how to use them in your sales MALLEABLE IRON WHEELGUARDS INSURE 
phat PROTECTION AND EASIER QUICKER DUMPING 
STERIL: STERLING ON A WHEELBARROW MEANS MORE WY TILLLUPTHAO STERLING ON wan) ANY 








MILWAUKEE WISCONSIN 
Branch Warehouses—BOSTON, NEW YORK, PHILADELPHIA, PITTSBURGH, CLEVELAND, DETROIT, CHICAGO, ST. LOUIS 
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Equipment Field 


Bjorge Has Encouraging 
Viewpoint 

SCAR B. Bjorge of the Clyde 

Equipment Company, Port- 

land, Oregon, and president 
of the Associated Equipment Distrib- 
utors, is a very busy man these days 
getting caught up with his work. 
When he got back from the conven- 
tion this spring, which took several 
weeks of his time, he almost imme- 
diately was put on the Grand Jury 
which kept him away from his office 
quite steadily for five weeks. 

Mr. Bjorge sees a great deal of 
encouragement for contractors and 
equipment distributors in the great 
amount of road construction work 
that is now under way or scheduled 
for this season. In Oregon and 
Washington it has reached all-time 
record proportions; in the eleven 
western states, including bridge work, 
it has reached the enormous figure 
of $1,100,000,000. Throughout the 
country, he says there are evidences 
of road building activities of great 
magnitude. 

In the case of his company, and 
probably that of many other equip- 
ment companies in the Northwest, 
normal business represents about 50 
per cent road building equipment and 





These men attended the “Caterpillar” 


of the 


¢ 


50 per cent logging equipment. Even 
with the lumbering business at a low 
ebb he therefore finds half his field 
in better than a flourishing condition. 
This should mean a year that will 
stack up well in comparison with the 
normal. Asa matter of fact, he says 
that with his company, last year did 
not show a very serious falling off. 

Mr. Bjorge, while comparatively a 
young man, has nevertheless been 
with the Clyde Equipment Company 
in various capacities for 22 years. 
Therefore, his ripe experience has 
extended over a number of sharp ups 
and downs in the business cycle. The 
present situation holds no particular 
worries for him from the standpoint 
of writing business. 

x * * 


Bond Company Has Housewarm- 
ing in New Home 

The Bond Company of Boston re- 
cently had a housewarming on the 
occasion of moving into its new 
building at 39 Old Colony Avenue, 
South The day of celebra- 
tion was given over to motion pic- 
tures, music, refreshments and an 
exhibition of display room and ware- 
house. 


Harold L. 


Soston. 


Bond, president, has 


been in the contractors’ supply busi- 





onstruction 


ness since 1887, having started his 
own independent establishment in 
1901. The present company was or- 
ganized in 1923 at 84 High Street, 
3oston, the location which it has just 
left. Associated with Mr. Bond are 
his two sons, Harold C. Bond, treas- 
urer, and Lowell Bond. 
* * * 
New Mahoney-Clarke Catalog 
Mahoney - Clarke, Incorporated, 
New York City, writes that it has 
just received its new equipment and 
supply catalog, one of the most com- 
plete and up-to-date books ever is- 
sued by the company. 
* * * 


Garlinghouse Is New Metalweld 
Distributor 
Metalweld, Incorporated, has ap- 
pointed Garlinghouse Brothers, Los 
Angeles, as its representative in 
southern California. The partners 
in the firm, L. H. Garlinghouse and 
A. F. Garlinghouse, are both gradu- 
ates of Rensselaer Tech., and as such 
are well equipped to service manu- 
facturers’ products. 
* 2 2 
New Distributor for Trackson 
Equipment 
The Trackson Company, Milwau- 
kee, has announced the appointment 
of W. W. Williams Company, Col- 
umbus, Ohio, as a new distributor 
for its tractor equipment. The Wil- 


MACHINERY CO 
TT CATERPILLAR'SCHOOL F 
aio Are Weicone - Come Inf ef 


—_— 





sales school which the E. A. Martin Machinery Company held at its Springfield, Missouri, 
office recently. 
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These men represent the Cunningham-Ort- 
mayer Company, Milwaukee. This firm has 
a very fine set-up both as to buildings and 
personnel. Top, left to right, are: E. J. 
Cunningham, president; James Goggin, sec- 
retary, and C. G. Ortmayer, treasurer. Be- 
low: Bob Priestley, Fred Balesey, and G. L. 
Lawrence. 


liams company will handle the com- 
plete line of Trackson crawlers, shov- 
els, hoists, cranes and so forth, as 
well as a stock of repair and replace- 
ment parts. 

‘= ss 


Merger to Form International 
Stacey Corporation 

The International Derrick and 
Equipment Company and the Stacey 
Engineering Company have merged, 
forming a new organization to be 
known as the International Stacey 
Corporation. Headquarters will be 
in Columbus, Ohio. 

The Stacey company operates the 
P. H. and F. M. Roots Company and 
the Connersville Blower Company. 

Harry M. Runkle of Columbus, 
now president of the International 
Derrick and Equipment Company 
will be president and general man- 
ager of the new company and in di- 
rect charge of all operations. Mr. 
Runkle is also a director of the 
American Rolling Mill Company, 
president of the Eastern Hocking 
Coal Company, and secretary and 
treasurer of the Battelle Memorial 
Institute of Columbus. 

E. D. Johnston, former president 
of the P. H. and F. M. Roots Com- 
pany, and George W. Ansted, for 
many years a member of the board 
of directors of the Connersville 
Blower Company, are members of 
the board of directors of the newly- 
organized Stacey company. 

J. S. Tatman, president and gen- 
eral manager of the Connersville 
Blower Company, Incorporated, and 
the P. H. and F. M. Roots Company, 
will continue in charge of the Con- 
nersville plants. (Turn to page 123) 








Turn your efforts into 
PROFITS 


with 


WELDING & CUTTING 
Equipment and Supplies 


- 
Tr ORCHWELD equipment 

is always safe, dependable and fast in operation, 
uses less acetylene and oxygen, increases production 
and reduces maintenance costs. It appeals immedi- 
ately to the modern buyer, who is interested 
entirely in highest efficiency at lowest cost. That 
gives you a real opportunity to do an outstanding 
sales job on TORCHWELD—at a profit that com- 
pensates you fully for your efforts. 





sive money-making proposition for 
distributors. 





{sve today for details on our exclu- | 








‘TORCHWELD EQUIPMENT COMPANY 
224 N. Carpenter St., - - - - Chicago 


FOR BEST RETURNS—SELL WROD 











ls; Your Transmission Business 


All That It Should Be? 


If not, perhaps your salesmen need the inspiration of 
products that have the convincing features of 
“Chicago Line” Ball Bearing Equipment 
a line that is being sold with real suc- 
cess by many distributors today. 





“Chicago A Really 





| Line” Modern 
| Ball Line 
| Bearing for 


he Distributors 


Equipment 
DAGGETT BALL BEARING LOOSE PULLEY 

If you are interested in pushing trans: 
| mission sales—and making profits doing it 
| write to us for complete information on 
Daggett Loose Pulleys, Hangers, Friction Clutches" 
| and Countershafts (all ball bearing), and the dis- 
tributor policy that has been such a factor in our success 


I Chicago Pulley & Shafting Co. 


19 North Desplaines Street * Chicago, Illinois 








| 
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New Construction Equipment Products 


| 








HE latest Euclid Crane and Hoist develop- 

ments are single and twin tamping rollers. 
The twin type is shown. These machines in- 
corporate an improved design of the com- 
monly known sheep’s foot type of roller and 
feature an oscillating action which permits the 
roller to conform to the contour of the ground. 
In construction the characteristic Euclid draw- 
bar is used 














HE Ebel Hoist and Pump Company, Lans- 

ing, Michigan, is now making a heavy 
duty sand or gravel pump with roller bear- 
ings. The bowl, suction plate and impeller 
are made of “Strenes” metal. The belt drive 
has an extra bearing outside the pulley. 

















HE new model GH Trackson McCormick-Deering be- 

ing made by the Trackson Company, Milwaukee, is de- 
signed especially for the mounting of cranes, hoists, pipe 
booms, shovels and so on. The crawler tracks are of heavy 
electric alloy steel, with each track shoe cast in a single 
piece. Staggered tooth design promotes self-cleaning and 
self-alignment of sprockets. Drive sprockets are of man- 
ganese steel. Truck wheel bearings are of ring-oiling de- 
sign. 








W A. RIDDELL COMPANY, Bucyrus, Ohio, has 
« developed a dump body attachment for power grad- 
ers. The outfit is designed especially for work on roads 
which require patching at the same time that mainte- 
nance is required. A dump body attachment with a capacity 
of 1% cubic yards can now be furnished on Warco center 
control power graders. Dumping may be either gravity 
cer mechanical as desired. 


"THE new Camel automatic dump wagon be- 
ing made by the Shunk Manufacturing 
Company, Bucyrus, Ohio, is said to combine 
in one unit, features of truck, tractor, trailer 
and bulldozer. Construction features are: 
heavy radiator guard; gasoline tank holding 
17 gallons; motor transmission and differential 
mounted on one continuous cast iron bed 
plate; brake, harid and foot operated, hy- 
draulic governor for return of body; and auxil- 
iary axle, carrying the full load. 
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Wayne B. Stacey, present vice- 
president of the Stacey Engineering 
Company, will be in charge of the 
Cincinnati property. 

x ok x 


Caterpillar Supervisor Selects 
Engineering Staff 
Charles A. Spears, general super- 
visor of construction and govern- 
mental sales for the Caterpillar Trac- 
tor Company, has selected for his 
staff of engineers, R. H. Gardner, 


Walter Harn, C. A. Spears, Ralph J. | 


Morgan and Frank A. Nikirk. 

Each of the men are graduate en- 
gineers with years of experience. Mr. 
Gardner, who is from Atlanta, and 
incidentally is a good friend of 
“Bobby” Jones, is an alumnus of 
Washington and Lee University and 
for the past two years was district 
representative in the southeastern 
area for the Caterpillar Tractor Com- 
pany. 

Mr. Harn, former Cleveland con- 
tractor and for two years district rep- 
resentative for Caterpillar in Arizona 
and: Southern California, will now 


cover the territory west of the | 


Rockies. 


As former president of Spears- | 


Wells, Mr. Spears has done construc- 
tion engineering work throughout the 
west for 15 years. He also has been 
with the Caterpillar Company for 
two years. 

Mr. Morgan was formerly United 
States Department of Agriculture 
specialist on marketing and coopera- 


tive organization. Mr. Nikirk has a | 
record of 30 years experience in road | 


and street building and maintenance, 
sanitary engineering, city planning 
and management, and railroad build- 
ing. Both of these men have already 








had several years of work with the | 


Caterpillar Company. 
x ok * 


Rolfing Leaves Oliver Equipment | 


R. C. Rolfing, vice-president and | 


general works manager of the Oliver 
Farm Equipment Company, Charles 
City, Iowa, has given up his work 
with the company. He left last week 
for a month’s trip to California. 

When the Hart-Parr company with 
which he was identified for 20 years 
was merged with the Oliver com- 
pany, he was given the position 
from which he has just resigned. 
While with the Hart-Parr organ- 
ization, Mr. Rolfing served as works 
manager. 
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A CUSHMAN CHUCK 


Made only as Cushman can make it 
THE 4-Jaw Independent Chuck 


Why the “INCOMPARABLE” is incomparable and should 
replace the chuck made for a day that is gone. 


Made only of the best of Steel or Gray Iron 
Castings. 

Screws 
Chrome Nickel Steel 
Heat-Treated. 

They engage the Jaws 
from end to end and are 
Self-Cleaning. 








Thrust Bearings 
Of special tough carbon stecl 
heat-treated — Self-Aligning 





Always hold the screws in cor- 
rect relation to the jaws. 100% 
thrust area, for they fully encircle the screws. 

Jaws 
Of an Alloy Steel, selected as best for the purpose and heat-treated. 
A Full-length Screw Contact and Every Surface is Hard. 
Grooves are wide to coincide with the extra large heavy ribs of the body. 
These Jaws are free- moving and interchangeable, ground to maximum and minimum 
gauges with only .001 in. tolerance and are reversible. 


The CUSHMAN CHUCK Co., HARTFORD, CONN., U.S: A. 


~ “ASK CUSHMAN TO CHUCK IT” | 


MYERS WATER SYSTEMS 


A thoroughly dependable line of shallow and deep 
well water systems for homes, farms, public and pri- 
vate buildings and institutions. Styles for shallow or 
deep wells. Capacities up to ten thousand gallons 
per hour. Operation by hand, wind, engine or 
motor. The Myers Trademark is your warranty for 
dependability. 


DUMPS — WATER SYSTEMS — HAY Ti — DOOR HANGE! 























Positive self-lubrication, housed working 
parts, improved bearings and gears, extra 
large valves, unrestricted water ways, in- 
creased volume, complete automatic control, 
lower maintenance costs are Myers features. 


Ask for catalog and information. 
THE F. E. MYERS &@ BRO. CO. 
ASHLAND, OHIO 
PUMPS . WATER SYSTEMS . HAY TOOLS . DOOR HANGERS 


Fig. 2511 
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All Metal Pipe 
and Bar Truck 





All the requisites of 
a good specialty line » 
CHASE TRUCKS 


You can do a real constructive specialty 
sales job with CHASE trucks because they 
can be used to advantage in industrial 
plants and shops everywhere and because 
they return distributor profits worthy of 
concentrated effort. Investigate your op- 
portunities with this long established, 
widely accepted line now. 


Sheet 
Metal 
Truck 
Style 
44 





300 and 
other information on this profit- 
able line for distributors . . 


THE CHASE FOUNDRY & MFG. CO. 
COLUMBUS, OHIO 


of Roller 
Industrial Cars of all Kinds. 


Send for Catalog No. 


Manufacturers Bearing Trucks and 














THEIR 
EXTREME 


SIMPLICITY 


MAKES THEM EASY TO SELL 





Class B. 1 to 20 Ibs. 
Class C. 20 to 70 Ibs. 
Sidelug. 40 to 150 Ibs. 


Distributors and their salesmen will find 
Nason Time Tested Traps and other spe- 
cialties increasingly profitable to handle. 
Write us for catalogs and other sales helps 
we are prepared to offer. 


NASON MFG. CO. 


71 FULTON ST., NEW YORK CITY 


NASON 


TIME-TESTED SINCE 1841 


STEAM TRAPS 


KEEP UPKEEP DOWN 





RS te RRR RN, 


You Can Sell More Mixers by 
Demonstrating 
(Continued from page 118) 

In another case, we had a prospect 
who said he would not consider buy- 
ing until his foreman could see the 
machine and give an opinion. Time 
after time, we tried to get them into 
the store together but there was al- 
ways something to prevent it. Finally, 
I hooked a machine behind a truck 
and drove out to the job. Here we 
had no trouble in demonstrating it to 
both of them at once. The contractor 
protested that it would not have been 
necessary to bring the machine out to 
the job for a demonstration as he and 
his foreman would eventually have 
been around to see it. Perhaps they 


would; perhaps not. There are other | 


salesmen selling mixers and one of 
them might have beaten us to the sale, 
if he had gotten a machine on the job 
ahead of us. 

Having mixers on the floor also en- 


ables us to work up a list of live pros- 


pects. We demonstrate to many peo- 
ple who are not in the immediate 
market for such machines. The reason 
for this is the fact that we like to 
have contractors in this section sold 
mentally at least on our line and im- 
press them that when they are ready 
to buy, we can serve them without 
delay from stock on the floor. Many 
sales have been secured as a result of 
selling an idea long before the pros- 
pect actually needed the machine. 

When concrete mixers were men- 
tioned to one contractor not long ago, 
he appeared quite antagonistic to our 
line. We straightened him out on his 
apparent misunderstanding and he 
agreed to buy a mixer—if he were 
given a special price that would have 
meant giving up most of our profit. 
He assured us that if this price were 
not granted him, he would buy a ma- 
chine elsewhere. About twice a week 
he came in to make small purchases 
and each time he would talk about 
buying the mixer—at his price. Each 
time he received our polite refusal to 
do business on that basis. 

Finally he came in and was more 
violently insistent than ever on get- 
ting a price reduction. He pointed 
out that he had been doing business 
with us for many years and was en- 
titled to a break for once. When we 
again refused to make concessions, 
he said: 

“Well, I have a job starting to- 
morrow and will have to buy a ma- 
chine. Send it out.” This was 





HIGHLY 
DESIRABLE 


The Vulcodisc 


A Williams 

Valve with a 

dependable 
disc in a 


Jiffy Slip Holder 















Ideal 


the 
Vulcodise is a dependable valve for 
power, heating, and the many re- 


for all around use, 


quirements of modern industrial 
plants. The disc is unusually strong, 
long lived, and easily renewable. 
Williams Valves are highly desir- 
able both for you and your buyer. 


Wer 











D. T. WILLIAMS VALVE CO 
CINCINNATI, OHIO 

ECONOMY SCREWS 

Every Inch a Distributor’s Line 








THEY THEY 
PAY BRING 
GooD REPEAT 
PROFITS ORDERS 


Ecoxomy Quality Screws—not 
merely commodities, but fast. sell- 
ing sales leaders on which you can 
do volume business at gratifying 
profit. Let us tell you more about it. 


Safety Set Screws—Socket Head Cap 
Screws—Headless Set Screws (in 
machine screw sizes)—Service on 
Special Size Orders—Special Screw 
Machine Products Made to Specifi- 
cations. 


ECONOMY MACHINE 
PRODUCTS COMPANY 


5214 Lawrence Avenue 
Chicago, Illinois 




















JUNE, 1931 


MILL SUPPLIES 


125 





another score for price maintenance 
and the fact that a stock on hand 
makes maintaining prices easier. 
Displaying stock properly in our 
establishment and making actual dem- 
onstrations at every opportunity have 
been two important factors in build- 
ing our concrete mixer business. Con- 
tractors today want to see what 
they’re buying and the salesman who 
has the equipment to demonstrate, 
plus a thorough knowledge of how it 
works, stands the best chance of get- 
ting the bulk of the business. | 


Manufacturers’ News | 


(Continued from page 111) 
Roger A. 
treasurer. 


Hitchins, secretary and 

All of the other officers 

of the company were reappointed. 
In addition to being president and 


a director of the General Refrac- 


tories Company, Mr. Sproul is also 
a director of the Delaware County 
National Bank, the Lehigh Valley 


Railroad Company, the 
Jaltimore 
Company, 


Philadelphia, 
and Washington Railroad 
and vice-president and a 
director of the Lackawanna and Wy- 
oming Valley Railroad. 

i. 


John Slezak Made Manager 
Turner Brass 

Announcement has just been made 
of the appointment of John Slezak 
as vice-president and general man- 
ager of The Turner Brass Works, 
Sycamore, Illinois. Mr. Slezak came 
to this company a year ago as works 
manager. He succeeds J. Walter 
Becker, who recently resigned. 

* aoe 


New American Pulley Bulletin on 
“Wedgbelt” Pulleys and Drives 

In the new bulletin of The Amer- 
ican Pulley Company, Philadelphia, 





SAFE - SANITARY - DEPENDABLE - GUARANTEED 




















covering ‘“Wedgbelt” pulleys and 
drives, simplified information on the 
calculation of V-belt drives is a spe- 
cial feature. Eight different center 
distances for each standard ratio are 
shown. The book has 20 pages. 


* * x 


Yale and Towne Concentrates in 
Philadelphia 

The Yale and Towne Manufactur- 

ing Company, announces that it is 

separating the materials handling 

division from the hardware section of 





its business. This entails the discon- | 


‘@iping Cloth Sales 


can be made Profitable 


HEY will be profitable if you 

take on the “Blue Grass’ line 
and make full use of its possibilities. 
*‘Blue Grass’’ Sterlized Wiping 
Cloths are guaranteed 100% sani- 
tary and satisfactory for the most 
exacting use—top quality at 
no higher price for your 
customers. 
And the Louisville Sanitary 
Wipers Co., Inc., backs you 
with a fair distributor plan. 
You will be interested in it. 


LOUISVILLE SANITARY 
WIPERS CO., + « INC. 





BRIAIND' 
EARNS 





GUARANTEE 


BLUE GRASS 
Wipers and polish- 
ing cloths are safe, 
sanitary and depend- 
able. They must 
satisfy you that they 
are exactly as repre- 
sented. 

If found otherwise, 
any and all ship- 
ments are returnable 
to the factory with- 
out cost to you. 




















We protect our LOUISVILLE, 
Distributors — 
Ask for prices. KENTUCKY 
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FLEXIBLE SHAFT MACHINES 


We build machines ranging in size from 1g to 2 H. P. 
in three speed drives—direct drives, vertical types and 
Gas motor drive machines. 


Attachments for: 


Type ML6—% H.P. 


Vertical 
ype 


Rotary Filing 
Drilling 
Sanding 

Wire Brushing 
Polishing 
Buffing 

Nut Setting 

Screw Driving 

Auto Body and 
Fender Finishing 
and for many other 
operations. 


Write for the largest catalog ever published illus- 
trating flexible shaft equipment. 56 pages. 


Manufactured By 


N. A. STRAND AND COMPANY 


5001-5009 No. Lincoln St. : - - Chicago 
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ARM -~ HAMMER 
Wrot [ron Anvils 


CRUCIBLE STEEL FACE) 





Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
-115-129 FRANKFORT STREET 
COLUMBUS OHIO 


General Forgings 
of Wrought Iron and Steel 





Copper Tubing 


Seamless. Sizes—from yy to 14% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vz to 1% 
in, O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7 to 144 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 144 in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices. 


WOLVERINE TUBECO. 


SEAMLESS COPPER 2 





> \@\ BRASS & ALUMINUM 





1451 Central Ave. Detroit, Mich. 


tinuing of the Stuebing plant at Cin- 


cinnati and the transferring of manu- | 
facturing and sales to Philadelphia. | 


Production of chain blocks and trol- 
leys, and electric industrial trucks 
and trailers is also being moved from 
Stamford, Connecticut, to Philadel- 
phia. 

J. C. Morgan will be in charge of 
the division as general sales man- 
ager; W. R. Hoyt will be works 
manager in charge of manufacturing 
and production, and Charles S. 
Schroeder, chief engineer. 

* * x 


New Bristol Catalog on Screws is 


Ready 


3ulletin number 825, descriptive of | 


“Bristo” 


safety set screws and cap | 


. . rr | 
screws, has just been issued by The 


Bristol Company, Waterbury, Con- 
necticut. The booklet contains many 


illustrations and diagrams besides de- | 


tailed tables of dimensions. 


+ £ 


Gilmer Company Issues New 


V-Belt Catalog 


The L. H. Gilmer Company, Phila- | 


delphia, has issued a new 84-page, 
8% by 11-inch V-belt catalog, com- 
prising two sections. The first is de- 
voted to theoretical and practical il- 
lustrations of V-belts themselves and 
their operation in multiple drives for 
various classes of service. The sec- 
ond is an engineering section intro- 
ducing new simple and original for- 
mulae for all V-belt calculations, de- 





Henry Vogt Fittings Catalog 
The Henry Vogt Machine Company, Louis- 
ville, Kentucky, has issued a comprehensive 
fittings catalog of 272 pages illustrating the 
complete line of Vogt drop forged steel 
valves, fittings and flanges for high pres- 
sures and temperatures of oil, steam, water, 

gas, air, and chemical service. 





A Complete 
Metal Service 


for Distributors 


Distributors selling our bear- 
ing metals are not required to 
look to several sources to se- 
cure the different grades that 
a supply house must be ready 
to furnish. 

A glance at the list of our 
products shows its complete- 
ness. Other formulas. re- 
quired will be made to specifi- 
cation, enabling distributors to 
satisfy every customer, what- 
ever his requirements may be. 


Ask for booklet, “‘Concerning 
Frictionless Metals” 


Frictionless Metal 
Company 


1458-60 Collins St. - St. Louis, Mo. 





We Make 


“Frictionless” Metal 
Nickel Genuine Metal 
Genuine Babbitt (Gov. Formula) 
Copper Hardened Metal 
Industrial Metal 
os. 2, 3 and 4 Hardware Grades 
Special Formulas 
Solder. 




















What a more careful 
Analysis of Belting 
Costs has Revealed 


RESENT conditions have 

caused many industrial or- 
ganizations to make a more 
careful analysis of their belting 
costs than they had ever made 
before. 


\ HERE this has been done, 

and comparative costs have 
been tabulated on Genuine Het- 
trick Stitched Canvas Belting and 
other types of belting, Genuine 
Hettrick has almost invariably been 
found to be the most economical. 
This finding has resulted in an 
increased use of Genuine Hettrick 
in all the plants affected. 


HE economy factor means 

much to industrial buyers. 
That is why distributors of Genu- 
ine Hettrick Stitched Canvas Belt- 
ing are “a step ahead” today. To 
do yourself justice, write to us and 
let us tell you more about the 
sales and profit opportunities our 
line offers you. 


See our exhibit on Page 56 of 
the MILL SUPPLIES CATALOG 
and DIRECTORY. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO... 
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The plant of the Kester Solder Company at | 
4201 Wrightwood Avenue, Chicago, be- 


sides being constructed on unusually | 58 

modern lines, has natural advantages as | —_— : ; 1 
: : : ublications are carrying the story of Alligator Stee 

well, for the og surrounding the build- Belt Sede to the user in 1931. This is part of our consistent 

ings are beautifully landscaped, and as the long-time merchandising program. 

nearest neighboring factories are several 8 ‘pee a 

blocks away, there is nothing to keep the You can recommend it “blind. 


sunlight from streaming into every office 


and plant building. FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street CHICAGO, ILL. 


In England at 135 Finsbury Pavement, London E. C. 2 
tailed tables of drives, from frac- | 
tional to several hundred horsepower 
and a large chart for quickly deter- 
mining center distances, belt lengths 
and useful data. 


* * * 


SKF Industries Issues New 
Booklet 

A complete, well-arranged catalog 
on pillow blocks and shaft hangers 
has just been issued by SKF Indus- 
tries, Incorporated, New York City. | 
Extensive tables of dimensions and | 
detailed diagrams are features of the 
book. Photographs of the various | 
types of blocks and hangers are also | 
included. 










FIRE PROTECTION 
EQUIPMEN Con “Ot Wo 





















ceil || | Poe 


_ Fire prevention is better than a, 
e Anti-Freezing 
U. S. Chain and Forging Now | protection, but when ere ane. 
McKay Company tion fails, DIENER fire protection 
Effective May 20, the United | equipment should be on hand 4 





States Chain and Forging Company. | to fight the fire evil. » » » » 
Pittsburgh, will conduct its business 


under the name of The McKay Com- 
pany. This change of name involves | Write for the com- 


no change of personnel, policy or cor- plete catalog of... 
Fa | Diener Fire Protec- 
porate organization. 


tion Equipment. 
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* * * 


Marsh and Company Buys Di- | 
vision of General Brass | 
Acquisition of the radiator valve 
division of the General Brass Com- 
pany, Detroit, by James P. Marsh 
and Company, Chicago, is announced 
by A. D. Rose, general sales manager 
of the Marsh company. 

“The acquisition was made in re- 
sponse to many demands from the 
trade that we add standard radiator 
valves to our present complete line of 
automatic air and packless valves, | 


2 gal. Pump Type 
“ Anti-Freezing” 
Extinguisher. 


2% gal. Soda and 
Acid Extinguisher. 
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Note the 
BRASS 
RING 


Illinois 


Malleable Iron 


Co. 


1801 Diversey Parkway 


“IMICO” 


UNIONS 


Made of refined mal- 
leable iron with brass 
seat inserted in place 
by powerful pressure 
so that it cannot be- 
come detached. 


THE MARK 





IDENTIFYING 
IMICO 
PRODUCTS 





DESMOND 


Grinding Wheel Dressers 
and Cutters 








late’ ——emme’ 


Desmond Diamond Tools 
Let us furnish your diamond Hand Tools 
and Nibs. We can supply any size 
diamond in any style mounting 


WeE manufacture the only com- 
plete line of Dressers and Cutters 
—a line that enables you to fill 
every customer’s requirements. The 
Desmond line is unconditionally 
guaranteed to give your customers 
complete satisfaction. 


Write to-day for our new catalog 
and discount sheet. 


The 
DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


Headquarters for Dressers and Cutters 











Chicago, Ill. 











The Davis 
Back-Pressure 
Val 


alve 


“COLD TURKEY” 


Distributors like the Davis 
line of valve specialties be- 
cause theyrequireless “cold 
turkey” selling. The line is 
known from coast to coast; 
50 years of goodwill are 
behind it. 


The line is complete; a valve 
specialty for every auto- 
matic pressure regulation 
requirement. 

DAVIS REGULATOR CO. 


2544 South Washtenaw Ave. 
CHICAGO, ILLINOIS 


EE STS A 
MS 6—Gray 





gauges and thermometers,”’ Mr. Rose 
said. 

The Detroit Company’s manufac- 
turing equipment is rapidly being 
transferred to the Marsh plant in 
Chicago. 

The Marsh company is a division 
of the Commercial Instrument Cor- 
portation. 

* + * 


Albert Hazle, Belting Company 
Head, Is Dead 


Albert J. Hazle, president of the 
Cornell Belting Company, Chicago, 
died April 25, in Evanston, following 
an operation for appendicitis. 

He was 68 years old and had been 
active in the belting industry for 
about 50 years. 

Surviving Mr. Hazle are: Miss 
Ruth Hazle and Mrs. Lucy Grieff, 
daughters; Albert J. Hazle, Jr., son, 
and Mrs. R. C. Darst of Kansas City, 
sister. 

* * x 


Taylor Chain Starts Fifty-Ninth 
Business Year 

During the month of June, the 

S. G. Taylor Chain Company, Ham- 

mond, Indiana, will start its fifty- 

ninth year in business. It is remark- 

able that this concern is still under 


the active control and direction of 


| 





| 


the family of its founder, S. G. Tay- 
lor. 

S. G. Taylor, Jr., has been the 
active head for more than 35 years 
and his son E. Winthrop Taylor, 
vice-president, is the youngest mem- 
ber of the family in the business at 
this time. 

The S. G. Taylor Chain Company 
makes a complete line of electric- 
welded, fire-welded and hand-welded 
chain, 

 . 


Reading Iron Makes New 
Appointments 
Several changes in the personnel 
of the Reading Iron Company, Read- 
ing, Pennsylvania, have been made 
recently. J. K. Aimer has been ap- 
pointed assistant general manager of 


| sales with offices at 230 Park Ave- 


; nue, 


New York. W. 
his assistant. George D. Smith was 
made railroad salesman operating 
under the direction of J. K. Aimer. 
For the present Mr. Smith’s activi- 
ties will be confined to the east. 

R. I. Fretz has been transferred 


S. Shiffer is 


| from the Reading district to assume 











JUNE, 1931 MILL SUPPLIES 129 








charge of the Pittsburgh district in 
place of Wyman Howells who will 
now direct the activities of the Read- 
ing district. EE. S. Moorehead has 
been appointed to this district to 
work under the direction of Mr. 
Fretz. | 

Harry L. Bialock is now asso- | 
ciated with the St. Louis district | 
under the direction of J. L. Jacob- | 
son, district sales representative; and | 
L. C. Hartzell is working under the 
direction of R. W. Thompson in the 
promotion of nipple business. | 





you want to satisfy every cus- 
tomer, carry a line large enough to fill 
every requirement. 


The profitable line is the Puro Quality 
Line. 


If in doubt write for our catalog now. 


U 


SANITARY DRINKING FOUNTAIN CO. 
American Chain Issues New Book Haydenville, Mass. 


A new book of information on | 
weldless coil chain and attachments 
has just been issued by the Amer- | 
ican Chain Company, Incorporated, | 
sridgeport, Connecticut. 

It is profusely illustrated through- 
out with actual size illustrations of | 
the “Acco” line of weldless wire and | 
flat metal chains and many different | 
attachments and_ specialties. 


* * x* 





x * x 








Wickwire Spencer Makes Clapp 
Eastern Sales Manager 

Kk. H. Clapp has been made eastern 

district sales manager of the Wick- 

wire Spencer Steel Company, New . eames — 

York City and its subsidiary, the | ]| 


American Wire Fabrics Corporation. | Specialize On 
Mr. Clapp has been affiliated with | || 


the wire manufacturing industry for | ]| MONARCH T os c 

more than 23 years. For a number | |} ransmission an 

of years he was with the wire sales M . | iH dli rE . 
aterial Fiandling Equipment 


Figure 
2-6AH 


Figure 
200 














department of the American Steel 
and Wire Company, Boston, and he 





P 6 ° . | “ 
has been with the Wickwire Spencer A connection that offers an unusual Bi | 
company since 1922, | | opportunity for larger sales, because we \ 
i /~ * make a complete line, which includes: 
Bearings Belt Conveyors 
New Departure Promotes - Hangers Serew Conveyors | 
Beckwith Pillow ome Bucket Elevators 
} Shaft Couplings Feeders 
Carleton Beckwith has been ap- | Pulleys Bin Gates 
- on ‘ V-Belt Drives 
ointed advertising manager of the | 

I 5 5 | wmeatee and many other 


New Departure Manufacturing Com- | items 
pany, Bristol, Connecticut, succeed- 
ing the late Charles F. Olin. Mr. | 
Beckwith has been assistant advertis- | 





for the industrial and 
construction industries. 


‘ A man is judged by the 
ing manager of this company since 


company he keeps — a 
1913 mill supply dealer by the account he han- 
e + @ dies. 


Why not investigate this unusual: source of 
supply. Catalogs on request. 


Passing of Charles B. Burleigh 
Charles B. Burleigh, formerly asso- 
ciated with the General Electric Com- eet — & ne ms 
pany, died at his home in Malden, Wing Type Pulley 1240 Sherman St. uncy, Fa. | 
Massachusetts, May 6. He had re , 
tired from the company last Sep- | « « The MONARCH Line * . 


e . . e | | 
tember after serving it for 46 years. | J. — 
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DISTRIBUTORS | Early in life Mr. Burleigh be- 
HERE IS A FAST SELLING | |¢2™¢ associated with telephone com- 


AND PROFITABLE |panies in Chelsea and Minneapolis 
LINE |and in 1884 was placed in charge of 
Ball Bearing |power plant construction by the 
| Thomson-Houston Company, Lynn. 

Portable Electric ee: 




























| Later he was made superintendent 
of the isolated lighting department. 
When Thomson-Houston was consoli- 
dated with the General Electric Com- 
pany, he was made commercial en- 
gineer and later New England dis- 
| trict manager of the central station 
| department. 


Blower 


The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom. 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 

Model No. 3 Sells for 
$60.00. 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Beston 9, Mass., 
U.S. A. 



















© 


‘Adamson Heads Stephens-Adam- 
son Chicago Sales 

Stephens-Adamson Manufacturing 
Company, Aurora, Illinois, has en- 
larged its Chicago office and moved 
|to new quarters in the Civic Opera 
Building at 20 North Wacker Drive. 
C. H. Adamson, secretary of the 
firm, will be in direct charge of sales 
and engineering for the Chicago ter- 
ritory. 


Can be 
attached 


to any 
Electric Drill 










| A confidence in the growing im- 
portance of Chicago as a manufactur- 
ing center is given as the reason for 
the increased sales and engineering 


Indispensable to Contractors 
and Industrials 


That’s why the Anthony 


Drill Hammer SELLS staff. 

FASTEST! .... and brings . . : ss : : 
nek aanaines eal ‘aaa C.. Hi. Adamson the new district 
a drill hammer that your manager, is well known in the dis- 
customers can ATTACH TO ° . s 

THEIR OWN ELECTRIC trict, having been director of all 


DRILLS. Light in weight. Stephens-Adamson advertising and 
yet strong and eturdy. - ‘ 
Write today for distributor sales promotional work for many 


plan and further details. vears. He is a graduate of Carnegie 


UP-TO-DATE Institute of Technology and an ex- 


perienced engineer. 
















\ Machine Works ees 
C / 2915 SO. WABASH AVE, New Timken Engineering Journal 
a CHICAGO Published 
cee: The latest revised edition of the 
THE OLD WAY Timken Engineering Journal has just 





| SELL - 

am) youn amd 
Customers X-L NEW 
Couplings and NEW Pipe Nipples 


They would not accept used or rejected 
pipe from you—and you would not 
try to sell it to them. Surely not. 
Then why not sell them NEW COUP- 
LINGS AND NEW PIPE NIPPLES. 
They will immediately see the differ- 
ence. 


No Seams No Leaks 





= X-L Quality 
Merchant 
Nipples 





X-L Seamless Pipe Couplings, bored 
from solid bar, and X-L Merchant 
Pipe Nipples, made from new full 
mill length tested pipe, are New Prod- 
ucts. Your customers, once they use 
X-L_ products, will insist on them 
thereafter. 


Generous freight 


Combination allowance 


on combination 
shipments 


Shipments sets. 


more. 
Write us today for prices. 


Wheeling Machine Products Co. 


Wheeling, W. Va. 

















HACKSAW 
BLADES 


Where would the Iron and 
Steel industry be without 
them? Distributors make 
generous profits on Barnes 
Red Arrow Blades, with 
steady repeat business. Get 
details on Distributor Plan. 
See page 105 Mill Supplies Catalog and Directory 





W.O.BARNES CO., 


1300 Terminal Ave. 
DETROIT, MICH. 


ES oro ww wD Uw Cw 


INC. 
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Prospects for this been prepared by the Timken Roller 


Specialty Everywhere 





THE U.S. 
AIR GUN 


The U. S. Air Gun finds a ready 
market in machine shops, tool 
rooms, garages, foundries and 
in practically every type of in- 
dustrial plant where compressed 
air is available. 

Here is a real specialty item 
for the distributor. Its. effi- 
ciency is of a kind to please 
the most discriminating buyer. 
Made of bronze throughout, it 
is rugged and durable. Fur- 
nished in the button operated 
type (as illustrated), or lever 
operated, Sold to distributors 
at a price which compares very 
favorably with the prices of 
any other air guns on the mar- 
ket, 


The U. S. Air Gun is only one of 
many items for the mill supply sales- 
men which we manufacture in addi- 

tion to our automatic, 

bricators and oilers. 

ther information, 


AMERICAN 


INJECTOR 
COMPANY 
Detroit - 


injectors, lu- 
Write for fur- 






Michigan 











A NEW 
PRODUCT 






For 

Use in 
Steel Mills and Fabricat- 
Plants, 
Plants, Food Product and 
various 


ing Chemical 


industrial 
plants where non-corro- 


other 


sive utensils are required. 


thick. 
Substantially made. 


We Also Make 


A full line of Copper Dippers, 
ures, Pails and Funnels—good sellers in 
every territory. See our advertisement in 
Mill Supplies Catalog & Directory. 


ARTHUR HARRIS & CO. 
COPPERSMITHS---ENGINEERS---BRASS FOUNDERS 
210-218 N. Curtis St., Chicago, IIl. 


6”, 8” and 10” diameters—wall 3,” 
Steel or wood handles. 


Stainless Steel 


DIPPER 


Meas- 











| Bearing Company, Canton, Ohio. 
| This edition is presented in loose-leaf 
form and contains in its 138 pages 
|complete and timely information on 
| construction, methods of application, 
fitting practices, and so on. 

The following general headings 
listed in the front of the book suggest 
the contents: assembly methods; 
bearing ratings and _ dimensions; 
bearing selection ; closures ; cone and 


cup fitting practice ; dimension sheets ; | 


load calculations ; lubrication ; mount- 
ing of Timken bearings; shaft and 
housing inspection ; 
speed-capacity curve; take-up in as- 
sembly ; the duty of adequate bear- 
ings; and typical box mountings. 


design; shop 


* * * 


Machine Tool Dealers’ Conven- 
tion 
The Associated Machine 
| Dealers will hold its semi-annual 
| convention at Granville Inn, Gran- 
| ville, Ohio, June 4 and 5. 


* * * 


American Steel and Wire at New 
Address in New York 


The New York City offices of the | 


| American Steel and Wire Company 

}are now located in the new Empire 

| State Building. This organization is 

|a subsidiary of the United States 

| Steel Corporation. 

x * * 

Allis-Chalmers Opens New 
Dallas Branch 

The Allis-Chalmers Manufactur- 

|ing Company has opened a new fac- 


tory branch at Dallas, Texas, with | 


| R. S. Love as branch manager. 

The Kansas City branch, which 
| was recently moved to larger quar 
|ters at 1608-14 McGee Street, is 
now handling both agricultural and 
industrial sales. 

O. J. Thomas for several years 
branch manager for the company at 
Wichita, is now manager at Kansas 
City. C. E. Pickens is assistant man- 
ager in charge of agricultural sales 
and L. M. Smith is assistant manager 
in charge of industrial sales. 
| x * * 


Way Advertising Manager of 
Taylor Instrument 


Elmer E. Way has been made ad- | 


vertising manager of the Taylor In- 
strument Companies, Rochester, New 
York. 


Tool | 
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The Stamp 
of Quality and Service 


Mr. Supply Dealer: 


We manufacture 
supplies as listed 


Belting & Accessories 


Leather Belting 


Flat, Solid, 
Twist, Oak, 
Chrome, Raw- 
hide. 


Lace Leather 
(Sides and Cut) 


Rawhide, Indian 
Tan, Chrome. 


Rawhide Round 
| (Safety Lace) 
| Rawhide Pins 


| Mechanical Leathers 


Packings, Wash- 
ers. 


Leather Specialties 


Straps, 
Covers. 


| Rawhide Mallets & Hammers 


“If it’s made of Leather for 
Mechanical Purposes 
we make it’’. ‘ 


Joint 


| Gears and Pinions 


(Spur, Spiral or 

° Bevel.) 

_ (Non-Metallic) 
Rawhide, Fab- 
roid, Bakelite. 
(Metal) 

Iron, Steel, 
Brass. 


“Perfect” Oil Seals 
The 


MANUFACTURING CO. 
CHICAGO 
ILL. 
a. > RRS 
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BUSINESS TIPS 


BOISE CITY, OKLA.—Atchison, 
Topeka and Santa Fe Railroad Co., 
80 E. Jackson Blvd., Chicago, will 
build automatic electric-operated lo- 
comotive coaling plant including 
steam drying plant, gravity sand unit 
and mechanical-handling cinder plant, 
to cost over $150,000. G. W. Harris 
is chief engineer. Contract has been 
awarded to Roberts and Schaefer Co., 
400 N. Michigan Ave. 

* * * 

BOSTON, MASS. — Frigidaire 
Corp., Dayton, O., has leased 4-story 
and basement building at 23 Bland- 
ford St., totaling 52,000 sq. ft. floor 
space for factory branch, service and 
sales units. Company is a manufac- 
turer of electric refrigerating equip- 
ment. 

* * * 

BROOKLYN, N. Y.—Bush Ter- 
minal Co, will carry out improve- 
ments at terminal warehouses, to in- 
clude installation of mechanical-han- 
dling, conveying and other equipment. 
Contract has already been let for 
eight oil-electric locomotives for plant 
service. Majority of money will be 
used for equipment, the entire project 
to cost over $250,000. 

* * * 

CHARLESTON, W. VA. — Ap- 
palachian Electric Power Co. will 
build a one-story equipment and re- 
pair shop with automobile service and 
garage unit to cost over $70,000 with 
equipment. Architects are Warner, 
Tucker, Dilling and Hutchinson, Ma- 
sonic Building. 

* * * 

CHICAGO, ILL.—A. L. Randall 
Co., 729 S. Wabash Ave., will rebuild 
part of its plant which was recently 
destroyed by fire, with a loss of over 
$500,000 including equipment. 

* * * 

CINCINNATI, O—Colonial 
Stages, Inc., 2123 Highland Ave., 
Norwood, Cincinnati, will soon ask 
bids for a one- and two-story motor 
bus garage, service and repair build- 
ing. Revised plans are being drawn 
to cost over $80,000 with equipment. 
J. R. Biedinger, Traction Bldg., is in 
charge. 

* * * 

DETROIT, MICH. — General 
Electric Co., Schenectady, is complet- 
ing plans through its subsidiary, Gen- 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








eral Electric Realty Co., for a multi- 
story factory branch, storage, and 
distributing plant to be 80 x 160 ft., 
and to cost over $250,000 with equip- 
ment. 

2 « 

EAU CLAIRE, WIS. — Dunphy 
Boat Co., Menomonie St., is planning 
to erect a new plant to replace build- 
ings recently destroyed by fire. The 
first unit is to be 60 x 100 ft., one 
story and basement. New equipment 
will be purchased for wood and metal 
working. James Larsen is president. 

* * * 

ENNIS, TEX.—Texas and New 
Orleans Railroad Co. is making ex- 
tensions and improvements in local 
engine house and locomotive repair 
shop, with facilities for handling 10 
additional locomotives at one time 

* * * 

FT. WORTH, TEX. — Sinclair 
Refining Co., Sinclair Bldg., Tulsa, 
Okla., is planning expansion and im- 
provements at oil refinery. Project 
will include additional equipment, to 
cost over $100,000 with machinery. 

*k * * 

GRAND RAPIDS, MICH.—Elec- 
tric Sorting Machine Co., 302 Ander- 
son Bldg., a company recently organ- 
ized, plans to operate a plant for mak- 
ing special electric equipment. Lewis 
\W. Tinkham and Hugo B. Hammer- 
slag are at the head of the company. 

* * * 

HOLYOKE, MASS. — American 
Writing Paper Co., Inc., will make 
mill extensions and improvements. 
Considerable part of plant will be 
electrified. Project will cost about 
$100,000 with equipment. General 
contract has been awarded to Casper 
Ranger Construction Co., Holyoke. 

* * * 

INDIANAPOLIS, IND. — Nob- 
litt-Sparks Industries, Inc., 603 E. 
Washington St., has bought plant and 
business of Hilab Products Co., 227 
S. Meridian St. Purchasing company 
will consolidate Hilab company with 


organization and expand. Hilab prod- 
ucts included rear-vision frames and 
mirrors for automobiles and other 
automotive products. 

* * * 

JEDDO, PA. — Jeddo Highland 
Coal Co. is planning a new power 
house at local coal-mining properties, 
to be erected at a cost of over $50,000 
with equipment. Ballinger Co., 12th 
and Chestnut Sts., Philadelphia, is 
architect and engineer. 

x * x 

KANSAS CITY, MO. — E. G. 
Straub Contracting Co., Gloyd Bldg., 
will build two-story equipment stor- 
age and distributing plant 83 x 130 
ft., to cost about $30,000 with equip- 
ment. Architects are Dean and Car- 
roll, 713 Linwood Blvd. 

* * x 

KNOXVILLE, TENN. — Knox 
County Board of Education plans to 
install manual training equipment in 
new central high school to cost about 
$200,000. Plans are being drawn by 
Bauman and Bauman, architects. 

* * * 

LAFAYETTE, IND. — Board of 
Trustees, Purdue University, is plan- 
ning addition to power plant to cost 
about $100,000 with equipment. Wal- 
ter Scholer, Wallace Bldg., is archi- 
tect. General contract has been 
awarded to A. E. Kemmer, Lafayette. 

x ok x 

LOS ANGELES, CAL. — Albert 
C. Martin, Higgins Bldg., architect, 
has plans for a one-, four- and five- 
story automobile service, repair and 
garage building. Project will cost 
about $250,000 with equipment. 

a 

MEDFORD, ORE. — California- 
Oregon Power Co. has plans for com- 
pletion of hydro-electric generating 
plant on Rogue River, to cost over 
$2,500,000 with transmission system. 

* * * 

MILWAUKEE, WIS. — Globe 
Steel Tubes Co. is spending about 
$100,000 in plant improvements, in- 
cluding small addition to rolling mill 
unit and rejuvenation and additions 
to milling machine equipment. F. J. 
O’Brien is president and general man- 
ager. 

* * * 


NEWARK, N. J. — New York 


Telephone Co., 140 W. St., New 
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York, is planning a multi-story equip- | 
ment storage and distributing plant | | 
with repair department and automo- 
bile service and garage unit, to cost E 
over $700,000 with equipment. Voor- | A NEW L\ N oe 
hees, Gmelin and Walker, 101 Park A cts 
Ave., New York, are architects. WAL pro u 
a of W DRICE 
ONEIDA, N. Y.—Henry G. Grif- t a NEW LO 
fith, 403 Ransom Ave., Sherrill, N. Y., a 
and associates have organized Griffith- | 
Chamberlin, Inc., with capital of $40,- 
000. Plan is to operate a foundry 
for making stoves, furnaces and parts. 
Frank W. Chamberlin, 417 Franklin 
St., Oneida, will be one of the officers 
of the company. 





PELIA, 1A.—An appropriation of 
$45,000 has been made for extensions | 
and improvements in municipal elec- 
tric light and power plant, to include 


i why devel 
ice than ever before, each is a newly 
iy rice 
a signed to serve best you 
e of typical WALL oo 
h your jobber at once— 


r most particular 


Thou GH lower : 

Juct de’ 
oped WALL proe 8 
wart without the sacrific 


' 
quality features: 


for 


PR ° i touch wit 
additional equipment. i wl pay you to eet im OO 
; ra to get in touc is * h, Pa. 
oo | jobbe Company * Pittsburg 
q 0 7 
PEORIA, ILL. — Metal-working, | p. Wall Mfg. Supply 


electrical, automobile repair and other 
vocational shops will be installed in 
new two- and three-story junior high 


school to cost about $750,000 with 
equipment. Bids on general contract 


SINCE " Rr E ADNAU as Hi T 
Alt 


we, 
Service with sages PURNAC ES 


— ~ ES ° e . 
BLOW TORCHES OILERS 











will probably be asked early in July. = 
Hewitt, Emerson and Gregg, Peoria | 


Life Bldg., are architects and engi- 
neers. ~ Veo 
PHILADELPHIA, PA.—Beemer 
Engineering Co. has been organized 
by Frank Beemer, 1172 N. 63rd St., 
and associates, with capital of $50,000 
and will operate local factory for 
manufacture of draft controls and 








FULL SPEED AHEAD, 
SALES SET! 


Steer toward profits this sum 
mer by pushing easy sellers. 


other engineering specialties. George Dayton Safety a pees — 
H. Atherholt, Merion Golf Manor, | MONARCH ep pener sao 
Ardmore, Pa., will be treasurer of | Ball Metal into your pockets 
——- ee ; ‘ by selling this na- 
me er —_ The Steel Process Babbitt tionally adver - 
tised leading line 
PITTSBURGH, PA. —_— Malone There is no Hedging in 
Plumbing Supply Co., 210 First Ave., Distribut Poli 
has bought block bounded by 20th, Our istrtoutor olicy 


proved by perfor- 
21st and Wharton Sts., and Fox Al- MONARCH BALL is sold 


mance the best. 
Sizes 3 to 16 feet. 
ley, improved with one-story build- only through Distributors of 
ing, 120 x 312 ft., and will remodel Mill Supplies and hardware 


for new storage and distributing 
pliant. Part of it will be leased to 





Good = territories 
still open Ask 
Dept. MS-6. 





and through only one 
house in a territory. To 














Pierce-Butler-Pierce Mfg. Co., James prevent industrial users The began Safety Ladder ke. 
St., Syracuse, N. Y., for a new fac- | from attempting to buy di- ee ee 
tory branch and distributing plant. rect from us, we stencil 
x * x every box of metal with the 

WINCHESTER, VA. — H. J. distributor's name — not 
Heintz Co., 1062 Progress St., North- ours. MONARCH BALL 
side, Pittsburgh, will start work on becomes his private brand. 
one-story addition, 70x 165 ft. Proj- Your territory may be 


open. Write for details. 





ect will cost about $45,000 with ma- 


chinery. General contract has been | Monarch Metal Company Saf tyL dd 
let to George F. Hazelwood, Howard | Established 1895 e a er 


| 
St., Cumberland, Md. 119 S. Lincoln Street Chicago | (Patented) | 
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A BUSINESS BUILDER 





Compilation of the 
1931-1932 Edition 
MILL SUPPLIES CATALOG & DIRECTORY 


“<The Industrial Distributor’s 


Buying Reference” 


Now in Full Progress 





The enormous operation of compiling the directory section of the 
1931-1932 edition of the MILL SUPPLIES CATALOG & DIREC. 
TORY is moving toward its final stages. Thousands of question- 
naires have been returned by manufacturers of mill, mine, power 
and general industrial supplies, equipment and tools; have received 
the close attention of our staff, and listings are now being prepared 
for the printer. Before Fall every industrial distributor in the United 
States and Canada will have a copy of the new edition—even more 
complete and better than the 1930-1931 edition, and containing far 
more buying information. 


More Manufacturers to Present Catalog Exhibits 


Distributors everywhere will be interested to know that more 
manufacturers will present complete buying information on their 
lines in the Manufacturers’ Catalog Section of the 1931-1932 edi- 
tion. They will do this, not only because it will mean dollars and 
cents for them in the way of orders they would never secure other- 
wise, but because they realize the vital importance of this very real 
buying service to distributors. 





THE “WHERE TO BUY” SUPPLEMENT WILL DIRECT 20,000 
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NEARING COMPLETION 





“WHERE TO BUY” 


Industrial Supplement 
Arouses Widespread Interest 


Among Distributors 


Distributors are looking forward with keen interest to 
the first edition of the “Where to Buy” Industrial Supple- 
ment of the MILL SUPPLIES CATALOG & DIREC- 
TORY. This book, which will be sent to 20,000 selected 
industrial users, will not only list manufacturers under the 
products they make, but will show their distributors in 
every city and town in the United States and Canada. This 
new buying guide for industrial users will direct thousands 
of orders through distributor channels. 





Are You on Our List to Receive a FREE COPY 
of the 1931-1932 Catalog & Directory? 


Every stock carrying distributor of mill supplies and allied lines is entitled to 
a free copy of the 1931-1932 edition of the MILL SUPPLIES CATALOG & 
DIRECTORY. If, through an oversight, you did not receive a copy of the 1930- 
1931 edition—or if you have gone into the industrial supply business since it was 


issued—please notify us and we will see that you receive a copy of the 1931-1932 
edition without cost or obligation. 


MILL SUPPLIES CATALOG & DIRECTORY 


Another Service for the Industrial Distributor 
Provided by 
MILL SUPPLIES —The Magazine of Industrial Distribution 
520 North Michigan Avenue, Chicago 





SELECTED INDUSTRIAL USERS TO DISTRIBUTORS 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 






Index to 





ANVILS 
Columbus Anvil & Forging Co. 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


ARBORS 
Brown & Sharpe Mfg. Co. 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


ASPHALT PLANK 
Servicised Products Corp. 


BABBITT METALS 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Monarch Metal Co. 


BARROWS 
The Fairbanks Company 


BEARINGS, BALL AND ROLLER 
S K F Industries, Incorporated 


BEARINGS, SHAFT, ay, “ahaa 
Bond Foundry & Machine Co. 
Lodge Manufacturing Corporation 
Sprout, Waldron & Co., Inc. 

T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 


BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
S K F Industries, Incorporated 
Sprout, Waldron & Co., Inc. 


BELT DRESSING 
E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
Richmond Belt Dressing Mfg. Co., 


Inc. 
Chas. A. Schieren Co. 


BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Detroit Belt Lacer Co. 
Flexible Steel Lacing Co. 


BELT LACINGS, acess 
Chicago Rawhide Mfg 
Graton & Knight Co. 
Johnson Belting Co. 
Chas. A. Schieren Co. 


BELT SHIFTERS 
T. B. Wood’s Sens Co. 


BELT TIGHTENERS 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


eg CANVAS 
Hettrick Mfg. 
Johnson Baiting Co. 
Thermoid Rubber Company 


BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Ciamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Hettrick Mfg. Co. 

The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Johnson Belting Co. 

Chas. A. Schieren Co. 


BELTING, LINK 
Chas. A. Schieren Co. 
Graton & Knight Co. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Johnson Belting Co. 

Chas. A. Schieren Co 


BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Ine. 
Graton & Knight Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


BELTING, THRESHER 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Hettrick Mfg. Co. 
Johnson Belting Co. 
Chas. A. Schieren Co. 
Thermoid Rubber Co. 


BELTING, TWISTED 
Graton & Knight Co. 
Chas, A. Schieren Co. 


BELTING, “Vv” 

Chicago Rawhide Mfg. Co. 
eg ee Rubber Mfg. Co. 

H. Gilmer Co. 
ye. h.. Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Johnson Belting Co. 
Chas. A. Schieren Co. 


BELTS, WELL DRILLING 
Goodyear Tire & Rubber Co., Inc. 
Thermoid Rubber Co. 


BENCHES, STEEL 
Standard Pressed Steel Co. 


BITS, SCREWDRIVER 
American Swiss File & Tool Co. 
Millers Falls Co. 


BITS, TOOL HOLDER 
Armstrong Bros. Tool Co. 
Simonds Saw & Steel Co. 

The Vincent Steel Process Co. 


BLOCKS, > aaa 
Ford Chain Block 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 


BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Cerporation 
W. A. Jones Fdy. & Machine Co. 
S K F Industries, Inc. 
ms Waldron & Co., Inc. 
: A Wood’s Sons Co. 


BLOWERS, FORGE 
Electric Blower Company 


BLOWERS, GAS AND OIL 
COMBUSTION 
Electric Blower Company 


BLOWERS, PORTABLE, 
ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 
United States Electric Tool Co. 


BOILERS, TUBULAR AND 
WATER TUBE 
Henry Vogt Machine Co. 


BOLTS, CARRIAGE 

Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Neely Nut & Bolt Co. 

Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, COACH OR LAG 
Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Neely Nut & Bolt Co. 


Advertisements on Page 146 
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BOLTS, EYE, HOOK, RING AND 
LAG 


Armstrong Bros. Tool Co. 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BOLTS, MACHINE 
Buffalo Bolt Co. 
Clark Bros. Bolt - 
Neely Nut & Bolt 
Russell, Burdsall & Ward Bolt & 
Nut Co. 


BOLTS, SINK, STOVE AND 
PLOW 


American Screw Co. 

Buffalo Bolt Co. 

Clark Bros. Bolt Co. 

Russell, Burdsall & Ward Bolt 
& Nut Co 


BOLTS, STUD 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 


BONDING MATERIAL 
Quigley Co., Inc. 


BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corporation 
T. B. Wood’s Sons Co. 


BRASS GOODS, PLUMBING 
Grabler Mfg. Co. 


BRASS GOODS, STEAM 
American Injector Co. 
Penberthy Injector Co. 

The D. T. Williams Valve Co. 


BRAZERS 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


BRICK, FIRE 
Quigley Co., Inc. 


BRONZE BARS, CORED AND 
SOLID 


American Injector Co. 

The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

M. L. Oberdorfer Brass Co. 


BROOMS, FACTORY, WARE- 
HOUSE AND RAILROAD 
ar ~ eee Brusn & Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, _. FLOOR, 
ere Brush & Broom Mfg. 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 
Sullivan Brush Co 


BRUSHES, MOTOR 
Joseph Dixon Crucible Co. 


BRUSHES, PAINT AND 
VARNISH 


The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE, FLUE, ETC. 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BRUSHES, WIRE WHEEL 
The Milwaukee Brush Mfg. Co. 
The Osborn Manufacturing Co. 


BUCKETS, ELEVATOR 
Dodge Mfg. Corp. 
Illinois Malleable Iron Co. 


BUFFERS, any - Sage 
The Black & Decker Mfg. 
Jas. Clark, Jr., Electric _ 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 
N. A. Strand & Co. 
United States Electrical Tool Co. 


BUFFING WHEELS 
Hunt & Son 


BUSHINGS, BRONZE 
American Injector Co. 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

M. L. Oberdorfer Brass Co. 


CALIPERS 
Brown & Sharpe Mfg. Co. 
The L. S. Starrett Co. 


CANS, OILY WASTE 

Geo. W. Diener Mfg. Co. 

Harker Mfg. Co. 

P. Wall Mfg. Supply Co. 
CANS, SAFETY, GASOLINE 

Geo. W. Diener Mfg. Co. 

Harker Mfg. Co. 


CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 


CARTS, PUSH 
The Fairbanks Company 
Lansing Company 


CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 


CASTINGS, BRONZE AND 
ALUMINUM 
Arthur Harris & Co. 
T. B. Wood’s Sons Co. 


CASTINGS, GRAY, MALLEABLE 
Brown & Sharpe Mfg. Co. 
Illinois Malleable Iron Co. 

Wood’s Sons Co. 


CASTINGS, SEMI-STEEL 
~~ Foundry & _— Co. 
. Wood’s Sons Co. 


CATALOGUES 
R. R. Donnelley & Sons Co. 


CEMENT, BELT 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc 
Graton & Knight Co. 
Chas A. Schieren Co. 


CEMENT, HIGH TEMPERATURE 
Quigley Co., Ine. 


CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 


CHARGING WAGONS 
The Fairbanks Co. 


CHISELS, COLD 
American Swiss File & Tool Co. 
Stanley Electric Tool Co. 


CHUCKS, DRILL AND TAP 
Millers Falls Co. 
Morse Twist Drill ss Machine Co 
The Standard Tool Co. 


CHUCKS, LATHE 
Cushman Chuck Co. 


CLAMPS, BELT 
Chas. A. Schieren Co. 
T. B. Wood’s Sons Co. 


CLAMPS, “C” 
Armstrong Bros. Tool Co. 


CLAMPS, HOSE 
Boston Woven Hose & Rubber Co. 
Dixon Valve & Coupling Co. 
H. B. Sherman Mfg. Co 


CLAMPS, GIRDER 
Bond Foundry & Machine Co 
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In all this talk about obsolescence 





When it comes to replacing obso- 
lete or worn out equipment for 
your customers, you have the big 


advantage with U. S. prod- 
ucts. For instance: 


U. S. Multispeed Buffers and 
Polishers will maintain lowest costs 
over the longest period of time— 
they will not become obsolete or 
worn out until long after the usual 
period. 


Four Wheel Speeds! 


Their patented features and superior con- 
struction obviously assure this. One of the 
exclusive features is the patented Gibbs 
V-Dise of GRAPHITIZED 
MICARTA,. This enables operators to have 
four different wheel speeds from 2,000 to 
3,000 r.p.m. Just the proper speed for any 
particular polishing or buffing job means 
important savings in time and better finished 
results. 


Transmission 


Alternating Current— 
Ball Bearings 


In addition, these splendid machines oper- 
ate on alternating current. They embody 
four heavy duty SKF Ball Bearings. Large 
chrome-manganese alloy steel spindle—plus 
many other advantages that mean maximum 
economy and dependability. 


You will be interested in the full particulars 
of these machines—and the exceptional re- 
sults they are giving many large, well-known 
plants. Write for the facts today. 








SINCE 1897 





YOU have 





a BIC 
ADVANTAGE 


















i 
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The patented Gibbs 
Drive (below) shows 
highest efficiency in 
power transmission. 
There is no slip or 
back lash. It is more 
convenient. Simple. 
Quiet. Low in replace- 
ment cost. No other 
buffing and _ polishing 
machine is permitted 
to embody this drive. 
You have the exclusive 
advantage in_ their 
sales in your territory. 


U. S. Multispeed Buffer and 
Polisher 


This splendid drive is also 
embodied in U. S. Variable 
Speed A. C. Grinders—the 
only grinders that have it. 
They are ready sellers be- 


cause they maintain con- 





stant wheel surface speed 
clear down to the flanges, 
regardless of wheel wear. 
Write for catalog. 


The United States 


Electrical Tool Co. 


Dept. H. 2498 W. Sixth Street, Cincinnati, Ohio 


Export Sales Representatives-- WESTINGHOUSE ELECTRIC INTERNATIONAL CO. 
150 Broadway, New York City 


Canadian Division---MAPLE LEAF ELECTRIC TOOLS, Ltd., Toronto 


(Pat. No. 147 
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CLEANERS, FLUE 
The Milwaukee Brush Mfg. Co. 


CLOCKS, ENGINE ROOM 
J. E. Lonergan Co 


CLOTHS, WIPING 
Louisville Sanitary Wipers Co., Ine. 


CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 

W. A. Jones Foundry & Mch. Co. 
T. B. Wood’s Sons Co. 


COATINGS, PROTECTIVE 
Quigley Co., Inc. 


COCKS, AIR AND DRAIN 
American Injector ‘ 
The D. T. Williams Valve Co. 


COCKS, CORPORATION 
Grabler Mfg. Co. 


COCKS, GAGE 
American Injector Co. 

Jenkins Bros. 

J. E. Lonergan Co. 

Nason Manufacturing Company 
The D. T. Williams Valve Co. 


COCKS, RUBBER PACKED 
Arthur Harris & Co. 


COCKS, 1 enel — SERVICE 
Walworth Compa 
The D. T. Williams Valve Co. 


COCKS, STOP 
Grabler Mfg. Co. 


COILS AND BENDS, COPPER 
AND BRASS 


Arthur Harris & Co. 
Wolverine Tube Company 


COLLARS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Co: 
Standard Pressed Steel Co 
T. B. Wood’s Sons Co. 


COLUMNS, WATER 
Nason Manufacturing Co. 


COMPOUND, CLEANING 
Quigley Co., Inc. 


COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
Quigley Co., Inc. 


COMPRESSORS, AIR 
Curtis Pneumatic Machinery Co. 
Imperial Brass Mfg. 


CONNECTORS 
Wolverine Tube Co. 


CONTACTORS, BELT 
T. B. Wood’s Sons Co. 


CONTROLLERS, BOILER 
PRESSURE 
Mason Regulator Co. 


CONVEYORS 
Sprout, Waldron & Co., Ine. 


COOLERS, WATER 
Jewett Refrigerator Co. 
Puro Sanitary Drinking Fountain 
Co. 


COPPERSMITHS 
Arthur Harris & Co. 


COTTER PIN EXTRACTORS 
American Swiss File & Tool Co. 


COUNTERBORES 
American Swiss File & Tool Co. 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


COUNTERS 
J. E. Lonergan Co. 


eS. 1 
Brown & Sharpe Mfg. Co. 
Chicago Pulley & Shatdng Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
T. B. Wood’s Sons Co. 


COUNTERSHAFTS, SMALL 
Millers Falls Co. 
N. A. Strand & Co. 


COUNTERSINKS 
American Swiss File & Tool Co. 
Cleveland Twist Drill Co. 
Millers Falls Co. 

Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


COUPLINGS, FLEXIBLE, MOTOR 
Lovejoy Tool Works 


COUPLINGS, HOSE 
Boston Woven Hose & Rubber Co. 
Diamond Rubber Co., Inc. 

Dixon Valve & Coupling Co. 
Cc. B. Hunt & Son 


COUPLINGS, PIPE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Wheeling Machine Products Co, 


COUPLINGS, SHAFT 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
W. A. Jones Fdy. & Machine Co. 
Sprout, Waldron & Co., Ine. 
T. B. Wood’s Sons Co. 


COUPLINGS, SHAFT, FLEXIBLE 
Bond Foundry & Machine Co. 

W. A. Jones Fdy. & Machine Co. 
T. B. Wood's Sons Co. 


COUPLINGS, SHAFT, FRICTION 
CUT-OFF 


Dodge Mfg. Corporation 
The Edgemont Machine Co. 
T. B. Wood’s Sons Co. 


COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co. 


COVERING, PULLEY 
Chicago Pulley & Shafting Co. 


CRANES, ae ee, TRAVEL- 
NG AND JIB 


Curtis suse Machinery Co. 
Robbins & Myers, Inc. 

Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 


CRAYONS, LUMBER 
Joseph Dixon Crucible Co. 


CUPS, LEATHER 
Chieago Rawhide Mfg. Co. 
Graton & Knight Co. 


CUPS, OIL AND GREASE 
American Injector Co. 
Penberthy Injector Co. 

D. T. Williams Valve Co. 


CUTTERS, BELT 
Clipper Belt Lacer Company 


CUTTERS, aes WHEEL 
DRESSER 


Desmond-Stephan Mfg. Co. 
The Vincent Steel Process Co. 


CUTTERS, GAGE GLASS 
Millers Falls Co. 


CUTTERS, og 
American Saw & Mfg. Co. 
Millers Falls Co. 


CUTTERS, MILLING 
Brown & Sharpe Mfg. Co. 
Cleveland Twist Drill Co. 

Morse Twist Drill & Machine Co. 
National Twist Drill & Tool Co. 
Whitman & Barnes, Inc. 


CUTTERS, PIPE 
Armstrong Bros. Tool Co. 
The Ridge Tool Co. 
Toledo Pipe Threading Machine Co. 
Trimont Mfg. Co. 
Walworth Co. 
Williams Tool Corp. 


CUTTERS, ROD, HAND LEVER 
Armstrong-Blum Mfg. Co. 


DESKS, STEEL, FOREMEN’S 
Standard Pressed Steel Co. 


DIAPHRAGMS 
The Diamond Rubber Co., Inc. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
Whitehead Bros. Rubber Co. 


DIAMOND TOOLS 
Desmond-Stephan Mfg. Co. 


DIES, THREADING 
Armstrong E-os. Tool Co. 
The Borden Co. 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 


1 Co. 
Toledo Pipe Threading Machine Co. 
Walworth Co. 


DIPPERS, COPPER AND STEEL 
Arthur Harris & 


DISCS, VALVE 
Jenkins Bros. 


DOGS, LATHE . 
Armstrong Bros. Tvol Co. 
J. H. Williams & Co. 


DRAINERS, CELLAR, AUTO- 
MATIC ; 


Goulds Pump, Ince. 
Penberthy Injector Co. 


DRAWERS, BENCH 
Standard Pressed Steel Co. 


DRESSERS, GRINDING WHEEL 
Desmond- Stephan —— Co. 
The Vincent Steel Process Co. 


DRILLING POSTS 
Armstrong Bros. Tool Co. 


DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
James Clark, Jr., Elec. Co. 
Standard Electrical Tool Co. 
The Stanley _— Tool Co. 
N. A. Strand & Co 
United States Elec’l Tool Co. 
The Van Dorn Electric Tool Co. 


DRILLS, POST 
The Black & Decker Mfg. Co. 
Standard Electrical Tool Co. 
United States Electrical Tool Co. 


DRILLS, RATCHET 
Armstrong Bros. Tool Co. 
Morse Twist Drill & Machine Co. 
Whitman & Barnes, Inc. 


DRILLS, STONE 
American Swiss File & Tool Co. 


DRILLS, TWIST 
Cleveland Twist Drill Co. 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 
National Twist Drill & Tool Co. 
Whitman & Barnes, Inc. 


DRIVES, POWER 
The Borden Co. 
The Toledo Pipe Thread. Mach. Co. 


DRIVES, V-BELT 
American Pulley Co. 
The Dayton Rubber Mfg. Co. 
Mfg. Corp. 

. Wood’ 8 iene Co. 


DRUMS, CAST IRON 
T. B. Wood’s Sons Co. 


—— 
American Injector Co 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 


ELIMINATORS, OIL 
The D. T. Williams Valve Co. 


ELLS, UNION GROUND JOINT 
. M. Dart Mfg. Co. 


ENGINE AND BOILER FITTINGS 
American Injector Co. 
The D. T. Williams Valve Co. 


EXPANSION JOINTS, ASPHALT 
Servicised Products Corp. 


EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 


EXTRACTORS, SCREW 
Cleveland Twist Drill Co. 
Greenfield Tap & Die Corp. 


FANS, VENTILATING, ELECTRIC 
Electric Blower Company 
Robbins & Myers, Inc. 


FAUCETS, BRASS 
Grabler Mfg. Co. 


FEED WATER SOFTENER AND 
PURIFIER 
Dodge Manufacturing Corporation 


FEEDER VALVES, STEAM 
HEATING BOILER 
Nason Manufuacturing Co. 


FILERS; SAW 
E. C. Atkins & Co. 
Foley Mfg. Co. 


FILES 
American Swiss File & Tool Co. 
E. C. Atkins & Co. 
Grobet File Corporation of America 
Nicholson File Co. 
Simonds Saw & Steel Co. 
U. S. Elec’l Tool Co. 


FILTERS, AIR 
Economy Machine Products Co. 


FIRE PREVENTING eas 
Geo. W. Diener Mfg. Co. 
Harker Mfg. Co. 


FITTINGS, DRAINAGE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
re, HOSE, BRASS 


Boston Woven Hose & Rubber Co. 
Illinois Malleable Iron Co. 


FITTINGS, yey 
Stockham Pipe & Fittings 
Henry Vogt Machine Co. 
Walworth Company 


FITTINGS, PIPE, BRASS 
Grabler Mfg. Co. 
Arthur Harris & Co. (Special) 
Illinois Malleable Iron Co. 
M. L. Oberdorfer Brass Co. 
H. B. Sherman Mfg. Co. 
Walworth Company 


FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 

Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
Walworth Company 


FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 

Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
Walworth Company 


FITTINGS, PIPE, STEEL 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 
Walworth Company 
Wheeling Machine Products Co. 


FLANGES, —" JOINT 
M. Dart Mfg. 
Walworth ae” 


FLEXIBLE SHAFT MACHINES 
N. A. Strand & Co. 

U. S. Electrical Tool Co. 
Wyzenbeek & Staff, Inc. 


FLOATS, ALUMINUM, STEEL 
AND STAINLESS STEEL 
Arthur Harris & Co. 


FLOATS, COPPER 
Arthur Harris & Co. 


FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


FLUX, ALUMINUM WELDING 
Arthur Harris & Co. 


FLUXES, SOLDERING 
Kester Solder Company 


FLY WHEELS 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


FOUNTAINS, DRINKING 
Jewett Refrigerator Co. 
~~ Sanitary Drinking Fountain 


FRAMES, HACK SAW 
E. C. Atkins & Co. 
Millers Falls Co. 
The L. S. Starrett Co. 


FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


FURNACES, SOLDERING 


. Wall Mfg. } trans Co. 


GAGE BOARDS 
J. E. Lonergan Co. 


GAGES, IRON, AMMONIA AND 
CHEMICAL 


Nason Manufacturing Co. 


GAGES, MACHINISTS’ 
Brown & Sharpe Mfg. Co. 
Greenfield Tap & Die Corp. 
Millers Falls Co. 

The L. S. Starrett Co. 


GAGES, PRESSURE AND 
VACUUM 
J. E. Lonergan Ce. 
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Aimost unbelievable 
savings on Reamers 





“SO Spirex Reamers now do the work of 1000 straight-fluted reamers.”’ 
“We now buy 4 Spirex Reamers instead of 48 straight-fluted reamers.” 


““One Spirex Reamer averages 300 holes against 22 for straight-fluted reamers.’’ 


~ a => 7 => => a oo 


Thee different shops reported these savings after making a“cost-per-hole” test on 
taper pin reamers. They found that chips did not pack in the flutes of a Spirex, thus elim- 
inating the common cause of breakage. And the pronounced spiral angle prevented “draw- 
ing” into the holes. Another important factor was increased speed with a corresponding 
decrease in labor cost. Are you using the most economical reamer on your jobs? Why not 
make a cost-per-hole test and find out? You may find differences in performance and cost 
equally as important as those above. Complete test forms and detailed reports of savings 


will be mailed you without obligation. See the coupon below. 








—v ~~ ~ | 
[eamwewer 7 7 7s 7 
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SCREW EXTRACTORS 





© 1931 by The Cleveland Twist Drill Co. 
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GAGES, WATER 
American Injector Co. 
J. E. Lonergan Co. 
Nason Manufacturing Co. 
ae tae | Injector Co. 
The D. T. Williams Valve Co. 


GASKETS 
Diamond Rubber Co., Inc. 
Graton & Knight Co. 
—. Bros. 
Schieren Co. 
Thermota Rubber Co. 


GATES, BIN 
Sprout. Waldron & Co., Ine. 


GEARS 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Rawhide Mfg. Co. 
Dodge Manufacturing Corporation 


Gears and Forgings, Inc. 
W. A. Jones Fdy. & Machine Co. 
T. B. Wood’s Sons Co. (Cast iron, 


semi-steel, bronze, cut). 


GENERATORS, ACETYLENE 
The Imperial Brass Mfg. Co. 


GENERATORS, Se es 
Jas. Clark, Jr., ic Co. 
Robbins & Myers, =; 


GLASSES, GAGE 
Jenkins Bros. 


GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 


GREASE, LUBRICATING 
Bond Foundry & Machine Co. 
Joseph Dixon Crucible Co. 


GRINDERS, BENCH AND FLOOR 
Black & Decker Mfg. Co. 

Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Pulley & Shafting Co, 
Millers Falls Co. 

Standard Electrical Tool Co. 

The Stanley ss Tool Co, 

U. S. Elec’l Tool Co. 

The Van Dorn Electric Tool Co. 


GRINDERS, DISC 
Standard Electrical Tool Co. 
U. S. Electrical Tool Co. 
Van Dorn Electric Tool Co. 
Wyzenbeek & Staff, Inc. 


GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
James Clark, Jr., Elec. Co. 
Dumore Electric Co. 
Standard Electrical Tool Co. 
The Stanley Electric Tool Co. 
N. A. Strand & Co. 
U. S. Elec’! Tool Co. 
The Van Dorn Electric Tool Co. 


GRINDERS, VALVE 
The Black & Decker Mfg. Co. 
Millers Falls Co. 
U. S. Electrical Tool Co. 


GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 


GUNS, CONCRETE 
Quigley Co., Inc. 


GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 


HAMMERS 
Bunting Brass & Bronze Co. 
(bronze) 
Millers Falls Co. 


HAMMERS, DRILL 
Up-to-Date Machine Works 


HAMMERS, ELECTRIC 
Black & Decker Mfg. Co. 
The Stanley Electric Tool Co. 
The Van Dorn Electric Tool Co. 


HANGERS, BALL BEARING 
Chicago Pulley & Shafting Co. 

S K F Industries, Incorporated. 
T. B. Wood’s Sons Co. 


HANGERS, DOOR 
F. E. Myers & Bro. Co. 


HANGERS, PIPE 
irabler Mfg. Co. 
llinois Malleable Iron Co. 
alworth Company 


HANGERS, SHAFT 
American Pulley Company 
— Wy = & a Co. 

rown & Sharpe . Co. 

Chicago Pulley & Shifting Co. 
Dodge Manufacturing Corporation 
W. A. Jones Fdy. & Machine Co. 
S K F Industries, Incorporated 
Sprout, Waldron & Co., Inc. 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 


HEATERS, — WATER 
Arthur Harris & Co 


HEATERS, GLUE, ELECTRIC 
The Black & Decker Mfg. Co. 


HEATERS, a, STEAM AND 
Nason Manufacturing Company 


HEATERS, TANK CAR 
J. C. Cleaver Co. 


HEATERS, UNIT 
Wolverine Tube Company 


HOBS 
National Twist Drill & Tool Co. 


HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Ford Chain Block Co. 
Robbins & Myers, Inc. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 


HOISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
Robbins & Myers, Inc. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 


HOISTS, HAND 
Robbins & Myers, Inc. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 


HOISTS, PNEUMATIC 
Curtis Pneumatic Machinery Co. 


HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
Brown & Sharpe Mfg. Co. 

HOOKS, BELT 
The Bristol Company 


Clipper Belt Lacer Co. 
Flexible Steel Lacing Co. 


HOSE, COTTON 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Whitehead Bros. Rubber Co. 


HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


INDICATORS, SPEED 
Millers Falls Co. 


INJECTORS 
American Injector Co. 
Penberthy Injector Co. 


JACKS, PLANER 
Armstrong Bros. Tool Co. 


JOINTS, —te COPPER 
Arthur Harris & 


KETTLES, COPPER 
Arthur Harris & Co. 


KEYSTOCK, OFFSET 
The Ohio Valley Pulley Works, Inc. 


KNIVES, MACHINE 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 


KNURLS 
American Swiss File & Tool Co. 
Brown & Sharpe Mfg. Co. 


LACERS, BELT 
Clipper Belt Lacer Co. 
Detroit Belt Lacer Co. 


LADDERS, SAFETY 
Dayton Safety Ladder Co. 


LAMP GUARDS 
Flexible Steel Lacing Co. 


THES, BENCH 
Millers Ki Co. 


LATHES, BUFFING AND 
POLISHING 
Brown & Sharpe Mfg. Co. 
Millers Falls Co 


Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 


LEATHER SPECIALTIES 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Johnson Belting Co. 
Chas. A. Schieren Co. 


LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


LEGS, BENCH, STEEL 
Standard Pressed Steel Co. 


LEVELS 
Millers Falls Co. 
Stanley Electric Tool Co. 
The L. S. Starrett Co. 


LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 


LUBRICANTS, BALL & ROLLER 
BEARING 
Bond Foundry & Machine Co. 


LUBRICATORS 
American Injector e 

J. E. Lonergan Co. 

The D. T. Williams Valve Co. 


LUGS, SOLDERING 
Wolverine Tube Co. 


MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co., Inc. 
T. B. Wood’s Sons Co. 


MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 


MACHINERY, Liye tt ay AND 
ELEVATING 
Dodge Sennctaaauien Corporation 


MACHINERY, FILING ROOM 
E. C. Atkins & Co. 


MACHINERY, ICE AND REFRIG- 
ERATION 
Henry Vogt Machine Co. 


MACHINERY, WOODWORKING 
E. C. Atkins & Co. 


MACHINES, GRINDING AND 
POLISHING 


Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Millers a Co. 

N. A. Strand & Co. 

U. S. Electrical Tool Co. 
Millers Falls Co. 


MACHINES HACK SAW 
Armstrong-Blum Mfg. Co. 
E. C. Atkins & Co. 
Jas. Clark, Jr., Electric Co. 
Millers Falls Co. 


MACHINES, METAL BAND SAW 
Armstrong-Blum Mfg. Co. 


MACHINES, PIPE CUTTING 
AND THREADING 
Greenfield Tap & Die Corp. 


MACHINES, PUNCHING AND 
SHEARING 
Armstrong-Blum Mfg. Co. 


MALLETS 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc. 


MANDRELS 
Brown & Sharpe Mfg. Co. 
The Cleveland Twist sri ll Co. 
Morse Twist Drill & Machine Co. 


MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The Republic Rubber Co. 


..—3- CONVEYORS 
F. E. Myers & Bro. Co. 


METAL, BEARING 
Buffalo Fdy. & Machine Co. 
Bunting Brass & Bronze Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 

Monarch Metal Co. 
M. L. Oberdorfer Brass Co. 


MICROMETERS 
Brown & Sharpe Mfg. Co. 
Millers Falls Co. 
The L. S. Starrett Co. 


MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


MITRE BOXES 
Millers Falls Co. 


MONORAIL — 
The Yale & Towne Mfg. Co. 


MOPS 
Sullivan Brush Co. 


MOTORS, ELECTRIC 
Jas. Clark, Jr., Electric Co. 
Dumore Electric Co. 

Robbins & Myers, Inc. 


MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


NAIL SETS 
American Swiss File & Tool Co. 
Millers Falls Co. 


NIPPLES, PIPE 
Wheeling Machine Products Co. 


NUTS, ACORN 
Ferry Cap & Set Screw Co. 


NUTS, COLD PUNCHED, 
SQUARE AND HEXAGON 
Buffalo Bolt Co. 
Clark Bros. Bolt Ce. 
Neely Nut & Bolt Co. 


oe HEXAGONAL 
Buffalo Bolt 
Ferry Cap & S Screw Co. 
Neely Nut & Bolt Co. 


NUTS, MACHINE SCREW 
Buffalo Bolt Co. 
Clark Bros. Bolt Co. 

momy Screw Corporation 
Neely Nut & Bolt Co. 


NUTS, WING 
Clark Bros. Bolt Co. 


OIL GAUGES 
Penberthy Injector Co. 


OILERS, HAND 
P. Wall Mfg. Supply Co. 


OILERS, PULLEY 
Standard Pressed Steel Co. 


OILING DEVICES 
American Injector Co. 
The D. T. Williams Valve Co. 


PACKING, AMMONIA 
Belmont Packing & Rubber Co. 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Ine. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Republic Rubber Co. 
Thermoid Rubber Co. 

Whitehead Bros. Rubber Co. 


PACKING, HYDRAULIC 
Belmont Packing & Rubber Co. 
Chicago Rawhide Mfg. Co. 

The Diamond Rubber Co., Ine. 
Goodyear Tire & Rubber Co., Ine. 
Graton & Knight Co. 

Linear Packing & Rubber Co. 
Chas. A. Schieren Co. 

Thermoid Rubber Co. 

Whitehead Bros. Rubber Co. 


PACKING, PISTON 
Belmont Packing & Rubber Co, 
The Diamond Rubber Co., Ine. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Republic Rubber Co. 


PACKING, SHEET 
Belmont Packing & Rubber Co. 
Boston Woven Hose & Rubber Co 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 


Linear Packing & Rubber Co. 
The Republic Rubber Co. 

Thermoid Ru \ 
Whitehead Bros. Rubber Co. 
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SPEED REDU 
.. «Mm the Chemical Industry 








Worm Gear Speed Reducers 


quiet, smooth, economical reducing units. 
Roller Bearing and Ball Bearing types. 





CANNOT OPERATE 
WITHOUT THEM. 
ARE YOU GETTING 
THIS BUSINESS? 





Planetary Speed Reducers 


P we se ke ; . fully enclosed, highly efficient gear drives. 
EVERE operating conditions, characteristic of the chemical industry, Built with direct, angle or vertical drive. 


make enclosed drives almost a necessity. 


Speed Reducers are fully protected against acid fumes, abrasive dust 
and moisture. They will operate efficiently over a long period of years 
where open drives would be short-lived. The vertical types are widely 
used for driving mixing and agitating equipment. 

Are you cashing in on this market for speed reducers. We will be glad 
to work with you on a sales program for this and all other industrial 
fields. Send for our complete dealer plan. It will interest you. 


GEARS AND FORGINGS, INC. 
GENERAL OFFICES: 3153 WOODHILL ROAD, CLEVELAND, O., U. S. A. , ‘ 
Herringbone Gear Drives 


District Offices: Chicago, Pittsburgh, Detroit, Buffalo, New York, Indianapolis Si : 
‘ i ; For transmitting large horsepower capaci- 
Factories: Cleveland, Chicago, Ford City, Pa. ties. Sizes from 5 H. P. up. 


¢ GEARS 432 FORGINGS ° 
SPEED REDUCERS 
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PACKING, VALVE STEM 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co 
The Republic Rubber Co. 


PADLOCKS 
The Yale & Towne Mfg. Co. 


PAINT SPRAYERS 
Curtis Pneumatic Machinery Co. 
Economy Machine Products Co. 
Imperial Brass Mfg. Co. 


PAINTS, INDUSTRIAL 
Joseph Dixon Crucible Co. 


PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer Co. 

Flexible Steel Lacing Co. 


PINS, TAPER 
Morse Twist Drill & Machine Co. 


PIPE, IRON 
Republic Steel Corp. 
Walworth Company 


PIPE, STEEL 
National Tube Co. 
Republic Steel Corp. 


PLATES, FLOOR & CEILING 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 


PLATFORMS. LIFT-TRUCK 
Standard Prsssed Steel Co. 


PLUGS, BRASS AND FUSIBLE 
American Injector Co. 
Che D. T. Williams Valve Co. 


PLUGS, PIPE 
Holo-Krome Screw Corp. 
Standard Pressed Steel Co. 


PLUMB BOBS 
American Swiss File & Tool Co. 
Millers Falls Co 


POLISHING MACHINES, 
PORTABLE 
The Standard Electrical Tool Co. 
U. S. Electrical Tool Co. 


PORTABLE MACHINE EQUIP- 
MENT 
The Osborn Manufacturing Co. 


POTS, FIRE 
The Turner Brass Works 


POWER TRANSMISSION 
/ APPLIANCES 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
The Dayton Rubber Mfg. Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
Gears and Forgings, Inc. 
W. A. Jones Fdy. & Machine Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co 


PRESSES, DRILL AND FOOT 
Jas. Clark, Jr., Electric Co. 


PRINTERS, CATALOGUE 
RB. EE. Donnelley & Sons Co. 


PROTECTORS, GAGE GLASS 
Nason Manufacturing Company 


PULLEYS, BALL BEARING 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co. 


PULLEYS, CAST IRON 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
W. A. Jones Fdy. & Machine Co. 
Sprout, Waldron & Co., Ine. 

T. B. Wood’s Sons Co. 


PULLEYS, CONVEYOR 
American Pulley Company 
ge Manufacturing Corporation 
The “Ohio Valley Pulley Works, Inc. 
Sprout, Waldron & Co., Ine. 
T. B. Wood’s Sons Co. 


PULLEYS, CORK INSERT 
American Pulley 
Wood’s Sons Co. 


PULLEYS, FLANGE 
American Pulley Company 
Manufacturing Corporation 


Dodge 
The Ohio Valley Pulley Works, Inc. 


Sprout, Waldron & Co., Inc. 
T. B. Wood’s Sons Co. 


PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co. 
Brown Mfg. Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 

W. A. Jones Fdy. & Machine Co. 
S K F Industries, Incorporated 
T. B. Wood’s Sons Co 


PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 


bea Valley Pulley Works, Inc. 


Wood’s Sons Co. 


PULLEYS, LEATHER FIBRE 
Atlas Leather Co. 


PULLEYS, LOOSE 
American Pulley Company 
Chicago Pulley & Shafting Co. 

ge Manufacturing Corporation 


The Ohio Valley Pulley Works, Inc. 


S K F Industries, Incorporated 
Sprout, Waldron & Co., Inc. 
T. B. Wood’s Sons Co. 


PULLEYS, MOTOR 
American Pulley Company 
Atlas Leather Co. 
Dodge Manufacturing Corporation 


The Ohio Valley Pulley Works, Inc. 


Rockwood Mfg. Co. 
Sprout, Waldron & Co., Inc 
T. B. Wood’s Sons Co. 


PULLEYS, PAPER 
American Pulley Company 


The Ohio Valley Pulley Works, Inc. 
“ Rockwood Mfg. Co. 


PULLEYS, ROLLER BEARING 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
S K F Industries, Incorporated 


PULLEYS, STEEL 
American Pulley Company 
Dodge Manufacturing Corporation 


PULLEYS, STEP AND TAPER 
CONE 


Dodge Manufacturing Corporation 


The Ohio Valley Pulley Works, Inc. 


T. B. Wood’s Sons Co 


PULLEYS, V-BELT 
American Pulley 
Dayton Rubber Mfg. Co. 
Somes Mfg. Corp 
W. A. Jones Fay. & Machine Co. 
Sprout, Waldron & rs Ine. 
T. B. Wood’s Sons Co 


PULLEYS, WOOD 
American Pulley Company 
Chicago Pulley & Shafting Co. 

ge Manufacturing Corporation 


The Ohio Valley Pulley Works, Inc. 


PUMP JACKS 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 


PUMPS, 


BARREL 
Airway Pump \ 


PUMPS, CENTRIFUGAL 
Brown & Sharpe Mfg. Co. 
Goulds Pumps, Inc. 

M. L. Oberdorfer Brass Co. 


PUMPS, DEEP WELL 
Goulds Pumps, Inc. 


PUMPS, DIAPHRAGM 
Goulds Pumps, Inc. 


PUMPS, ELECTRIC 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
M. L. Oberdorfer Brass Co. 


PUMPS, HAND AND POWER 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
M. L. Oberdorfer Brass Co. 


PUMPS, JET 
American Injector Co. 


PUMPS, MINE 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co 


PUMPS, OIL 
Airway Pump Co. 
Brown & Sharpe Mfg. Co. 
Goulds Pumps, Inc. 
M. L. Oberdorfer Brass Co. 


PUMPS, ROTARY 
Brown & Sharpe Mfg. Co. 
Goulds Pumps, Ince. 
L. Oberdorfer Brass Co. 


PUMPS, SUMP, AUTOMATIC 
gong Pumps, Inc 
Oberdorfer — Co. 
The "bakes Injector Co. 


PUMPS, TANK 
Airway Pump " 

Goulds, Pumps, Inc. 

F. E. Myers & Bro. Co. 

M. L. Oberdorfer Brass Co. 


PUNCHES AND DIES 
American Swiss File & Tool Co. 
Millers Falls Co. 

Stanley Rule & Level Plant 


PUNCHES, CENTER 
Millers Falls Co. 


PUNCHES, METAL, LEVER 
Armstrong-Blum Mfg. Co. 


RADIATORS, VERTICAL FIN 
Wolverine Tube Company 


RATCHETS 
Armstrong Bros. Tool Co. 
Millers Falls Co. 


REAMERS 
Cleveland Twist Drill Co. 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 
National Twist Drill & Tool Co. 
Whitman & Barnes, Inc. 


REGULATORS, BOILER FEED 
LINE 
Mason Regulator Co. 


REGULATORS, DAMPER 
HYDRAULIC 
Mason Regulator Co. 


REGULATORS, PRESSURE 
Davis Regulator Co 


REGULATORS, TEMPERATURE 
Sarco Co., Ine. 


RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
U. S. Electrical Tool Co. 


RIVET SETS 
American Swiss File & Tool Co. 
Lovejoy Tool Works 


ty 
Neely Nut & Bolt 
Russell, Burdsail y “Ward Bolt & 
Nut Co. 


ROPE DRIVES 
Dodge Manufacturing Corporation 
T. B. Wood’s Sons Co. 


RUBBER GOODS, MECHANICAL 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

Jenkins Bros. 

The Republic Rubber Co. 

Thermoid Rubber Co. 

Whitehead Bros. Rubber Co. 


RULES 
Brown & Sharpe Mfg. Co. 
Millers Falls Co. 


Stanley Electric Tool Co. 
The L. S. Starrett Co. 
SALAMANDERS 


Geo. W. Diener Mfg. Co. 


SANDERS, ELECTRIC 
Black & 


Wyzenbeek & Staff, Inc. 


SAWS, BAND 
American Saw & Mfg. Co. 
Armstrong-Blum Mfg. Co. (Metal) 
S C. Atkins & Co. 

W. O. Barnes Co., Inc. 

Simonds Saw & Steel Co. 
Henry G. Thompson & Son Co. 
Victor Saw Works, Inc. 


SAWS, renae 
E. C. Atkins & Co 
Simonds Saw & Steel Co. 


SAWS, COPING 
W. O. Barnes Co., Inc. 


SAWS, HACK (Blades 
American Saw & Mfg. Co. 
Armstrong-Blum Mfg. Co. 

E. C. Atkins & Co. 

W. O. Barnes Co., Inc. 

Millers Falls Co. 

Simonds Saw & Steel Co. 

The L. S. Starrett Co. 

Henry G. Thompson & Son Co. 
Victor Saw Works, Inc. 


SAWS, HAND, ELECTRIC 
Black & Decker Mfg. Co. 
The Stanley SS Tool Co 
U. S. Electrical Tool Co. 
Wyzenbeek & Staff, Inc. 


SAWS, HOLE 
E. C. Atkins & Co. 
U. S. Electrical Tool Co. 
The Van Dorn Electric Tool Co. 
Wyzenbeek & Staff, Inc. 


SAWS, SWING, CUT-OFF 
E. C. Atkins & Co. 


SAWS, UNIVERSAL 
Wyzenbeek & Staff, Inc. 


SCALES 
The Fairbanks Company 


SCRAPERS, BEARING 
American Swiss File & Tool 
Millers Falls Co. 


SCRAPERS, DRAG AND WHEEL 
The Fairbanks Co. 


SCREWDRIVERS, AUTOMATIC 
Millers Falls Co. 


SCREWDRIVERS, —_— 
The Black & Decker 'g. Co. 
Jas. Clark, Jr., Bac Co. 
Millers Falls Company 

The Stanley Electric Tool Co. 
N. A. Strand & Co. 

U. S. Electrical Tool Co. 

The Van Dorn Electric Tool Co. 


SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 
Millers Falls Co. 


SCREWDRIVERS, RATCHET 
American Swiss File & Tool Co 
Millers Falls Co. 


SCREW PLATES 
Greenfield Tap & Die Corporation 
Morse Twist Drill & Machine Co. 


SCREWS, CAP AND SET 
The Allen Mfg. Co. 

American Screw Co. 

The Bristol Company 

Chicago Screw Company 

Clark Bros. Bolt Co. 

Economy Machine Products Co. 
Ferry Cap & Set Screw Co. 
Holo-Krome Screw Corp. 
Standard Pressed Steel Co. 


SCREWS, MACHINE, BRASS AND 
IRON 


Economy Machine Products Co. 
H. M. Harper Co. 

SCREWS, SAFETY 
Allen Mfg. 
The Bristol Company 
Chicago Screw Company 
Economy Machine Products Co. 
Holo-Krome Screw Corporation. 
Standard Pressed Steel Co. 


SET 


SCREWS, WOOD 
American Screw ‘ 
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One Man in Forty— 


and YOU are theMan 


ID you ever stop to think that you are one of the comparatively 
small percentage of men whose “yes” or “no” really matters 
to American business? 





Every morning 40,000,000 men start to work—in factories and 
mines, banks, railways, stores and other centers of industry or trade. 


Forty million men turn the wheels that keep America clothed, shel- 
tered and fed. 


But only one million of them make business decisions. Only one 
man in forty has the ability, the responsibility or the authority to 
say yes or no in business matters. Hence the real managing power 
of the country lies in the hands of these million men—less than one 
per cent of its total population. 


As a member of this group—this controlling minority—you share 
an important responsibility—the triple responsibility of wisely liberal 
purchasing, of generous employment and of sane management to 
hasten the return of general prosperity. 


How, you ask, do we know that you are one of the million who 
make decisions for others to follow? Because men who read busi- 
ness papers are alert and eager for news of new plans, new methods, 
new equipment. That is why they are the men who control affairs. 


AG X0- 


THIS SYMBOL identifies an ABP paper... It 
stands for honest, known, paid circulation; 
straightforward business methods, and editorial 


standards that insure reader interest . . . These 
are the factors that make a valuable advertising 
medium, 


MILL SUPPLIES 
IS A MEMBER OF 


THe Associa TED Business Papers, INc. 
TWO-NINETY-FIVE MADISON AVENUE - NEW YORK CITY 











144 


MILL SUPPLIES 








SEPARATORS, OIL AND STEAM 
The D. T. Williams Valve Co. 


SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
. Manufacturing Corporation 
B. Wood's Sons Co 


SHEARS, METAL CUTTING, 
HAND LEVER 
Armstrong-Blum Mfg. Co. 


SHEARS, ELECTRIC 
The Stanley Electric Tool Co. 


SHEAVES, ROPE AND V-BELT 
American Pulley Co. 

Dodge Mfg. Corp 

—— Jones Sexakes & Machine 


oe, Waldron & Co., Inc. 
T. B. Wood’s Sons Co 


SHOVELS, HAND 
Wood Shovel and Tool Company 
SLEEVES, DREDGING 
Whitehead Bros. Rubber Co. 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 


Morse Twist Drill & Machine Co. 
The Standard Tool Co. 


SOLDER, BAR AND WIRE 
Frictionless Metal Company 


SPEED TRANSFORMERS 
+ ga and Forgings, Inc. 


- A. Jones Fdy. & Machine Co. 


SPRAYERS, PAINT 
Economy Machine Products Co. 
Imperial Brass Mfg. Co. 


SPROCKETS 
a Mfg. Co 


Tp. 
A. Jones Fdy. & Machine Co. 


STAMPINGS, BRASS, BRONZ 
COPPER AND STEEL ” 
American Pulley Cmpany 


STANDS, DRILL 
The Stanley Electric Tool Co. 
The Van Dorn Electric Tool Co. 
United States Electrical Tool Co. 


STANDS, FLOOR 
Bond Foundry & Machine Co. 


STANDS, he eo PORTA 
The Ridge Tool C =e 


The Selede Pipe Thr reading Machine 


STOCKS & DIES 
Armstrong Bros. Tvol Co. 
The Borden Company 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 
Ridge Tool Co 


Toledo Pipe Threading Machi 
Walworth Co. a 


STRAINERS 
American Injector Co. 
Mason Regulator Company 


STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 


STRAPS, PIPE 
P. Wall Mfg. Supply Co. 


SWAGES, UPSET 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 


SYPHONS; STEAM GAGE 
J. E. Lonergan Co. 


TABLES, STEAM 
Nason Manufacturing Company 


TABLES, WORK 
Standard Pressed Steel Co. 


TANKS, COPPER 
Arthur Harris & Co. 


TAPE, FRICTION 
Boston Woven Hose & Rubber Co. 


oe, STEEL 
The L. S. Starrett Co. 


TAPS 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 


TEES, UNION GROUND JOINT 
E. M. Dart Mfg. Co. 


TOOLS, BORING 
Armstrong Bros. Tool Co. 


TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 

Brown & Sharpe Mfg. Co. 

Grobet File Corporation of America 
Millers Falls Co. 

Morse Twist Drill & Machine Co. 
National Twist Drill & Tool Co. 
Nicholson File Co. 

Stanley Rule & Level Plant 

The L. S. — Co. 

Trimont Mfg. Co. 

Whitman & Barnes, Inc. 


TOOLS, PLUMBERS’ AND 
STEAMFITTERS’ 

Armstrong Bros. Tool Co. 

Greenfield Tap & Die Corp. 

Ridge Tool Co. 

Toledo Pipe Threading Machine Co. 

Walworth Company 


TOOLS, SAW 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 


TOOLS, VALVE RESEATING 
The Black & Decker Mfg. Co. 
U. S. Electrical Tool Co. 


TORCHES, BLOW 
Otto Bernz Co., Inc. 
Geo. W. Diener Mfz. Co, 
The Turner Brass Works 
P. Wall Mfg. Supply Co. 


TORCHES, KEROSENE 
Toledo Pressed Steel Co. 
P. Wall Mfg. Supply Co. 


TORCHES, WELDING AND 
CUTTING 


The Imperial Brass Mfg. Co. 
Torchweld Equipment Co. 


TRACK SYSTEMS, OVERHEAD 
Richards-Wilcox Mfg. Co. 
The Yale & Towne Mfg. Co. 


TRACTORS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 


TRAILERS, INDUSTRIAL 
Chase Foundry & Mfg 
Lansing Company 
The Yale & Towne Mfg. Co. 


TRAPS, STEAM 
The V. D. Anderson Co. 
Davis Regulator Co. 
Nason Manufacturing Co. 
Sarco Co., Inc 
ma Williams Valve Co. 


TROLLEYS 
Curtis Pneumatic Machinery Co. 
Richards-Wilcox Mfg. Co. 
Robbins & Myers, Inc. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 


TRUCKS, DOLLY 
American Pulley > 
Marion Malleable Iron Works 


TRUCKS, HAND 
The American Pulley Company 
Chase Foundry & Mfg. Co. 
The Fairbanks Company 
Standard Pressed Steel Co. 


TRUCKS, LIFT 
The Yale & Towne Mfg. Co. 


TUBE COUPLINGS 
Imperial Brass Mfg. Co. 


TUBING RUBBER 
Boston Woven Hose & Rubber Co. 
Diamond Rubber Co., Inc. 
Graton & Knight Co. 
Republic Rubber Co. 
Thermoid Rubber Co. 
Whitehead Bros. Rubber Co. 


TUBING, SEAMLESS, COPPER, 
BRASS, ALUMINUM 
Wolverine Tube Co 


UNIONS, BRASS AND IRON 
E. M. Dart Mfg. Co. 

The Fairbanks "inane 
Grabler Mfg. Co. 

Illinois Malleable Iron Co. 
Walworth Company 


VACUUM PANS 
Arthur Harris & Co. 


VALVE LEATHERS 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


VALVE UNIONS 
Nason Manufacturing Co. 


VALVES, BALANCED, FLOAT 
Arthur Harris & Co. 

Davis Regulator Co. 

Nason Manufacturing Co. 


VALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
Walworth Compa 
The D. T. Williams Valve Co. 


VALVES, CHECK 
Davis Regulator Co. 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Imperial Brass Mfg. Co. 
Jenkins Bros. 
Reading Steel ve Co., Inc. 
Walworth Compa 
The D. T. Williams Valve Co. 


VALVES, GATE, GLOBE, ANGLE 
The Fairbanks Company 

@llinois Malleable Iron Co. 

Jenkins Bros. 

Henry Vogt a Co. 

Walworth Compa: 

The D. T. Williams Valve Co. 


VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros. 
Henry Vogt Machine Co. 
Reading Steel Casting Co., Inc. 
Walworth Company 
The D. T. Williams Valve Co. 


VALVES, NEEDLE 
Jenkins Bros. 
Reading Steel Casting Co., Inc. 


VALVES, NON-RETURN 
Davis Regulator Co. 


VALVES, POP, SAFETY, RELIEF 
Davis Regulator Co. 
J. E. Lonergan Co. 
Walworth Company 


VALVES, PRESSURE REDUCING 
Davis Regulato r Co. 
Mason Regulator Co. 
Walworth Company 


VALVES, PUMP, RUBBER 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Ine 
Jenkins Bros. 

Whitehead Bros. Rubber Co. 


VALVES, RADIATOR 
The Fairbanks Company 
Jenkins Bros. 
Walworth Compa: 
The D. TF. Williams Valve Co. 


VALVES, THROTTLE 
Jenkins Bros. 
Reading Steel Casting Co., Inc. 
Walworth Company 
The D. T. Williams Valve Co. 


VISES. BENCH, WITH CLAMP 
Millers Falls Co. 


VISES, DRILL PRESS 
Armstrong Bros. Tool Co. 
Charles Parker Co. 

The Skinner Chuck Co. 


VISES, HAND 
Millers Falls Co 


VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Millers Falls Co. 

Charles Parker Co. 
Simplex Tool Co. 
Walworth Company 


VISES, PATTERN MAKERS’ 
Charles Parker Co. 
VISES, PIPE 
Armstrong Bros. Tool Co. 
Charles Parker Co. 
Ridge Tool Co. 
Simplex Tool Co. 
The Toledo Pipe Threading Machine 


Co. 
Walworth Company 
J. H. Williams & Co. 


VISES, WOODWORKERS’ 
Charles Parker Co. 
Simplex Tool Co. 


WASHERS, AUTO 


The F. E. Myers & Bro. Co. 


WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 

Chas. A. Schieren Co. 


WASHERS, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 

The Republic Rubber Co. 
Thermoid Rubber Co. 


WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 


WATER SYSTEMS 
Goulds Pumps, Inc. 
The F. E. Myers & Bro. Co. 


WELDING AND CUTTING 
EQUIPMENT 
The Imperial Brass Mfg. Co. 
Torchweld Equipment Co. 


WHEELBARROWS 
The Fairbanks Company 
Lansing Company 
Sterling Wheelbarrow Co. 


WHEELS, GRINDING 
E. C. Atkins & Co. 


WHEELS, PIPE CUTTER 
Trimont Mfg. Co. 


WINCHES 
Wright Mfg. Co. 


WIPERS, SANITARY 
Louisville Sanitary Wipers Co., Inc. 


WRENCH SETS 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 


WRENCHES, ADJUSTABLE 
a Ge Company 
J. H. Williams & Co. 


WRENCHES, HOPPER CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 

Safety Wrench & Appliance Co. 


WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 


WRENCHES, PIPE 
Armstrong Bros. Tool 
Ttidge Tool Company 
Walworth Company 
J. H. Williams & Co. 


WRENCHES, RATCHET 
American Swiss File & Tool Co. 
Lowell Wrench Co 


WRENCHES, SOCKET 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 

The Black & Decker Mfg. Co. 
Lowell Wrench Co. 

The Van Dorn Electric Tool Co. 
J. H. Williams & Co. 


WRENCHES, 
Millers Falls Co 


TAP 


Morse Twist Drill & Machine Co 
Standard Tool Co. 
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LECTRICAL CONTRACTORS 


take care of the installation and 








maintenance of electrical equip- 
ment in 85% of the industrial 
plants in the United States 














71 %, of the circulation of ELE C- 
O TRICAL CONTRACTING 
is in the 345 counties that account 


For 83% of the total production of 


this country’s manufactured goods 














_ Electrical 
Contracting 


With Which Is Incorporated The Electragist 


520 North Michigan Avenue, Chicago, III. 


282 Madison Avenue, New York » » Rockefeller Building, Cleveland 
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Any Hose 

















- gets rough usage 


—' 


THERMOID HOSE 
WITHSTANDS IT 


The Diary of a rubber hose would read 
something like this: 





Monday: Dragged over rough floors. 
Tuesday: Run over by truck. 
Wednesday: Exposed all day to the weather. 
Thursday: Pulled around sharp corners. 


Any hose gets rough usage... and its “‘power 
of resistance”? determines whether it will raise 
or lower production costs ... speed work ahead 
or hold it back. 


Thermoid Hose is built for the job... the 
special job it is intended to perform. Thermoid 
Hose will give maximum service and satisfac- 
tion. Treated as ordinary hose its long life will 
surprise your customers. Treated with consider- 
ation ... it will surprise them even more. 





THERMOID No. 400 
TRANSMISSION BELT 


Rubber transmission belts seldom wear 
out by abrasion, they mostly wear out 
internally. In the Thermoid No. 400 belt 
internal wear is reduced to a minimum 


by special processes which thoroughly 

impregnate the duck and provide just 

the right thickness of high-grade rubber 

between the plies. The excellent elas- 

ticity and wonderful aging qualities of 

a | O ~ E the friction in this Thermoid belt make 
it the choice wherever efficiency and 

B E LT t Nl G and AN Bw Kl | GS economy rule. . 


THERMOID RUBBER COMPANY, Factories and Main Offices, TRENTON, NEW JERSEY 
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STANLEY ELECTRIC TOOLS 


INCE 1850 tool buyers and tool users have accepted the 
name STANLEY as standing for fine tools. It makes no 
difference what the tools are—hammers, planes, screw drivers, 
rules, levels, bit braces, cold chisels, and a dozen other classi- 
fications—the name Stanley serves as a guarantee of quality. 


And now there are STANLEY ELECTRIC TOOLS. The same 
high quality materials, the same workmanship, the same fair 
dealing with distributors are behind Stanley Electric Tools that 
have built a lasting good will for Stanley Tools the world over. 


The Stanley line of electric tools offers several important 
advantages found in no other line. You will find it worth while 
to learn the details. We shall be glad to go over them with you. 


THE STANLEY ELECTRIC TOOL COMPANY 


New Britain, Conn. 


Sales Offices and Service Stations: 


New York + Chicago + Philadelphia + Detroit + Boston + Buffalo + Cleveland 
Cincinnati + KansasCity + Richmond + Dallas + LosAngeles + Seattle 
San Francisco + Oakland + Montreal + Toronto 


STANLEY ELECTRIC TOOLS 




















Disc Valve for 150 Ibs. 


Steam Service 


antl ay ‘wih ) The Walworth Re-New- 








































i) s mere 
MALY OT 
Heo, - 

"MEY - DISS 

















Quickly Renewed | Easily Re-assembled 














The Walworth Re-New-Disc Valve is the only valve of this 
type which has this fool-proof margin of clearance that pre- 
vents damage to the seat in re-assembling. 








Even though a hurried operator may fail to lock the disc 
holder on in putting the valve together, the Walworth union prevents damage 


bonnet connection can be screwed down tight without bring- to the in re- 


ing the seat and disc into contact. " 
assembling Valve 








In installations where such valves must be opened and closed 


frequently, and especially where speed is desirable, the Wal- 
worth Re-New-Disc Valve 


is your safest specification. 














egee 


Walworth Company, General Sales Offices: 60 East 42nd St., New York 
Walworth Company Limited, 660 St. Catherine Street West, Montreal, P. Q. 
Walworth International Co., 19 Rector St., New York, Foreign Representative 


. . » Distributors in Principal Cities of the World... 


VACAV SES FRITIARAGS ANB TOOLS 











Cw 


Burnished 
or Polished 


Finish 


Stainless Steel Covered f 
Ferry Patented Acorn Nuts 


over Steel or 
Brass Hexagon 


Stainless Steel Cover over Steel Hexagon Nut Stainless Steel Cover over Brass Hexagon Nut 


FINISH 
Style 
A-1 
B-1 
C-1 
FINISH 
Style 
A-1-A 
B-1-B 
C-1-C 


PROCESS SCREWS 


BURNISHED 
Size 


%” across flats 
%” across flats 
156” across flats 
POLISHED 
Sise 
%” across flats 
%” across flats 
13” across flats 


TAPPED FINE OR FINISH BURNISHED TAPPED FINE OR 

COARSE THREADS Style Size COARSE THREADS 
3%” A-2 %”" across flats ie” 5” 3%” 
= B-2 %” across flats x” Ye” vf 

C-2 15,” across flats 4” %” 

TAPPED FINE OR FINISH POLISHED TAPPED FINE OR 

COARSE THREADS Style Sise >OARSE THREADS 
ue" 546” 3 3 A-2-A 96%” across flats 4” 86%" 
ye” “%~6 % B-2-B 44” across flats 3 ie” =o” 
ag %” 865” C-2-C 156” across flats %” 8 8=— 58” 


WRITE FOR SAMPLES WRITE FOR PRICES 


THE FERRY CAP and SET SCREW COMPANY . Cleveland, Ohio 














Pie 


